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36 ire you get more profit from a permanent office fixture 
35 Sale than you do from an individual carbon or ribbon sale. 
34 But — the desk, file and machine sale doesn’t give the 
33 promise of repeat business — in the same way that carbons 
32 and ribbons do. And that’s where the Webster profit story 
31) comes 

3 - 
owl Webster puts the kind of quality and performance in their 
—" products that makes people remember them and ask for them 
2e8R | | 

pod again and again. People know when they've ordered Webster 
‘oat they've ordered the best. So they keep on ordering it! 
256 We don't mean that you should drop your sales promotion of 
247 permanent office fixtures, but we do want to remind you 
£3 p that great oaks from little acorns grow, and every time you 
22, sell a Webster product you are not only making a sale but 
Al |. paving the way for future sales and profits. 
290 
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Office Appliances 


Editorial Observations 

OFFICE APPLIANCES’ contention 
that the office furniture, machine and 
supply industry is in the five billion 
dollar class was given another bit of 
supporting evidence recently by the re- 
sults of a survey taken among visitors 
at the 1956 National Business Show. 
Anticipated purchases of office equip- 
ment and supplies for 1957 were very 
conservatively estimated at $2,500,000, 
000 by John T. Fosdick Associates, who 
conducted the survey and whose report 
states, “The estimated potential of 
$2,500,000,000 actually represents only 
50% of the reported anticipated ex- 
penditures.” We are in a five billion 
dollar industry — and just about half 
of it is channeled through dealers 

7 

Late in March the annual convention 
of the National Office Furniture Associ- 
ation will be held in New Orleans 
Despite its youth (this year’s meeting 
will be the eleventh annual assembly) 
NOFA is doing very well. It is particu 
larly gratifying to learn from Roger 
Young, membership chairman, that the 
1953 membership of 997 was increased 
to an even 1400 at the close of 1956. 

. 

Among the ‘““Ten Commandments of 
Management” formulated by Lawrence 
Appley, president of the American Man- 
agement Association, are two that merit 
mounting on the desks of every dealer- 
manager in our field. They are, ‘Identify 
the people of your organization as its 
greatest asset,” and “Keep individual 
members of your team well adjusted by 
seeing that each one knows what he is 
supposed to do, how well he is supposed 
to do it, what his authority is, and what 
his work relations with others should 
be.” This lily needs no gilding, merely 
observation, comprehension and appli- 
cation 

. 

P. F. Brundage of the Budget Bureau 
has been waging a war on government 
businesses that should be private busi- 
nesses. In view of the fact that last year 
there were 19,321 commercial — indus- 
trial activities in all agencies of the 
government, elimination of 355 in the 
Detens Department does not seem like 
much progress. Fortunately for our in- 
dustry, 83 of the eliminated businesses 
were ‘office equipment repair shops.” 


Wel B Loomer WER 


Editorial Director 
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in This issue 


... don't miss 


In keeping with the tamed 
New Orlear 1tmosphere 
which NOFA nvention visi 
tors will revel in March 27-3]! 
OFFICE APPLIANCES pre 
ents as cover picture thi 
month a view through the iron 
grill of the wer Pontalba 





Apartment balcony, looking ut 
Chartres St. The St. Louis 
Cathedra { ng the Spani n reé 3ime, is in the 
center. On its lett the Cabildo, where the transfer of 


Louisiana Territory from France took place in 1803. 


On its right is the Presbytere, or priest house, which with 

Cabildo now houses the Louisiana State Museum. 

iidings tace Jackson Square and form the heart 

t the old city described in the convention section. Pages 
Be 


What the ott -@ SUDK ie oealer 


can do when the daily routine 


+ 


rt . 

ot business gets on his nerves 
is the subject f an article on 
pages 42 and 43. The text ha 


WwW 


appealed to the 
our staff artist and in graphic 
sketches he portrays the solu- 
tion for a Se O 





Perhaps a_ physical checkur 
blem. Or, as the writer and artist sug 
gest, the dealer may take a vacation, delegate more 
luti buy another store for a diversion, 
pursue a sports hobby, or find some safety valves for 

an interesting 


OFFICE AP 


rent. Anyway, it make 
‘piece’ and we ink it will be of value 
PLIANCES reader 


Next Month... 


Emphasis in April will be on office furniture. Use of full 


ictual installations, an outstanding Office Plar 
} idea packed arti € ror Tne dealer 3nd 


lesigner will blend together to make this an out 
INding | juction in OFFICE APPLIANCES’ publishing 
tory. The value-plus April issue will be distributed at 
1e NOFA convention in New Orlear 
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OA‘’s Press-Time Bulletins 





ENNIS TAG & SALESBOOK CO. made the an- 


nouncement that Jack 
Tolleson will manage 
the new West Coast 
plant at Paso Robles, 
Calif. Mr. Tolleson has 
been with the company 


\- since 1945. He served 
é as branch manager of 





the New Orleans, St. 
Louis and Houston of- 
Jack Tolleson fices before assuming 

his new post. The plant 
went into operation in January, and is 
now serving dealers in the West Coast 
area. 


FIELD STATIONERY CO., Tulsa, Okla., headed 





by Clark Field for nearly 40 years, has 
been sold to five employees of the 
firm. Alfred Steitz, who has been with 
the company for 37 years, bought con- 
trolling interest and will be presi- 
dent. Others buying interest are Arch 
Williams, an employee for 35 years, 
who becomes vice-president; Stuart 
Auld, secretary; Eugene Barr, treas- 
urer; and Ray Raymond, manager of the 
furniture department. Mr. Field is re- 
tiring from active business. 


SMITH-CORONA, INC. sales and earnings for 





six months ended December 3l, ran sub- 
Stantially ahead of the like period 
the previous year according to the 
firm. For the first half of this fiscal 
year, sales were $27,020,129 as com- 
pared to $19,284,394 a year ago. Earn- 
ings for the first half year were equal 
to $2.53 per share of stock as compared 
to $2.09 a year ago. 


TRICK & MURRAY, Seattle, Wash., printing, 





office supplies and furniture firn, 
has announced a change of ownership, 
with W. Bruce Jones acquiring the in- 
terest of the late 0. D. Trick. Mr. 
Jones is a member of the firm of Meals 
& Co., Seattle certified public ac- 
countants. He will devote substantial 
attention to the executive affairs of 
Trick & Murray, but will continue his 
professional accounting practice. 
There will be no change in the general 
organization, with George H. Baird 
still serving as president and general 
manager. 
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Late and important News for Our Readers 


CARL F. GOOD, president of Lackawanna 


Leather Co., confirmed that Dale J. 
McKnight has returned to the company 
in the capacity of vice-president and 
director of sales. He was recently 
sales manager of Reeves Brothers divi- 
Sion of Vulcan Rubber Products. Mr. 
McKnight was with Lackawanna previ- 
ously, and was instrumental in build- 
ing the firm's sales in the New York 
Metropolitan area. At the same time, 
Mr. Good announced that Ross L. Dimn, 
Jr., who has been associated with Good 
Brothers Leather Co., an affiliate, is 
now heading production as executive 
vice-president. 


STODDARD'S INC., has a new president, T. 





J. Vaughan. Mr. Vaughan joined the 
firm eight years ago and has been vice- 
president for several years. He re- 
cently increased his interest in the 
firm and was named president to suc- 
ceed Vernon Greer, who disposed of his 
interest but will remain with the com- 
pany. Mr. Vaughan was 1955-56 governor 
of the 4th District NSOEA. 


UNDERWOOD CORP. has named George L. White, 





Jr. as national sales 
manager of the firm's 
typewriterdivision. He 
will head general sales 
activities for the com- 
pany’'s electric and 
Standard typewriters. 
He joined the firm in 
1950 as office manager 
and was transferred to 
G. L. White sales in 1951. In 1953 

he was named division 
manager of typewriter sales at Rich- 
mond, Va., where, since 1955, he had 
been regional manager. 





NEW LOCATIONS . . . include the Quality 


Park Envelope Co., now at 2520 Como 
Ave., St. Paul, Minn. .. . Hoffmaster 
Office Supply, Inc., formerly Edwin 
F. Hoffmaster Commercial Stationery, 
has a new address as well, 5 Margaret 
Ave., Baltimore 21, Md. .. . Stanley 
Greetings, Inc., has moved the New 
York offices and showroom to 485 Lex- 
ington Ave., 26th floor. 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified 


advertisements is twenty cents a word, minimum charge $4.00 


payable with order. Add six words if box address is used. 





SALESMEN WANTED 





NG MAN, PREFERABLY BETWEEN 25 AND 30, WANTED 


assistant ¢ salesman in territory composed of northern Illinois, 
wer W nsin, Michigan and Indiana. Experience in stationery 
field desirable. Good future. Salary d bonus. Send complete 


- 
Write Office Appliances, Box P-174, Chicago 6 





TOP GRADE SALESMAN WANTED FOR VALUABLE EASTERN 


TERRITORY Nationaily known manufacturer of office machines 
need ve salesman for eastern territory. Must be willing to 
travel large percentage of time calling on dealers. Travel expenses 
beral salary and commissions. A marvelous opportunity for the 
right man. Send full details of age and other personal data, past 
experience, salary requirements and enclose photo if available. 
Letters w be kept confidential. Write Office Appliances, Box 
P-176, Chicago 6 





AGGRESSIVE SALESMAN WANTED to sell Royal, Victor, A. B. 
Dick products in franchised territories. Liberal pay and commission. 
Must have A-! references. Write stating qualifications; Santa Fe 
Book & Stationery Co., Box 1141, Santa Fe, New Mexico. 





SALES AND SERVICE MAN — Excellent opportunity for ambitious 


typewriter and adding machine man to manage our machine de- 
partment. Present manager retiring soon. Good franchise lines of 
adding machines, duplicators and typewriters. Salary, commission 


and profit sharing. Write, giving age, education and experience. 
H. Wuebbold & Company, 123 North Third Street, Hamilton, Ohio. 





EXPERIENCED OUTSIDE SALESMEN: Miller Desk & Safe Com 
pany ne f the country's largest office furniture dealers, has 
excellent opening for right man. Call or write to Ed Abramson, 
1248 So. Figueroa Street, Los Angeles 15, California. Richmond 
9-9] 





SALESMEN AVAILABLE 





SALESMAN IN SOUTHERN TERRITORY selling bank supplies 

availa tor second commission line to sell to banks and/or 
tationers in Tennessee, Kentucky, Alabama and Mississippi. Ex 
cellent sales record. Write Office Appliances, Box C-141, Chicago 


Co 





TRAINED, EXPERIENCED, SUCCESSFUL WHOLESALE SALES 
MAN oftice supplies, equipment, machines, business forms, now 

employed, desires one-firm representation allowing TEXAS 
headquarters. Write Office Appliances, Box C-143, Chicago 6. 





EXCELLENT SALES RECORD—With present employer 9 years. 
enty years experience outside sales and store management office 


pp turniture and systems. Interested in permanent opportu- 

y aler or manufacturer in southwestern United States. Mar 
ed, 41 year d. Best References. Write Office Appliances, Box 
C-144 hicago 6. 





SALES REPRESENTATIVES WANTED 





MANUFACTURERS REPRESENTATIVES WANTED, Calling on 


Commerical Stationers, Office Furniture Dealers, Department 
St Wholesalers; to sell popular line Cork Bulletin Boards 
Blackboards, Masonite Floor Mats. All territories open except 
Metropolitan N. Y. Well established manufacturer, expanding 
field. We have no salesmen. Write in complete confidence exper 
arried, type of trade called on, and territory covered 
W rite fice Appliances, Box P-162. 100 East 42nd St., New York 





EXC VE REPRESENTATIVES WANTED. Leading manufacturer 
f mechanical writing instruments has territorial openings in Mid- 
West ith and East for aggressive representative with following 

tationery trade, drug and tobacco wholesalers. Excellent 
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remuneration plan. Give complete resume in first letter, references, 
etc. Interviews will be arranged. All replies confidential. Write 
Office Appliances, Box P-163, Chicago 6 





50 YEAR OLD MANUFACTURER OF OFFICE SPECIALTIES de- 
sires Commission Men for Various Territories. Please write GEORGE 
E. FOX & CO., 1051 N. Throop St., Chicago 22, Illinois. 





MANUFACTURER WITH 50 YEAR REPUTATION and national 
sales seeks competent, reliable men in several areas. Line is sold 
to office furniture dealers and has recognized quality. If interested, 
write brief letter citing lines now handled, territory covered, etc. 
Write Office Appliances, Box P-169, Chicago 6. 





MANUFACTURERS REPRESENTATIVES WANTED to sell a quality 
line of spirit and stencil duplicators and attendant supplies. Ex- 
clusive territories available. Products sold wholesale only to the 
following Dealers: Duplicating Machine—Office Equipment—School 
Supply—Typewriter—Stationery—Carbon & Ribbon and Printers. 
Applicants must be experienced with Duplicators. Reply giving 
experience, lines now carried and territory covered. Write DuPrints, 
Inc., 1502 S. Main, Los Angeles 15 





WANTED — State distributors in Tennessee, North Carolina, South 
Carolina, Alabama and Mississippi for office machines line. Pro- 
vides good supply business. Write Office Appliances, Box P-170, 
Chicago 6. 





WANTED—Manufacturers Representatives to sell top flight line 

of BANK PASS BOOKS, CHECK COVERS, COIN SAVERS, BILL 

STRAPS and COIN WRAPPERS and other supplies to banks and 

building loans. William Exline, Inc., 1270 Ontario, Cleveland, Ohio. 
. Manufacturers of fine pass books for over 50 years. 





SALES REPRESENTATIVES AVAILABLE 





AGGRESSIVE, TOP PRODUCER NOW SELLING OFFICE MA- 
CHINE SPECIALTY DIRECT. Virginia and North Carolina. Seeks 
additional high grade specialty item. Commission or other satis- 
factory arrangement. Write Office Appliances, Box C-137, Chicago 
6. 





MANUFACTURERS REPRESENTATIVE. Texas-Oklahoma territory, 
desires good steel lines — Desks, Chairs, Filing and Storage Cabi- 
nets, Typewriter Stands. Also desk accessories. Executive experi- 
enced creative systems design consumer and dealer trade. Write 
Office Appliances, Box C-138, Chicago 6. 





IF WISCONSIN, MINNESOTA, AND IOWA NEED REPRESENTA- 
TION, you want us. We promote furniture only, the way you want 
it promoted. Write Office Appliances, Box C-139, Chicago 6. 





WE CONCENTRATE IN MICHIGAN, OHIO AND INDIANA— 
consequently our manufacturers get results. Can handle one or 
two additional high grade lines in office equipment field. Write 
Office Appliances, Box C-140, Chicago 6. 





EXPERIENCED MANUFACTURER'S REPRESENTATIVE with es- 
tablished following in Metropolitan New York and Mid-Atlantic 
Seaboard is open for a furniture line. Intensive and intelligent sales 
effort guaranteed. Write Office Appliances, Box C-142, 100 East 
42nd St., New York 17, N. Y. 





INQUIRY INVITED from manufacturer of companion line of com- 
parable stature to: STEEL PARTS MFG. CORP., and M. G. 
WHEELER CO., Inc., the firms | represent in Ind., Ky., Mich., Ohio 
and W. Va. Write DON CARTER, Box 7348, Indianapolis 5, Ind. 


Personal interview preferred 





SALES REPRESENTATIVE AVAILABLE to cover New Jersey, metro- 
politan New York and New England States. Desire line that offers 
repeat sales potentialities in sales to stationers and office equip- 
ment dealers. Resume upon request. Salary and commission basis 
only. Write Office Appliances, Box C-145, Chicago-6. 
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WANT ADS, Continued from page 7 








HELP WANTED 





WANTED: SERVICE MANAGER RW UNDSTRANLI 
AGENCY. Must be trained . t tina machine 
through Class D. Would like 
Salary approximately $5,500.00 
with high moral standard 
Southern city; fishing and 
ances, Box P-164, Chicago 4 





PARTNER WANTED 





RETIRING PARTNER WILL SI 
established machine, furniture, ar 
lines. Smog-free Southern Ca 
Appliances, Box P-166, CI 





PARTNERSHIP WANTED 





OFFICE MACHINE SALESMAN yn-Ame 
fair mechanic, 10 years experier t ‘ Jressiv 
Can invest $10,000 or more. W A. 

Chicago 6. 





POSITIONS AVAILABLE 





WANTED YOUNG MAN with st 1 outsid erience pre 
ferred. Opportunity to manage t to | f jy ¢ ste 
in midwest write fully of pay ré { 1 ability 7 t \A/; 


Office Appliances, Box P-167, C 





ADVERTISING MANAGER AVAILABLE 





EXTENSIVE EXPERIENCE STEE ; MENT FII eduling 
Planning trade journal and direct ivert xcellent result 
Also sales promotion and gene: trativ k. W 


Appliances, Box C-136, 100 East 4: t., N York 17, N. Y 





OFFICE MACHINE MECHANICS AVAILABLE 





EXPERIENCED OFFICE MACHINE A ASH REGISTER ME 
CHANIC. Sales and service past |! pref 1. Write 
Office Appliances, Box P-165, C 





POSITION WANTED 





10 YEARS SUCCESSFUL EXPERIE! WITH MACHINES 
plies, and furniture in 
location in west or midwe 


Write Office Appliances, Box f 





BUSINESS OPPORTUNITIES 





EXCEPTIONAL OPPORTUNITY: 
into the office equipment bu 
to handle such a project, it 


The company in question, ha f the ading 


steel furniture lines, as wel! a 
adding machines. The gros run about $125,000.00 
year and with more active sa fort in the field, the 

should be doubled, because certainly the potential is there. Due t 
the hospitalization of the present n ger, it ; 1 to be nece 
sary to sell the entire operat t th nt te 
which, of course, would be 
interested. Write Office Apr 





RETAIL BUSINESS FOR SALE 





FOR SALE: Office Supply, ma ' ' ad 
Leading franchises. Id W rite f 
Appliances, Box P-17! 


i 
Te) 


Chicag 





OFFICES SUPPLIES—We 


uTSIO€ ) + ~ 1ement Want 





y for experienced cperator. About $19,900 to handle. Write 
ffice Appliances, Box P-175, Chicago 6. 








REE MA LISTS 6,730 rT statior i 

plia - Also 8,910 typewriter a Iding 4 t 
Writ KX 3 Jue f ist na 
facturers, institut banks and others. We charge only for ad 
ire 3. SPEED-ADDRESS, 48-02 43rd Stre Woodside 77, New 





FOR SALE AND WANTED TO BUY 





HIGH PRICES PAID FOR USED BOOKKEEPING MACHINES, al 
Burroughs, Sensimatics, N.C.R. 3000, 3100, Rems., E. Fisher 
Underw 1, Brandt Coin Machine Advise tu mode nad seria 

nbers f yuotations. L.A. Pear Dept. C ' 
36, N. Y. 





. is N.C.R. Be kkee; } ang B nq Machines 
JiIaTor : npTrometfers, Add ng Machine eT any tyle. 
té ription ana be T por AMER [ AN BUSINESS 





MACH NES 573 Br adway Nev T K 2, N Y 
LLIOTT-FISHER MACHINES, calculating achine 3dding ma 
t it juipment, - yht | 3. W rowley 


Company, 906-908 N. Water St., Milwaukee 2, W 





tt Addressers, Varitypers, Multiliths, Multi 
Hand Printing Presses, Ditto, Mimeograph. Give be 
deta xie Service, King, N. ¢ 





LARGE AMOUNT USED VISIBLE CABINETS, KARDEX, ACME 
and RAND. Variet sizes and styles. A-| ndition, very reasc 
able. Everstee! Equipment Company, 69 Spring Street, New York 12. 





WANTED—SUNDSTRAN and BURRC 


Remingtor National machines. Indicate details model, serials. 





Sibian Business Machines, 128 Lafayette Street, New York 13. 

WILL BUY AN SELL—a makes calculator adding m n 

bookkeer hines and other office machinery. Give us fu 
ticatior snd serial numbers — mode! number if possible. 

We quote highest prices. Internationa ttice pr In 

D EE 326 B 3qaway New York 7 





BUY: Late model Elliott-Fisher bookkeeping and 








k y machir Must be over 300,000 serial number & T OF 
SE MACHINE CO., 605 W. Washington St., Chicago 6. 

, , “a , a . 
KARDEX, ACME, all makes used visible filing equipment. Thousand 
ed cabinets, panels, books, always on hand. Specia 
1 prices to dealers for purchase or sale. eT juota 
C Nathan, Inc., 548 Broadway, New York 12, N. Y. 
YOURS FOR THE ASKING: Top qua Ty acder typewriter calcu 
ator heckwriters, comptometers. Right prices and service. Send 


factior tice Equipment Corp., 298 Broadway, New York 7, N.Y 





ELLIOTT-FISHER AND SUNDSTRAND MACHINES. Comptome ter 
Bu uar Frider Marchant, Monroe siculator -Electromatic 
Typewrite Adding machines and a ttice machines bought ld 
ented, rebuilt. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee 3 
WwW 





MISCELLANEOUS 





J OFFER? 


A direct t¢ Tice elling organizat with New York & N 
NV a ‘ ’ + ite On r A P b . r 
VV K JUGIITY rems oO a ex ve basis Ww ave 
‘ s 4 P | > 1 r \ ee - 
28 SSDéE Jpply requiremenrf.. Wer w c paper 
JUE a7 } acnine ana Phot py macnine nda JpPp ie 
, D 
WwW PA 3 € Box P-168 o 















539 800 in Revo-File 
sales to just 12 
customers for 


Los Angeles dealer 


CARL SAHLIN of Sahlin-Klassen and Co. tells 


why there is big money in selling Revo-File: 


“YOU CAN QUICKLY SHOW PROSPECTS HOW REVC-FILE Saves 
1 hundreds of dollars in transposition costs. Present cards can 
« be transferred direct to a new Mosler Revo-File.”’ 












re 


Fi “ 




















' ‘IT'S EASY TO DEMONSTRATE HOW ONE CARD OR HUNDREDS “EXPLAINING WHY CARDS CAN'T DROP OUT is easy. Just show 
j can be removed instantly.”” (No problem—since Mosler Revo- 3 how Revo-File’s exclusive belt méthod holds cards in file . . . 
£..» File eliminates card-punching and mechanical attachment.) * assures complete protection against card fall-out or wear.” 


A Limited Number Of Valuable 
Mosler Revo-File Dealerships Available! 


If you would like to share in the big profits being made by Mosler 
Revo-File dealers . . . WRITE, WIRE OR PHONE THE 
MOSLER SAFE COMPANY, Dept. OA-197, Hamilton, Ohio. 


¢ Only single-drum rotary file of market, sales up over 50% in 
its type that does not require 1956! 


ag ” one « ~ > - “| 
mechanical attachment of cards - Big profits on each sale without 


« Manufactured for all standard any service headaches! 

and most off-size cards! - Practically sells itself. Produces 
; : an average of 40°% reorders! 

« Available in manual and auto- 8 : 


matic electric selector models! + Wide-open market. Every firm 
with 3,000 or more cards is a 
«‘‘Hottest”’ rotary file on the prospect! 





“SALES ARE USUALLY CLINCHED WHEN you show how work 
A moves faster .. . how reference is extra-quick, filing easier . . . 
« how Revo-File saves time, space and money over old files.”’ 





Another fine 
product of 
The MOSLER 
SAFE Company 







“P.S. The best salesmen, though, are the Revo-Files them- 
7 selves. For example, 80% of the $39,800 volume came from 
reorders! Real proof, | think, that the big money in rotary card 
files is in Mosler Revo-File.”’ 









at New Orleans the highlight of the year 


for dealers of office furniture, 


accessories, and decorative products... 





OA’s annual office 





ee to help dealers who must do their 


own designing and decorating, as well as 


for staff designers, the April issue will contain 


the most comprehensive treatment of office planning, 


decorating and furnishing available to 


the industry. Special features include... > 


eee Watch for it Next Month 





the latest in office interior merchandising 





@ Case history involving the planning of 97 private 


offices by a Texas dealer — in full color 
@ Exclusive survey of new office construction in 1957 
@ Outstanding dealer model offices — in full color 
@ How to merchandise budget-priced equipment 


@ Beautiful 4-color process cover 


You'll want your entire organization to study OA’s April issue 


. ecceee ln Office Appliances 








YOU'RE IN LINE 
FOR BIGGER PROFITS 





“Togs 
And here are three big reasons why: 


EI ENNIS is your most complete source of 
business forms in the nation, producing 
every needed form from the latest Snap- 
A-Part, Register or Continuous forms to 

the full range of everyday forms. 


2 ENNIS has this vast supply on tap for 
you, ready for fast delivery when and as 
you need it. You can go after the big vol- 
ume jobs at competitive prices .. sell any 

job more profitably. 


E} ENNIS is your supplier .. not your com- 
petitor! 





Ennis Forms are attractively, 
durably packaged . . labeled clearly 
.. the best in the industry! 


Grow with the growing ENNIS line . . write today for 
catalog and complete information. 


Ennis 


TAG & SALESBOOK COMPANY 


Eastern Factory 
Chatham, Va. 





Western Factory Home Office and Factory 


Paso Robles, Colif. Ennis, Texas 


Branch Offices and Worehouses at Houston @ Dallas @ Waco e@ Birmingham 
Monroe, La. @ Los Angeles @ Denver @ St. Lovis @ Sanford, Fila. e Oklahoma City 
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Letters 


Readers are invited to express themselves briefly 
on any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES 600 W. Jackson Bivd., 
Chicago 6, Ill. 


Interior Decorating and 
Office Planning Skill Wanted 


We receive OFFICE APPLIANCES each 
month. I am interested in getting more informa- 
tion and help in interior decorating and arranging 
furniture for offices. I would like to subscribe to 
a magazine or even take a course in same if I 
could get it not too far away from my home. 
I would like to have a magazine in colors with 
different types of offices. If you can please give 
me some information on where I can get this 
help I will appreciate it very much. 

Mrs. H. R. MENDENHALL 
Office Machine & Supply Company, 
Gainesville, Georgia. 


The Office Planning section launched in the 
January issue offers a partial answer to Mrs. 
Mendenball’s search for information on interior 
decorating and arranging furniture in offices. 
Developing interest in selling the complete, 
“package office gives stimulus to our efforts in 
providing useful material in the monthly Plan- 


ning sections, 


Article on Leasing Hits Mark 


I read with considerable interest the article 
on Leasing in your current issue written by Mr. 
Charles W. Hoover. I would like very much to 
acquire further information on this subject. 

We are investigating the practicality of in- 
augurating a lease plan in our local area and 
would appreciate receiving copies of any existing 
agreements now in use. Your efforts in our behalf 
will be sincerely appreciated. 

D. D. CABLE 
Cable Office Equipment Corp., 
Harrisonburg, Virginia. 


The letter from Mr. Cable is one of several 
asking Mr. Hoover for additional information. 
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TAKE A LOOK AT 





ONGHORN 


CARBONS and RIBBONS 


They give the look your customers 
want..sharp, clean, crisp. They 
give the kind of performance that 
brings repeat sales. 





WATCH PROFITS LOOK UP 


When you stock the complete line of 
sales-leading AMCO carbons and 
ribbons for the 
office. Write to- f Pet 
day for illus- /— ; 

trated AMCO 
Catalog. 






AMERICAN CARBON PAPER MFG. CO. 


Western Factory Home Office and Factory Eastern Factory 
Paso Robles, Calif. Ennis, Texas Chatham, Va. 


Branch Offices ond Warehouses at Houston, Dallas, Waco, Birmingham, Monroe, Le., 
Los Angeles, Denver, St. Lowis, Sanford, Flo., Oklahoma City. 
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Here and There 








Henry Levy Honored 
For Humanitarianism 

The 1956 annual award of the 
Alexander & Sarah Burger Founda- 
tion, made at a Foreman’s Institute 
meeting of Art Steel Company, Inc., 
went to Henry Levy of Silver Station- 
ery Company, New York City 

A ag was presented to Mr. 
Levy by Irving Levy of Art Steel in 
recognition of the stationer’s unself- 
ish help on charitable functions. He 





For Service to Fellow Men... Irving 
Levy (left) of Art Steel Co., Inc., pre 
sents plaque to Henry Levy of Silver 
Staty. Co., New York City. 


has consistently served as the station 
ery industry chairman for such causes 
as the National Foundation for In- 
fantile Paralysis, The Greater New 
York Fund, Jewish Charities and 
Youth Center Charities of the Rotary 
Club. 

He has served on charity commit 
tees helping underprivileged children 
and one of the pupils of a school so 
aided was Floyd Patterson, new heavy 
weight boxing champion. He is new 
chairman of the office furniture and 
equipment division for the polio fund 

In making the presentation to his 
life-long friend sharing the 
name, Irving Levy called Henry Levy 
“a man of modesty. with a deep 
understanding of the needs of his 
fellow men.” The plaque read 


same 


Henry Levy 
Humanitarian—Friend 
This Certificate of Appreciation as 
a most outstanding citizen in the 
Borough of New York is awarded for 


Industrialist 
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his effective work in furthering the 
aims of the Foundation.- 
In Service to the Ideal 
of Brotherhood of All Men 
And for the outstanding example 

he has set to all men of good will 

- throughout the City of New 
York. 


C. M. Stanley Writes 
Book on Foreign Policy 

C. M. Stanley, 
president and 
general manager 
of the Home-O- 
Nize Co., manu- 
facturer of the 
H-O-N line of 
office equipment, 
has recently had 
C. M. Stanley his book, “A 
Business Man Looks at Foreign Pol- 
icy’ published by the Macmillan Co 

Mr. Stanley is a keen student of 
foreign affairs and for the past two 
years served as national president of 
United World Federalists. At the 
present time he is chairman of the 
executive council of that organization. 





Brunners Cross Country 
Visiting Dealers 

Following a three and one-half 
month’s motor tour of the United 
States, visiting the dealers who handle 
their products, Mr. and Mrs. S. W. 
Angler's Com- 
their plant in 


Brunner, owners of 
pany, are back at 
Flushing, New York. 


The trip took them to the west 


coast, down through the South- 
west, to Florida, and back up the 
eastern seaboard. In the 11,438 


mile drive they covered about three 

Buffalo, Detroit, 
Francisco, Los An- 
geles, San Antonio, Dallas, Fort 
Worth, Houston, St. Kansas 
City, Omaha, Denver, New Orleans, 
St. Petersburg, Miami, Jacksonville, 
Atlantic City, Baltimore and Wash- 
ington, among others. 

The Brunners feel that 


dozen cities 


Chicago, San 


Louis, 


their 
many conversations with their deal- 
ers, jobbers and distributors were 
invaluable in adding to their knowl- 
edge of retail markets, local pro- 


motions, and economic conditions. 


... with our industry people 


Surprise Dinner Fetes 
Mrs. Sophie Sweet 

Mrs. Sophie 
Sweet, the only 
woman inan 
otherwise all 
male selling 
force, was hon- 
ored recently by 
the Columbia 
Ribbon & Carbon 
Mfg. Co. on her 
35th anniversary 
as a Columbia representative. 

Mrs. Sweet joined the Minneapolis 
branch on December 12, 1921 and 
has uninterruptedly sold Columbia 
products in the same territory since 
that date. 

Through the years, the name 
“Sophie Sweet” has become synony- 
mous with carbon and ribbon activities 
in the Twin Cities. 

She was surprised by her associates 
and many of her customers at a dinner 
in the Park Plaza hotel in Minne- 
apolis. Letters and telegrams from all 
over the country poured in to con- 
gratulate her. 





Sophie Sweet 


E. |. Weiseth Named 
‘‘Outstanding Boss’’ 

E. I. Weiseth, president of Metal- 
craft, Inc., Mason City, Iowa, was 
recently honored with the title ‘“Out- 
standing Boss of 1956’' by the Mason 
City Junior Chamber of Commerce. 

He received his award at the or- 
ganization’s annual “Boss” night. The 
choice each year is based on ability to 
run one’s own business well and, ac- 
tive participation in the civic organi- 
zations and events which help make 
the community a better place in which 
to live. 


Ivan Allen Heads 
Georgia Tech Foundation 
Ivan Allen, Jr., who just relin- 
quished the presidency of the 
NSOEA, is once again at the helm. 
This time Mr. Allen is serving as 
president of the Georgia Tech Foun- 
dation for 1957. This organization is 
dedicated to the financial support of 
education in Georgia. 
Mr. Allen, an alumnus of Tech, 
class of 1933, is past president of the 
Tech National Alumni Association. 
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MR. DEALER... 





Serena 
le ya 
. Me 
hie 
ily 
an 
il ARE PRE-SELLIN 
1g 
n- 
by 
r1a 
- YOUR BEST 
ler 
iry 
lis 
CUSTOMER! 
1a s 
ICC 
He They're advertising their office products to 
A the secretary...in TODAY'S SECRETARY Magazine 
The alert firms listed below know the importance of selling Through advertising in Today’s Secretary, these companies 
“ the secretary. They know what a mighty influence she has are bringing business into your store .. . by creating demand 
mm in selecting the office products that they make and you sell. for their products among your secretarial customers .. . by 
ll That’s why they’re steady advertisers in her own magazine implanting brand preferences that build repeat sales for 
™“ ... Today’s Secretary. you ... by making a strong impression on these young 
: ; women who influence the choice of many kinds of office 
These top manufacturers of office supplies and equipment supplies and equipment, large and small, for their busi- 
spend thousands of dollars every year to advertise month- aces Gras. 
in-and-month-out in Today’s Secretary . . . because it’s the 
only magazine reaching a nation-wide all secretarial audi- Want to cash in big, Mr. Dealer, on this big pre-selling job? 
ence. With a paid circulation of over 135,000 secretaries Then be sure to stock, promote and display these outstand- 
| on the job and in training, Today’s Secretary provides a ing products, all advertised to America’s secretaries in 
ie unique opportunity to pre-sell America’s secretaries. Today’s Secretary: 
t- 1956 ADVERTISERS IN TODAY'S SECRETARY NEW 1957 ADVERTISERS 
- Acco Products, Inc.* Curtis-Young Corp Globe-Wernicke Co.* Remington Rand Inc.* C. L. Barkley & Co. 
G. J. Aigner Co.* Dennison Mfg. Co.* George B. Graff Co.* Rite-Line Corp.* Eastman Kodak Co. 
American Writing Paper Corp.* A. B. Dick Co.* Milo Harding Co. Weldon Roberts Rubber Co.* Ever Ready Calendar 
ai Armor-Flex Co.* Dictaphone Corp Heyer Corporation* Rochester Ribbon & Manufacturing Co. 
1e Arrow Fastener Co., Inc Joseph Dixon Crucible Co.* C. Howard Hunt Pen Co.* Carbon Co., Inc.* Lee Products Co. 


Avery Adhesive Label Corp.* The Eraser Co., Inc.* international Business Royal Typewriter Co., Div. Master Addresser Co. 


Bankers Box Co.* 
Fred Baumgarten” 
Blaisdell Pencil Co.* 
Brownville Paper Co.* 
Brushmakers, Inc.* 
Carter’s Ink Co 
Clarotype Co., inc.* 
Codo Mfg. Corp.* 





Esterbrook Pen Co.* 
Evans Specialty Co., Inc 
A. W. Faber-Castell 
Pencil Co., Inc.* 

Eberhard Faber Pencil Co 
Felt & Tarrant Mfg. Co.* 
Franklin Table Co.* 
General Pencil Co.* 


e aire 


ady 


J 


Machines Corporation* 
Kee Lox Mfg. Co.* 
Labelon Tape Co.* 
Litho-Art Products, Inc.* 
Manifold Supplies Co.* 

G. & C. Merriam Co.* 
National Blank Book Co.* 
National Litho Forms Co. 


enewed for 1957 


of Royal-McBee Corp.* 
Sengbusch Self-Closing 
Inkstand Co. 
Smead Mfg. Co., Inc.* 
Smith-Corona, Inc.* 
Speedry Products, Inc. 
Underwood Corp.* 
F. S. Webster Co.* 





LOOKING FOR NEW IDEAS? 


Bert M. Morris Co. 
Olivetti Corp. 

G. H. Packwood Mfg. Co. 
Print-O-Matic Co., Inc. 
Saxon Paper Corp. 

W. A. Sheaffer Pen Co. 
Thompson-Winchester Co. 
Venus Pencil Co. 





TODAY'S | TODAY'S SECRETARY Magazine ! 

s | 330 West 42nd St., New York 36, N. Y. I 
e c. F- ( —_ ae I ARY Please send me, at no cost or obligation: 
| [-] a copy of Today's Secretary Magazine i 

5 Magazine | (] suggestions for window display | 
\- | | 
* 330 West 42nd St., New York 36, N. Y. BPI nesictenesvsarsicrevecenneeqpolbainpoisiaiatapaimiiaae | 
f LOngacre 4-3000 ERT CS Mn 
A GREGG-McGRAW-HILL PUBLICATION | Street 

. i City Zone State 
, Cece OT om —_— 
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OA Editorials 


Advertising Doesn’t 


Add to Goods’ Cost 


Office Machines Industry 
Needs More Trained Men 


16 


A misnomer about advertising is that it adds appreciably to 
the costs of goods at the consumer level. In contradiction, Elon 
G. Barton of the Advertising Federation of America points out 
that because prosperity depends on mass production of goods 
advertising may even reduce the ultimate sales prices. 

Products today must be sold for mass consumption or use 

or production will have to be curtailed. In our country of 

magnificent distances and large population, advertising is a neces- 
sary sales and distribution tool. It informs people quickly about 
goods and the brand names of products and helps them to buy 
efficiently. To sell the same volume of goods with personal sales- 
men alone and no advertising would greatly increase the selling 
expense. This would add to the ultimate cost to the consumer. 

In most cases advertising, therefore, doesn’t add to the cost 
of the goods. Obviously all marketing expense (including ad- 
vertising) must be included in the sales price. But to sell without 
advertising almost always costs more than to sell with the aid of 
advertising. Moreover, advertising, by increasing the sales of the 
product, often enables the manufacturer to lower the unit cost of 
production and thus to sell the articles more cheaply. 

In the long run, advertising usually helps to lower the sales 


price. 


Orr E machine dealers of New York City recently listened 
with interest to Algernon P. Henry, Board of Education super- 
visor at the Manhattan Trades Center. He suggested that persons 
desirous of making their career in the office machines industry 
can secure adequate training at the Trades Center. 

Mr. Henry stated that the technological advances in the in- 
dustry and the increasing complexity of the equipment which is 
currently being used makes it imperative that serious considera- 
tion be given by the office machine dealers to the future train- 
ing of technicians and mechanics. 

Established in 1942 at a time when the U.S. Armed Forces 
were in urgent need of technical personnel, the Manhattan Trades 
Center can serve the dealers who admit to a crying need for 
trained mechanics. 

The office machines industry needs such schools. It also 
needs to give greater publicity to the opportunities for employ- 
ment and advancement which exist. 
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DESIGNED FOR BEAUTY 
é : ENGINEERED FOR COMFORT 
PRICED TO SELL 








No. 6810 Chair 


Hat. of back above seat, 
17 1/2”. Sitting depth of 
H seat, 19 1/2”. Width of No. 6815 Club Chair 
seat at front, 21 1/2”. Hot. of back above seat, 
ce 18°’. Sitting depth of seat, 
. 19’’. Width of seat at front, 
¢ Solid Walnut 21 1/3”. Overall width, 









e leather or Elastic If Price is a Factor, Here is a New 26 1/2". 
Club Chair that Meets Every 
Naugahyde Upholstery Requirement for Modern Design, 
¢ No-Mar Padded Arms Comfort and Durability. 
weer ths Brass Leg Sleeves on 
17 1/2". Sitting depth of Arm and Club Chairs 


seat at front, 21 1 


“in \N00 Series 


as 


e Round Tapered Posts 

e Steam Bent Back Posts 

¢ Foam Rubber Upholistering 
e Rubber Cushion Guides 


No. 1017 Side Chair 
Overall hgt., 32 1/2”. 
Seat width, 17” 
Seat depth, 17°’ 
Back above seat, 16’’. 





A New, General Utility Series for 
General and Private Offices, as 


No. 1005 Side Chair 


well as Reception Rooms, Audi- Overall hot., 32 1/2”. 
, Seat dth, 17” 
toriums, Schools and Clubs. Seat depth, 17”. 






No. 1029 Side Chair 


Overall! hgt., 32 1/2”. 
Seat width, 17°’ 
Seat depth, 17” 
Back above seat, 16°’. 


OUR 53rd YEAR Visit our Booths 229, 230, 231, 232 at the 
NOFA Convention in New Orleans March 28-31 


_ BOLING CHAIR COMPANY 


siler city, north carolina 


Back above seat, 16’ 
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State of the Industry 





@ New Role of Sound. The Wall Street Journal re- 
ports that a large eastern pencil-maker soon will use 
ultrasonic sound waves—so high that the human 
ear can’t hear them—to impregnate graphite rods 
with wax. The wax will completely penetrate the 
rods in 30 minutes; it now takes three hours to do 
the job using traditional soaking methods 

Thus industry turns to silent sound, once looked 
upon as a laboratory toy, to speed up manufacturing 
processes. 


@ Office Machines’ Biggest Year? It’s a rosy picture 
for the office machine industry which forecasters see 
after $1.7 billion in 1955 and a jump to 
nearly $2 billion in 1957 

Now, the forecast for 1957 
mately 20%, which would push the sales figure up 
‘o $2.4 billion. 


sales If) 


is a climb of approxi- 


@ Italy Looks to U.S. Industry. In one of Europe’s 
most stubbornly depressed areas, there are faint stir- 
rings of progress, reports Fortune Magazine, and at 
least one U.S. corporation is doing some of the 
stirring. The area is the Mezzogiorno, or Southern 
Italy, containing over 35% of Italy's population but 
only 15% of its active working force. The govern- 
ment has set up a $2-billion development fund, and 
has also held out a number of incentives to industry. 
Companies that expand in Mezzogiorno receive a 
10-year exemption from corporate income 
tax, are freed from a 3% sales tax, and get the bene- 
fit of the government's pledge to make one-fifth of 
all its industrial purchases in Southern Italy. 

The first U.S. company to take advantage of these 
incentives was Remington Rand International, which 
two years ago completed a $4-million typewriter 
plant on the dismal, poverty-ridden outskirts of 
Naples. Employing some 650 Neapolitan workers, 
the plant is now turning out 20,000 typewriters a 
year, and in 1957 aims to double that figure. In the 
face of communist propaganda about ‘American 
imperialism,” the venture has had a popular recep- 
tion and the company’s policy of providing good 
working conditions, free medical care, and relatively 
high wages has paid off. 
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@ Extras are Expesnive Fringe benefits cost indus- 
try an average of $819 for each worker in 1955, 
reports the Office Executive. A breakdown of this 
annual cost includes: 
Pensions and insurance $254 
Vacations and holidays 254 
Legally required programs (Social 
security, Workmen's compensation ) 
Rest periods ; 89 
Miscellaneous benefits 
$819 


@ Reports on European Situation, Larry B Taylor, 
vice-president and general sales manager of Friden 
Calculating Machine Co., returning from a recent 


European trip, told of the vast volume of machines 
made abroad and sold in the United States. 

“One manufacturer informed me that he sold 50,000 
typewriters last year in our country. We went through 
an adding machine manufacturing plant in Germany 
which had been in operation only four or five years. 
It now sells 30,000 machines a year,’ reports Mr. 
Taylor. 

Taking notice of the number of American govern- 
mental agencies in Europe busy doling out American 
goods and money, the Friden executive Taylor com- 
ments: 

“It was apparent to me that the day must come when 
our government must stop handing out the wealth of 
private individuals to the entire world only to build 
up hatred and ridicule.” 


The Salt Lick 


MONTHLY MUSINGS ON SALESMEN & THEIR PROBLEMS 


by L. R. Addington 
Vice President 

Stock Sales 

Art Metal 
Construction Co. 





@ Business firms are constantly seeking to be the one 
place which prospects think of when they have need for 
certain services or products. 

Many things can be done to set a firm apart from its 
other competitors in the mind of its prospects. 

It may have excellent advertising, excellent and prompt 
service, deliver quality products, and give immediate atten- 
tion to complaints. But the most important factor in cus- 
tomer relations is the quality of its salesmen. 

Most often the outstanding impression which is left in 
a customer's mind is whether a salesman: 

1. Makes every call with a definite purpose 

2. Is proud of his company. 

3. Encourages his customer to visit his store or show 
room. 

4. Shows his customer products effectively when the 

customer calls at his show room. 

5. Has his displays in good order for demonstration. 

The best impression which a salesman and his company 
can make is to always have the show room in perfect condi- 
tion and appearance as if the customer were expected. 

When we disappoint a customer or fail to impress a cus- 
tomer when he calls on us, we often find that he comes 
only once. No matter how often we visit him later, we will 
usually be disappointed in the lack of interest which he 
has in us. 

Both the salesman and the salesman’s company must be 
superior if the customer is to remember them other than 


by their names 
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Always sends you home relaxed... 


COMFORT MASTER DELUXE 
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This aluminum executive chair with five-way comfort control does the trick 


Sure, it’s been one of those days... a 
lot of tension and long hours at your 
desk. But, when it’s over and you're 
feeling almost as fresh as you did in 
the morning, you'll be glad you spent 
that day in a Comfort Master Deluxe. 


With five separate adjustments, it can 
be tailored to fit you as comfortably as 
your favorite suit. It follows your every 
movement, giving you the kind of sup- 
port that completely eliminates muscu- 
lar strain and fatigue. 


And your Comfort Master Deluxe is 
mighty handsome, too. The many com- 
binations of anodized finishes and 
warm, harmonious upholstery materials, 
either plastic or cord, give your chair 
that custom look. Cushioning is foam 
rubber, cool in the summer, comfortable 
the year ‘round. 


Unlike ordinary aluminum chairs, this 
one is heat treated after the frame is 
completely fabricated for extra hard- 
ness, extra strength throughout. This 


MODE-MAKER, GENERALAIRE, 1600 LINE DESKS © GOODFORM ALUMINUM CHAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT @ GF ADJUSTABLE STEEL SHELVING 


GF meta! business furniture is a GOOD investment 
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means a lifetime of beauty and service. 


Try relaxing with a Comfort Master 
Deluxe in your office—for a day or a 
week! Just phone your iocal GF dealer 
or branch, or write The General Fire- 
proofing Co., Dept. X -64, Youngstown 
1, Ohio for an illustrated brochure. 
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Beckons to NOFA 


by CLARENCE O. SCHLAVER 


managing editor 


es Orleans, the storied city that is a banquet 
for the eye and for the memory, beckons to 

the National Office Furniture Association 
March 27-31. 

Convening in the city where history has been ten- 
derly preserved, NOFA members will make the Jung 
Hotel their session headquarters and will view a rec- 
ord-breaking exhibit at the Municipal Auditorium 

Theme of this 11th annual NOFA convention is 
“Stanley Steamer vs. Jet Propulsion” and the serious 


business of the convention will center on explora- 
tion of ways to sell obsolescence in the office furni- 
ture field. 


There will be an opportunity to shop and 


view office furniture’ s newest designs Likewise, the 
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trip to New Orleans by the nation’s office furniture 
dealers is almost magnetic in appeal because a four or 
five-day stay will expose visitors to a city where: 
The high cuisine of France and the Creoles is 
honored in full ritual at world-famed restaurants. 

—Jazz was born on Basin Street and the men who 
were there at the time still play it in Quarter cafes. 

-New Orleans life is like New Orleans coffee; 
a richer brew, with something different in it. 

-Antebellum plantations, preserved in grandeur, 
show the age of crinoline. 

NOFA conventioners will find much of interest 
in New Orleans, especially in what is known today 
as the French Quarter, or Vieux Carre. 

This French Quarter, the outstanding New Or- 
leans attraction from the visitor's point of view, is 
very much the same now in appearance as it was to- 
wards the close of the French and Spanish domina- 
tions in the late 18th century and is, in fact, a veri- 
table treasury of historic lore—romantic and _pictur- 
esque 


Jackson Square 1s another site of tourist satisfac- 
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March 27-31 


tion. The Cathedral there was constructed in 1788 
with funds supplied by Don Almonester Y Roxes, 
a wealthy Spanish grandee. In spite of its alterations 


and repairs during the past years it is still the same 
St. Louis Cathedral in which the Creoles were wont 
to worship in the early days of the city. 

The Garden District of New Orleans, certain to 
draw NOFA visitors, too, is a region of beautiful 
mansions half-hidden in a profusion of great live 
oaks, sweet-smelling magnolias and many other va- 
rieties of trees and boasting large gardens which are 
in some cases a block in area. 

In the course of its long life New Orleans has had 
an unusually colorful history. Romance and adven- 
ture have stalked every page of its history and have 
left their imprints on the modern city. No other city 
perhaps has so carefully saved its evidences of a his- 
toric past and is so eager to intrigue tourists such as 
those who will arrive during the NOFA convention 
to be educated in the office furniture industry's prog- 
ress while being entertained by New Orleans. 

Focal point of the convention will be the Jung 
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ST. LOUIS CATHEDRAL .. . is seen through 
iron balcony at Chartres St. 





Hotel. Center of the exhibit interest will be the Mu- 
nicipal Auditorium. 

NOFA dealers, manufacturers and salesmen will 
find this year’s exhibit the finest in the association's 
history according to John R. Gray, executive director. 

At the Auditorium will be seen, for example, four 
model offices designed and installed by NOFA chap- 
ters. Two in wood are being designed by the Boston 
and Los Angeles chapters; two in steel by the Detroit 
and New Orleans chapters. 

The Upholstery Leather Group will show a $40,- 
000 exhibit of smart pieces in leather upholstery with 
emphasis on the new colors and designs. 

The Correct Seating Institute will be operating the 
“Seat-O-Meter”, a guage to measure the human con- 
tour of a seated person. It will indicate the best type 
of chair for working, relaxing and resting. 

A landscape architect has been hired to turn the 
exhibit area into an exotic setting of tropical beauty, 
with banks of azaleas, banana trees, plantings and 
lovely fountains. 

Among highlights of the convention sessions at 


NEW ORLEANS... continued 





Famed Jung Hotel Facilities Provide 


NOFA Program 


WEDNESDAY, MARCH 27 
12:15 P.M. NOFA Officers’ Conference Ho 
tel Jung. 
8:00 P.M. Exhibits open for New Orleans bene- 
fit showing. 
THURSDAY, MARCH 28 
Hotel Jung — 
9:00 A.M. Registration Mezzanine. 
10:00 A.M. NOFA Business Meeting Tulane 
Room. 
11:15 A.M. Opening Luncheon — Tulane and 
Green Rooms. 
Municipal Auditorium 
1:15 P.M. Exhibits open. 
7:00 P.M. Exhibits close. 
Hotel Jung 
8:30 P.M. — “A FABULOUS NIGHT IN OLD 
NEW ORLEANS 
An imaginary trip to all points of interest in New 
Orleans. 
FRIDAY, MARCH 29 
Hotel Jung — 
8:00 A.M. Workshop Breakfasts 
— Dealers Charcoal Room off 
Lobby. 
— Manufacturers 
2nd Floor. 
Representatives Green Room 
Mezzanine 
11:45 A.M. Luncheon 
Reports of Workshop Groups 
Municipal Auditorium 
1:30 P.M. Exhibits open 
7:30 P.M. Exhibits close 
SATURDAY, MARCH 30 
Hotel Jung — 
9:00 A.M. Management Clinic 
— Sales Training 
Freight Savings Program 
Operational Costs 
Store Modernization 
Municipal Auditorium 
12:00 Noon Exhibits open 
7:00 P.M. Exhibits close 
SUNDAY, MARCH 31 
Municipal Auditorium - 
12:30 P.M. Exhibits open 
6:00 P.M. Exhibits close 


MAP rooms - 


Tulane Room 


Tulane Room. 
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NOFA Convention Site 
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A SECTION .. . of the newly re-decorated and enlarged 


coffee shop on the Jung lobby floor. 


the Jung Hotel on Canal St., near the Vieux Carre, 
will be a major address by Tom Ryan, market re- 
search director of Time, Inc., on the subject, “The 
Market Potentials of the Office Furniture Field.” 

Another important feature will be a showing of 
the Dartnell Corporation's new 16mm film, ‘The 
Power of Enthusiasm in Selling 

Spearheading convention plans are NOFA’s presi- 
dent, John E. Mossman, Desks Inc., New York City; 
General Chairman C. G. Wilcox, Jr., of the office 
furniture division of Modern Stationery Company, 
Baltimore; and Co-Chairman A. W. Herrmann, own- 
er of Office Equipment, Inc., New Orleans. 

The city of New Orleans will honor the NOFA 
convention by declaring March 24 through March 
31 “National Office Furniture Week.” Placards will 
bespeak the Louisiana city’s traditional friendliness. 

Registration for the convention opens at 9 A.M. 
on Wednesday, March 27, at the Hotel Jung. The 
annual business meeting will be held at 10 A.M. on 
Thursday, March 28, followed by the opening lunch- 
eon at 11:15 A.M. 

On Friday, March 29, three workshop breakfasts 


will emphasize the need for obsolescence in the in- 
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MEZZANINE LOUNGE . . 


dustry, with sessions for dealers, manufacturers and 
representatives, followed by a general workshop lunch 
eon for exchange of ideas. 

On Saturday, March 30, a management clinic panel 


will discuss sales training, freight savings, operational 
costs, store modernization and office furniture plan- 
ning and layouts. 

Sunday, March 31, will see the final day of ex- 
hibits at the Municipal Auditorium with leading bus- 
iness executives and industrialists from all over the 
nation invited as guests of NOFA. 

There will be plenty of fun and relaxation, too, 
starting with the NOFA golf tournament on opening 
day, Wednesday, March 27, at which time H. Parker 
ind J. O. LeBlanc will be hosts. 

On Thursday, March 28, “A Fabulous Night in 
Old New Orleans” is designed to get everyone feel- 
ing the New Orleans’ atmosphere quickly. The guests 
will be taken on an imaginary tour of the French 
quarter, giving them portions of the entertainment 
to be found in many of the famed night clubs there. 


Acting as Master of Ceremonies will be Kelly Rand, 
singing light opera and popular selections, Featured 
will be 

Don and Jo Ann, the singing sweethearts, sing- 
ing in the style of Nelson Eddy and Jeanette Mac- 
Donald 


Pearce the Magician in mystifying acts. 
Phil D’Rey, the ventriloquist. 
Pork Chops” and “Kidney Stew” comedy team 
lancet 
Sherbin Twins, singing and entertaining with 
lions and guitars. 


. of the Jung Hotel, a place for informal gatherings 
in attractive surroundings and near cocktail bar. 


> 
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NOFA Convention Reporter Brings 
Late and Important Daily News 


As a special service to the office furniture industry, 
OFFICE APPLIANCES will issue the OA Convention 
Reporter three mornings during the NOFA convention 
in New Orleans. 

Distributed at the convention hotels, this special 
service in newsy format will provide the late and im- 
portant news for those in attendance. 

Election of new officers . . . reports on meetings . . . 
personal notes about those in attendance . informa- 
tion on where to go, where to dine, where to have fun 
in New Orleans — all of this will be a part of the OA 
Convention Reporter coverage. 


Professor Backwards (Jimmy Edmondson who 
has appeared on Ed Sullivan's show) in reverse talk 
and comedy routine. 

—Diinna Kay, interpreting exotic dances in the 
Oriental manner. 

All of this, together with banquet dinner, is in- 
cluded in the complete convention package available 
to NOFA members for $20.00 and to their wives 
for $16.50. The ladies’ program includes two lunch- 
eons, the banquet, a bus tour and a boat ride. In ad- 
dition, members purchasing the convention “pack- 
age” are covered by insurance from the time they 
leave their homes until they return. 









Must Know Product 
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There’s No Mystery 
Selling of Visible 


What the Dealers Tell OFFICE APPLIANCES .. . 


> 


“Our formula for selling visible records is to promote the sale of 
some items the salesmen have a tendency either to overlook, or 
to shy away from. We have found this plan well worth the extra 
money paid the salesmen.” 


“The secret is to have one or more salesmen who are system- 
minded and who love to solve problems by designing forms and 


procedures.” 


“The more the salesman knows about his customers’ businesses 
and problems, the better service he can give.” 


“If the salesman is a good one he can instruct the customers’ em- 
ployees in proper use of visible records.” 


“The best sales ammunition is permission to discuss the problems 
of the person doing the actual work with records.” 


> “Nobody ‘buys’ visible record systems—they must be sold.” 
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About Successful 


Systems, Say Dealers _ 


Comments received in OA survey reveal first 


essential is proper understanding of customers’ 


special problems; salesmen need incentive pay 


fi O determine what are the basic require- 
ments for operation of a successful visible rec- 
ords department, OFFICE APPLIANCES went 
direct to the man who should know the an- 
swers—the dealer. 

Responses to the survey indicate that there’s 
no mystery about making money with visible 
if the dealer's salesmen understand the appli- 
cations of the product they are selling. 

And secondly, these same salesmen can—and 
will—make it a profitable business if they are 
given a pay incentive. 

Dealers who were listed by visible records 
manufacturers as having done an outstanding 
job were asked certain questions, including 
these: 

|. What are the basic requirements for a 
dealer to operate a successful visible records 
lepartment ? 

2. Explain knowledge of system needed 
when it is offered for sale. 

3. How much inventory should be carried? 

i. Why is personal selling important? What 
special training is needed? 

Is it a good idea to have a systems expert 
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on your staff to assist the customer to get the 
visible record facilities he has purchased into 
operation ? 

6. How do you uncover prospects? 

From such questions came revealing answers 
by dealers who really “let down their hair” in 
telling OFFICE APPLIANCES the basis of 
their success. 

One firm responding to the OFFICE APPLI- 
ANCES survey does a tremendous volume in 
visible lines and without employing salesmen 
to specialize in that particular system. These 
salesmen are trained to sell all of the customers’ 
requirements from desks and safes down to 
pencils. 

The stationers’ salesmen learn about the 
visible products through sales meetings and 
through the help of factory men representing 
nationally-known visible lines. 

Using six different types of visible, the men 
are trained to sell the one that will give the best 
results for the customer in meeting his particu- 
lar problem. 


The volume approached $25,000 last year, an 
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VISIBLE SYSTEMS % 


... continued 


"Merely knowing a product won't sell that 
can make a definite effort to promote 
product. This applies to visible records, 


items in our business. It therefore becomes 


amount which is swelled because of the continuing 
service to special installations 

This successful firm uses a bulletin board on which 
are posted the names of representatives of major lines 
of visible. When an advance notice of calls at the store 
are received from any of the manufacturers’ salesmen 
this is posted on the bulletin board. The stationers’ men 
having particular problems on which help is needed 
make up a schedule to keep the factory representative 
busy when he is in the territory. “This has worked 
beautifully,” says OA’s informant. 

Because of continued service to accounts, the stationer 
always conveys the impression that he can and he does 
help on any office problem 


What Dealers Say 
OY M. Burtt of Lowman & Hanford Company, 
Seattle, Wash., asserts that the basic requirement 
for a dealer to operate a successful visible records 
department is to “have one or more salesmen who are 
system minded and love to solve problems by de- 
signing forms and procedures.” The more the sales- 
man knows about his customers’ businesses and their 
problems the better service he can give, concludes 
the Seattle dealer. 
“Basic systems for visible,” says Mr 
ntory, personnel and ledg- 


Burtt, “‘are 
sales records, perpetual inv« 
er. Others will crop up t 
of the salesman 

Needed 


in three words: 


challenge the ingenuity 


promotion ts spelled out by Mr. Burtt 


“‘Canvass—canvass—canvass ! 
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The Seattle man insists that 
they must be sold.” If any special 


“nobody buys visible 
records systems 
training in their merchandising is needed, he states, 
it is thorough schooling in the product’s use, plus in- 
quisitiveness and ingenuity. 


Solve Problem for State Office 
To demonstrate, Lowman & Hanford solved a 
problem for the Washington State Game department 
which keeps records of game and fish propagated 
on state farms and liberated in streams and on farms 
Records are accumulated from reports and these 
were being posted to 14 x 17-inch specially-printed 
sheets in post binders. When opened on the desks, 
the binders were unwieldy 15 x 36-inch size 
A Lowman & Hanford salesman gained permission 
to discuss the problem with the person doing the 
actual work—the best type of sales ammunition. Rudi- 
mentary forms were designed and the employee was 
asked to suggest improvements in their design. With- 
out realizing it, that state aid was selling himself on the 
need, and/or advantages of the proposed new system. 
This sales approach worked. Game and fish rec- 
ords are now kept on 8 x 5 cards without sacrificing 
posting space. A visible system was sold because it 
‘sold itself’ when properly introduced 
It is through selling like this that the mystery is 
taken out of selling visible record systems 
OFFIC APPLI 
ANCES, the only mystery concerns why more firms 


In fact, as one stationer told 


don’t dig for the profit that comes in selling visible.” 
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product, unless a salesman 
the sale of that 
as well as many other 


a problem of salesman motivation.” 





Robert A. Riehl, Vice-president 
Columbus Blank Book Co., 
Columbus, Ohio 


tion,’ says Robert A. Riehl, vice-president of 
the Columbus Blank Book Co., Columbus, 
Ohio. He relates how several years ago his firm was 
confronted with the problem of how to increase sales 
in visible record systems. “We asked ourselves the 
question, ‘How can we make our salesmen do a better 


“T T IS primarily a matter of salesman motiva- 


selling job?’ 


The answer is very simple,” continues Mr. Riehl, 
Money will make it worth their while. We realized 
that when a man sells a visible record system, the 
highest priced binders, and a few other comparable 
items, he usually at least doubles, and in many cases 
quadruples the size of the order he ordinarily would 
have sold 

So, we placed a few of the ‘hard to sell’ items on 
an extra bonus (commission) list. In other words, 
the man gets more money to sell these items, and our 
company benefits by larger orders and more gross 
pront 


System Proves Successful 

Results speak for themselves, points out the Co- 
lumbus Blank Book Co. official. He says: 

“By this system we not only motivate the sales- 
men and increase the size of the orders; but also, 
keep our store salesmen on their toes. Every customer 
is a prospect for a ‘bonus’ order, so they don’t lay 
back and hope someone else waits on him! We also 
use this bonus system to move meschandise which 
has not been turned over in a reasonable time—not 
putting it on sale at a reduced price—but selling it at 
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the regular price, and allowing the salesmen to earn 
extra money for disposing of it.” 


ISCUSSING the training of salesmen in visi- 
Dp ble records system selling, Ron E. Weger of 
Weger Business Systems, Inc., Lansing, Mich., 
asserts that certain standard visible applications can be 
sold when the salesmen learn their application to such 
records as used by hospitals and in inventory-keep- 
ing. Basic to such knowledge, he points out, are 
these factors: 

Salesmen must know the volume of references. 
—Salesmen must know volume of postings. 
—Salesmen must know the speed necessary for 

reference and also the convenience factor of the rec- 
ords. 

The salesmen’s background preferably should in- 
clude some accounting and office training, says Mr. 
Weger, because “the client usually is not familiar 
with many time savings and advantages of visible.” 

Pointing to a specific problem which his salesmen 
solved, Mr. Weger refers to the “Gray Lady” at a 
reception desk of a local hospital. This hospital aid 
had to match up patient listings with passes for 
admittance to the rooms. The alert salesman recog- 
nized the value of applying a visible records system 
to the Gray Lady’s desk. The result was a saving of 
time and the aid was charmed by the convenience 
it afforded. 

The actual sale was the result of completely ana- 
lyzing all records of the hospital to their final desti- 
nation. 
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Get Your Share 


of Business Forms Business 





v9 


by W.N. RYAN, president 


American Register Company, 
Boston, Mass. 


OMPETENT and educated salesmen are vital to 

the dealer's new role in business forms selling. 

The business forms industry has grown up— 

businessmen today recognize business forms and systems 

as an integral part of operations. Methods and pro- 

cedures men now occupy positions of authority in 
the business world. 

Yes, the industry has come a long way from its 
inception before the turn of the century. It has 
progressed from the use of loose forms, padded 
forms and plain rolls of paper held in a box. It has 
moved through the stages of printed rolls, mani- 
fold forms, continuous forms in rolls and then to 
flat packs, forms with one-time carbon—both con- 
tinuous and unit and precision-punched and 
printed tabulating forms for high-speed equipment 
in this age of automation 

Much of the early growth of the industry was al- 
most exclusively the result of manufacturers having 
a direct sales force—hired, trained and developed by 
these manufacturers. Thus, the manufacturers of 
forms and of machine equipment have had a tre- 


sets 


mendous part in the growth of the industry 


Direct Salesmen Entered Business 
While there had been some marketing of the prod- 
uct through jobbers, it was not until some of the 
highly successful direct salesmen in the industry de 
cided they wanted to be i: themselves 
that dealers became a factor 
Because they were well-trained 
business, and had substantial contacts in the business 


busines ror 


understood their 


Dealers who meet customers needs 


for saving time are selling forms 


world, and because some manufacturers had come 
newly into the field and were looking for distribu- 
tion, dealers were equally successful in their new 
status. 

These dealers, however, have found the limitation 
imposed by time. They are no longer salesmen for 
a manufacturer, but are salesmen for their own firms, 
and they have all the problems that have heretofore 
been those of the employer. 

One of those problems has been to get enough 
time in the field, and to do this has meant that a 
dealer requires other salesmen to sell for him because 
he cannot possibly cover all of the customers or 
prospective customers. In some cases, he has been 
fortunate to secure the services of trained men but 
they pose a problem for him, wanting to also “try 
their wings.” 

Dealers Must Train Salesmen 

This means that a dealer must train salesmen fre- 
quently, even in how to sell, but most of all, he must 
train the men in the forms business—in what business 
forms are, how they are used, how to design forms, how 
to simplify procedures, how to combine forms, how to 
design and redesign to save typists’ time, to eliminate 
re-entries and to make one operation out of two or 
three 

The man with the best training of forms and proce 
dures is the man who will devise the best methods and 
forms and who will sell the most business systems. He 


must know what is the best type of form for the cus- 
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tomer’s requirements, whether it’s to be handwritten, 
typewritten or machine-written. If handwritten, the 
dealer must determine if it should be in book form, ona 
manifolding register, in a unit set with one-time carbon 
or continuous or on the new no-carbon-required paper. 
If typewritten, he must know whether it should be with 
or without one-time carbon or on NCR paper, whether 
the form must provide for re-entries at a later date 
which can mean retaining some carbons in the set or 
spot carbon on the back. 

Dealers should maintain a fairly complete library of 
samples and material on forms, design, control, systems, 
methods, procedure—not only for their own men, but 
for their prospective users. 


Typical Forms Shown 

Some typical forms are illustrated with this article 
ind while the identification on each form should in- 
dicate its usage, it does not begin to show the work that 
was done to arrive at this final set of forms. Neither 
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does space allow description of the results. 

The business forms used in a system frequently tell 
whether or not the system or procedure is to be success- 
ful or a failure. 


Frequently, the purchase price of forms is decided by 
the specifications, the layout, the type and perhaps the 
manufacturing process. 

The cost to the purchaser of using the forms, that is, 
writing, checking, separating and filing, is governed by 
the layout or design of the forms and the usage or 
method of operation. 

The conclusion is that for a system to operate success- 
fully and economically, the forms must be designed 
correctly and specifications be given clearly at the time 

By combining several forms into one writing, great 
savings in money and time of personnel can be made, 
and this can be done by trained salesmen in the forms 
business. 


29 



















DIVIDERS . . . of furniture groupings are of perforated, ornamental iron. 


ALLS and display space dividers provide 
modern as tomorrow’ treatment for the 


new store of the 30-year-old Office Supply 


Company at the corner of Spring and 10th Sts., in 
Atlanta, Ga 
Walls of the store are of brick and mahogany 
paneling interspersed with clear glass windows 
stretching from floor to ceiling 
Dividers for the various furniture groupings are 
of perforated, ornamental iron screens—some of 
which are attached to movable metal poles from floor 
to ceiling, and others are suspended from the ceil- 
ing 
In the section devoted to leather goods and con- 
temporary office accessories of ceramics, brass and 
copper, the divider is constructed of shaped ma- 
From clear glass to mahogany panels hscaeiny deka alte diets Ulwen 
: The area set aside for heavier items in the supply 
the Office Supply Co., of Atlanta line is divided by the same type of mahogany slabs, 
: but with perforated metal shelves and by peg board 
provides a fresh approach to display panels 
These dividers set up the theme of furniture ar- 
rangement which is to give the effect of an individual 
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ABOVE . . . Furniture is arranged to give the 
effect of an individual office. Customers can 
easily visualize such a grouping in their own 
offices, complete with lamps, pictures, ash 
trays and growing plants. 


RIGHT . . . A contemporary grouping with 
emphasis on cherry-walnut and Colorama 
fabrics accented with unique accessories. 
Note treatment of wall with ceramic painted 
tiles and ultra-modern clock. 


BELOW, RIGHT . . . Divider of snaped ma- 
hogany slabs with glass shelves is used to 
display leather goods and contemporary of- 
fice accessories of ceramics, brass and 
copper. 


office. Visitors can easily visualize such a grouping 
in their own offices, complete with lamps, pictures, 
ash trays, and other office accessories. Office Supply 
Company is ready, willing and able to plan an office, 
furnish it to specifications and completely equip it. 

One of the most unique features in the planning 
of this modern store is the absence of counters, thus 
avoiding a cluttered appearance. Various items are 
displayed to advantage on movable panels which 
can be changed as often as desired 

One of the Jarge windows is utilized as a display 


area by the use of three-panel peg board unit. One 
of the panels is an upholstery bar, another is devoted 
to blue-prints and other helps for office planning 
and a third to display cut-aways of furniture con- 


struction 

A. S. Moldow, general manager, gives full credit 
to his wife for her efforts in selecting the colors and 
accessories that go far toward making the appearance 
of the store “as modern as tomorrow’ 
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machine display built by Paul Harbour. Inset drawing shows full view. 


Profit |s Worth an EXTRA EFFORT 


NCREASING sales of a competitive item like a por- 
table typewriter requires an extra effort on the part 
of the retailer. 

By investing $100 in materials and doing much of the 
actual construction work himself, Paul Harbour, owner 
of All Makes Typewriter Co., Denver, Colo., has de- 
veloped a portable and small business machines display 
that is paying dividends. 

A veteran typewriter dealer, Mr. Harbour has con- 
centrated every effort on offsetting the tremendously 
intensified competition which is typical of the portable 
typewriter field today. 

“There are at least four times as many types of stores 
handling portables during 1956 as there were two years 
ago,’ he pointed out, ‘including everything from de- 
partment stores to supermarkets. Consequently, we have 
done our best to make ourselves stand out in the pro- 
spective customer's mind. That means display which is 
at least on the level with that of any of our competitors 
and, most important, gives us an opportunity to tell our 
sales story to the prospect.” 

The result was the wall-panel display, pictured here, 
whict is actually a partition which separates All Makes 


typewriter shop's showroom from the repair department. 

As shown, it is made up of 18 two by two foot pan- 
els, built of plywood and pegboard, in checkerboard 
fashion. The paneling, finished in alternate squares of 
bright yellow and brown, is strongly reinforced with 
iidden bracing behind it. This makes it possible to hang 
even the heaviest portable typewriter in place on quar- 
ter-inch brackets which slip through the pegboard. 

As shown, every other section is devoted to machine 
display with emphasis at the time the picture was taken 
on portable typewriters. Instead of pinning each ma- 
chine flat on the wall,such as is the usual policy, all of 
them slant out at right angles with no two alike, which 
tends to draw still more attention. 

Putting the display on the wall has had some sur- 
prising effects, according to Mr. Harbour. One of them 
is that any machine featured invariably gets close 
scrutiny from store visitors who might otherwise pay no 
attention to it when displayed in the normal manner. 

There have, in fact, been many instances in which 
such special designs as chrome-plated portables have 
sold on sight when a store visitor ‘just happened to 
notice them.’’ In this way, the $100 investment made by 
the Denver typewriter dealer has paid cash dividends. 
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This year's business 
decisions may affect 


next year's tax bill 


[his article is based on inform ution supplied 
by the American Institute of Accountants, 
the national professional organization of cer- 
tified public accountants, and checked for 
chnical accuracy by the Internal Revenue 


rvice. 


| Bigetears pe or tax planning in today’s business 
world of high tax rates is no longer “big business 
Last-minute tax worrying with no year- 
around tax thinking can result in the loss of sizeable 
savings for small and medium-sized businesses when it 
omes time to file a tax return. 

For example, assume that last summer you were 


foolishness” 


forced to replace your air conditioner. You shopped 
around and found you could either sell your old unit to 
i private party for $500, or a dealer in town would give 
you a trade-in allowance of $500 on it. That seemed 
like six-of-one-half-a-dozen-of-another to you; so with- 
out thinking — or worrying — about tax matters you 
traded in the old air conditioner. 

To prove how such a seemingly simple business de- 
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cision such as this can affect how much tax you will 
have to pay, let’s assume further that the air conditioner 
which you traded had originally cost $2500 and that 
you had taken $1000 in depreciation on it. This meant 
its Cost for tax purposes was $1500, and you were going 
to “‘lose’’ $1000 whether you accepted the dealer's trade 
in allowance of $500 or sold to the private party for 
$500. 

So far still six-of-one-half-a-dozen-of-another, but 
now since you elected to trade in your old air condi- 
tioner, let’s see how you can claim a deduction on a 
tax return for your $1000 loss. The answer is simple. 
You can’t. All you can do is add the amount of the 
loss to the cost of your new unit, and eventually re- 
ceive tax credit for your loss in the form of slightly 
higher depreciation deductions. 


Possible to Claim Loss 

On the other hand, if you had made a bona fide sale 
of your old unit to the private party and a separate pur- 
chase of a new unit from a dealer, you would have 
established a $1000 loss which could be claimed as a 
loss deduction on a tax return and used to offset regular 
income. 

It is not always true, of course, that a loss deduction 
on the tax return is worth two in the bush of deprecia- 
tion, but a general rule to consider when you are trying 
to decide whether it would be more advantageous tax- 
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SIZEABLE TAX SAVINGS 


. continued 


“loss 
profit” 


wise for you to sell or trade in an asset is: sell 
property to obtain a deduction, 
property to avoid the tax which must be paid on any 


profit realized from the sale of an 


and trade 


asset 


You may find that you have sold yourself into a cap- 
ital gains tax or traded yourself out of a loss deduction 
if you have not figured your depreciated costs correctly 
This is a matter you should discuss with a certified pub- 
lic accountant, Not only can he verify the accuracy of 
your mathematical computations, but he can also explain 
the advantages and disadvantages of the various 
methods used to compute depreciation It could be 
that the method you used or are using is not the one 
most suited to your business needs from a tax stand- 


point. 


Check with an Authority 
For example, if you asked a CPA whether you should 
use the straight-line or declining balance method to 
depreciate your new air con poms A one of the first 
questions he might ask you would | what are your 
cash requirements and what are your sanilie likely to be? 
If you are thinking of expanding and need additional 
cash within the next few years, he might recommend 
that you use the “new” declining balance method to 
compute depreciation. 


speeds up’ or in- 
chain reaction 


The declining balance method 
creases depreciation rates. This starts the 
to your objective of retaining cash 
cause when you increase depreciation rates you also in- 


in the business, be 


crease allowable depreciation deductions on your tax 
return. 
The amount you may write off the first year is twice 


what it would be if you used the straight-lined method ; 
so by applying a $1000 instead of $500 depreciation 
deduction against your regular income, you are going 
to reduce your taxes, and cash that does not have to be 
paid out in federal taxes can be retained in the business 


for expansion purposes. 


It seems all good things eventually come to an end, 
however, and while in the first year the declining bal- 
ance depreciation rate may be double that of the 
straight-line, this differential diminishes in succeeding 


years until declining balance deductions are even less 
than they would be under the straight-line method. This 


is why it is important that you consider current and 
future earnings before you select a depreciation method. 


Work to Advantage 
For example, if your current earnings are low, or if 
you are putting in a new line of m 
results of this expansion will take a few years to show 
in your earnings, it might be more advantageous taxwise 
for you to use the straight-line method of computing 


depreciation. 


erchandise and the 


The straight-line method does not “speed up” de- 
preciation deductions. It spreads them out equally over 
the estimated useful life of the so when you use 
a straight-line method you are saving, in a sense, for a 
rainy day. When your earnings improve or increase, 
you will have more substantial depreciation deductions 
to apply against those earnings. There usually is no 
point in increasing a loss or reducing low earnings by 


asset; 


claiming additional depreciation deductions when you 


do not need them. 


A point to remember when you are trying to decide 
whether buy new or used equipment is that second- 
hand equipment mast be depreciated by the straight-line 
method. This tax factor should be because 
loss of the opportunity to use the declining balance 
method with its rapid write-off feature may cancel any 
immediate effected by the purchase of used 
equipment, 


conside red, 


savings 


Form a Corporation? 
The matter may have been decided and forgotten 
many years ago, but a basic question businessmen should 
consider from time to time and one which has many 
tax implications is whether to do business as a pro 
prietorship, partnership or corporation. There may be 
personal or professional factors that force the selection 
and maintenance of a non-corporate form of organiza- 
tion, but depending on the earnings of the business and 
the amount of those earnings you may need to with- 
draw, there are certain tax advantages to be gained by 


incorporating a new or expanding company. 


Since proprietorship and partnership income is taxed 
at individual rates, which range anywhere from 20% 
to 91%, and corporation earnings are taxed at 
corporate rates of 30% on the first $25,000 
earned during the year and 52% on the excess, it might 
appear that if you have relatively low income the pro- 
prietorship-partnership rates are lower. 


However, you must also consider that the corporate 
tax carries with it the privilege of deducting a reason- 
able salary paid to an employee-owner. The employee- 
owner has to pay a personal tax on his salary, of course, 
but if he were not incorporated, he would have to pay 
a personal tax on all the money earned by the business. 


If the retained earnings of the company are taxed at 
a corporate rate, which is lower than what the personal 
tax rate would be, the employee-owner would benefit 
by having additional funds available in the corporation 
for expansion purposes. These funds may be accumu- 
lated in a corporation up to $60,000 without further 


tax penalties, and even higher if the corporation can 


prove a need for them. 
Watch For Disadvantages 
These advantages while they may cut your current 
tax bill and increase working capital for expansion 
needs can be lost if you have jumped into a corpora- 


tion without first reviewing your your own long-range 
cash requirements. If you are continually forced to with- 
draw money from the corporate earnings to pay personal 
expenses, you will have to withdraw these am in the 
form of dividends, That means the corporation will 
have to pay tax on the earnings you are withdrawing 
as dividends, and you will have to pay tax on the divi- 
dends received. The “double tax” on earnings and divi- 
dends can nullify any tax advantage from incorporation 
when earnings must be withdrawn immediately as divi 
dends 


Many businessmen seek professional advice about tax 
matters as they do professional assistance with their 
golf game when the slice has become almost un 
bearable. You can save tax dollars by realizing that busi- 
ness decisions made in the fall affect the amount of tax 
you must pay in the spring. Practice year-around tax 
thinking, and consult a certified public accountant when 
you are in doubt as to the tax effect of even the most 


routine business decision. 
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® Case History No. 1 of this month’s of- 
fice planning section presents the solution 
by Wagner-Henzy-Fisher Co. of Cleveland, 
Ohio, to a unique problem. A new board 
room had to serve as an executive work- 
shop in a little theater setting. How this 
was accomplished is told with picture, 
sketch and story. 


Case History No. 2 presents the accom- 
plishment of Ideas, Inc., Detroit, Mich., in 
providing homelike comfort and confer- 
ence facilities in the office of a company 
president. It is a problem which often faces 
designers employed by today’s office furni- 


ture dealers. 


Again it is suggested that in order to 
have a continuing source of ideas 
these pages be retained month by 
month in a special folder available 
from the Service Bureau of OFFICE 
APPLIANCES for 35 cents in coin or 
stamps. It is specially imprinted for 
easy visibility in the file drawer. 


THE CHALLENGE 


THE SURVEY 


THE TRANSFORMATION 
THE SPECIAL TREATMENT 


THE END RESULT 








OFFICE PLANNING ... 


four-sectional 


a case history 
conference table is basic to executive 
workshop and visual presentations center 


installed by Wagner-Henzy-Fisher, Cleveland 


MULTI-PURPOSE board room recently furnished 
A and decorated for Standard Oil Company of Ohio 
clearly illustrates the vital importance of blending qual- 
ity merchandise, artistic imagination and __ practical 
skills. 

Sohio wanted a room which would not only surpass 
straight-backed utility but would also surround top 
level executives with a warm and rélaxing atmosphere 
calculated to induce working comfort 

Before the curtain went up on the finished produc 
tion, architects, decorators, dramatists, tradesmen and 
Wagner-Henzy-Fisher Co. of Cleveland, Ohio, all con 
tributed to the end result 

To start with, there was room approximately 23 
by 46 feet. Paneled in cedar with a light natural finish, 
it provided a truly flexible shell for imagination. 

In tackling this assignment Wagner-Henzy-Fisher 
worked closely with th hitectural firm of Garfield, 
Harris, Robinson & Sch 
of Dramaturgy, Inc., Cl 


play specialists. The basic objective was: to create an 


nd with re presentatives 


id graphic, photo and dis- 


executive “workshop” in a “‘little theater’’ setting. 


In addition to a motor-controlled curtain brightly 





done in aqua and off white, a stage positioned opposite 


the chairman houses an awesome array of mechanical 
gadgets all designed around graphic presentation. 

There are twenty 5 x 7-foot display panels which op- 
erate on tracks and can be moved in front of a screen to 
accommodate still and motion pictures. There are three 
separate circuits controlling fluorescent trouffers, _ re- 
cessed fixtures, footlights, valance borders fluorescent 
ceiling lights, incandescent perimeter lights, air con- 
ditioning and low-frequency ceiling speakers. There 
is a projection booth and there are three separate con- 
trol points from which this mechanical wonderland can 
be manipulated. 

Keeping pace with an ultra-modern environment 
while adding a softening touch, offered a real challenge 
to the Wagner-Henzy-Fisher decorator and those con 
cerned with overall planning. 

To meet the primary need for multiple-purpose the 
dealer installed a four-sectional table by Standard which 
completely eliminates neck craning and chair switching 
when the stage is used for display purposes. This genu- 


ine walnut piece is oval shaped, 24-feet long. It can 


36 OA-3 /57 c 





he 
ch 
ng 
1u 


an 


/57 


"3 


~ 
= 


‘ 
is 

t 

. i 
ig 
mo «(te 

i 

1 

i 


“ey 


be separated into four segments for group meetings, 
swung into a “‘v" shape for movie screenings or split 
down the middle when “banquet” type seating arrange- 
ments are called for. 

To surround this light, modern piece with chairs 
which would extend and enhance the esthetic pattern, 
the firm selected 26 B. L. Marble Nordic Wallsavers 
in order to add simplicity of line, light weight and 
comfort. In addition to the beauty, utility and visual 
appeal of bronze ferruled legs, these genuine walnut 
chairs add a distinctive warmth to the room since they 
are upholstered in top grain fruitwood leather. Two 
occasional lounge chairs with foam rubber seats covered 
in brilliant rust brown complete a seating plan which 
provides a tangible dimension of beauty to comfort and 
utility 

For illumination at eye level were included two 
bronze lamps by Stiffel with wormy chestnut bases 
finished in walnut and with matching shades done in 
soft brown. 

To add a perimeter touch which would adequately 
reflect the overall decor of this exceptional room, Wag- 
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V-shaped for visual presentations 





ner-Henzy-Fisher designed six traverse drapes in a Elen- 
hank tangle pattern of turquois and brown on off white. 

The carpet, a luxurious hand woven gray wool, was 
delivered six weeks after the initial order was received. 
In this instance the time element is mentioned because 
350 pounds of wool had to be flown to San Juan, Puerto 
Rico, and back in order to complete this single-piece 
job. 

j “Now that Sohio officials are 
using and enjoying the new board 
room, we have had time to check 
the balance sheet and review some 
of the lessons we had an oppor- 
tunity to relearn’, says F. W. Wag- 
ner, secretary-treasurer of Wagner- 
Henzy-Fisher Co. 

“Without embellishment, they include firm convic- 
tions that: (1) contemporary is generally preferred by 
today’s executives, (2) liaison with architects and other 
outside specialists can be rewarding assets instead of 
something to be resisted and (3) the end results of 
packaged selling include satisfaction with a job well 
done and more business!”’ 
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OFFICE PLANNING .. . Covtinued 


a case history Homelike comfort and conference space provided for executive 


| DEAS, Inc., of Detroit, Mich., was called upon 
to furnish the office of the president, Huron 


ff Milling Co., in that city with dignity and the com 
OTi é gnity 
fort of a fine home. Integral to the needs, too 


was a large conference table, custom-designed 
along with the president's desk by the installing 
firm. The tops are of Formica. Chairs as well as 
coftee table are by Lehigh Knoll Associates fur- 
nished the end tables and S. S. Campbell the 


4 
ci 
, tod 
ca 
op 

7, 


luxuriant sofa. Lamps are of Stiffel manufacture 
and the carpeting is Johnson ‘‘Ballet’’. Sheer case- 
ment drapes were provided. 
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Rental Units 


Develop 


Good Market 


RENTAL DESK... 








is offered to a customer by Benjamin 


Mudrick, right, manager of H. Baum and Son. 


ETAILERS selling moderate and low priced of- 
R fice furniture might well consider the used and 

rental furniture market as a profitable field, 
especially in urban areas and communities where 
young professional men are getting their start. 

This is the opinion of Benjamin Mudrick, man- 
ager of H. Baum and Son, Inc., Washington, D.C. 
The firm, now entering its 85th year, has shown 
steady volume gains annually in its adjustment to 
the area’s needs and changing trends. 

The beneficial effect on sales of office furniture, 
the promotional value enlarging the potential mar- 
ket through good contacts, and the profitable reve- 
nue from rentals are all available to dealers in met- 
ropolitan centers where there is a turnover in office 
furniture, Mr. Mudrick contended. 

“Washington is an ideal location for the rental 
and sale of used funiture. Temporary offices opened 
by many on a trial basis in their work with the Gov- 
ernment, the coming and going of political cam- 
paigns every four years, the graduation yearly of 
professionals from the law, medical, engineering 
schools with limited funds to open offices provide 
the needed conditions for a good rental and used 
furniture operation,” said Mr. Mudrick who indi- 
cated that no advertising budget was required to in- 
crease sales and rentals steadily. 


Young Professionals Are Market 

“It seems to me any office furniture dealer with 
access to large numbers of young professionals as in 
large cities like New York, Philadelphia, Chicago 
would find increased profit in handling used furni- 
ture sales and rentals,” he added. 

To conduct used furniture sales and rentals prop- 
erly, a quantity and variety of used furniture is nec- 
essary, the space to display it, and prompt and ac- 
commodating service. Quantity and variety are made 
possible to H. Baum and Son Inc. through Govern- 
ment sales of office furniture in the basic units of 


desks, chairs, file cabinets. A four-floor building com- 
bining warehouse, salesrooms and showrooms for 
both used and new furniture, and rentals provide 
the physical facilities for display, quick checkup on 
what is in stock or for taking a physical count. 

“Your service consists mainly of delivery when 
your customers want their furniture, quick service 
for a change of furniture, minor repairs on furni- 
ture already in use in an office, and generally living 
up to your promises on time and place,’ explained 
Mr. Mudrick. “If you serve your customers well, 
their satisfaction will bring you good business from 
their contacts. Word-of-mouth promotion is the only 
kind you will need to swell volume.” 

Every item on rentals is priced and tagged so that 
the customer knows what he is paying for. The av- 
erage price is $10 per desk and chair per month, 
paid in advance, for a minimum rental period of two 
months. After two months, a customer may pay 
monthly. There are no delivery charges. 


Customer Gets Option 

Rented with the opticn to buy, office furniture 
may be purchased within the first 30 days at full 
rental credit. Any time after 30 days, one half rental 
credit is obtained. 

A contract is signed, and a file is maintained of 
date of rental. Monthly notices are sent out by mail. 

A shop with two full-time mechanics who check, 
clean and maintain furniture before and after rentals, 
and do the minor repairs a renter calls for, makes 
the eight-foot banquet tables this company adds to 
its rental service. Made of 34-inch plywood with steel 
folding legs, some 200 tables and 2,000 chairs are 
available rental stock. 

Rental volume doubled in January 1956 over Jan- 
uary 1955, rose 40% in February 1956 over the cor- 
responding month in February 1955 and another 
30% in March. 
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Chairs in the 


“ Gentlemen Be Seated .. . in B. 
L. Marble chairs is the invitation 
issued by this directors’ room of the 
new administration building of Air- 
craft Marine Corp., Harrisburg, 
Pa. Harris Co. of that city installed 
the chairs as well as the Stow-Davis 
table. Salesman B. H. Barry states 
that factors involved were good plan- 
ning and submission, good product 
design and broad offering of color. 





» Executive Offices . . . of the Uni- 
versity of Illinois new law library 
in Urbana, Ill., are equipped with 
Milwaukee chairs, upholstered for 
the comfort of the users 





“ Comfort in Bank . . . When the 
officers’ section was designed in the 
new National Bank of Commerce, 
Gastonia, N. C., Johnson Chair Co 
seating was selected. The chairs 
shown, part of 95 total installed 


recently, are Johnson’s No. 151 


and No. 1742F models. 


» Seating . . . in the traditional 
theme of appointments is supplied 
for the board room of the National 
Savings & Trust Co. of Washing- 
ton, D.C. These W. H. Gunlocke 
chairs are inspired by the Signers 
chairs of which the originals are still 
at Independence Hall in Philadelphia 
The s by Kittinger of Buf- 


table 
falo, N. Y. W.D. Campbell Co. of 


Washington was the dealer pro- 


viding this evidence of a return to 
the traditional motif, using chairs 
upholstered in Lackawanna’s #PO- 


) 


508 artichoke glaze leather. 
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Is the Office Supply Business 














VEN the most su 
more than once lo 
ders “why the heck” he got into it. At other 


cessful office supply dealer 
ks across the store and won- 
times he wouldn't trade places with any other busi- 
ness man in his community 

With many of us, these periods when the office 
supply business gets on our nerves can occur with 
great frequency. Even where they occur only now 
and then it’s time we did something about it. 

One way is to sell out and get into any other line 
of business but few of us really want to take this 
step. And the chances are good the new field of en- 
deavor would get on 

“Find the big cause of trouble, 
by experts most frequently. 


our nerves also 

is the advice given 
They point out that in 
any average business there is usually one single thing 
causing the irritation ré 
ness in its entirety 


peatedly rather than the busi- 
Both doctors and business coun- 
selors point out that the wisest step you ofr I can 
take is to look for that cause of irritation right then 
and there. 

In many instances the office supply dealer will not 
he knows 


have to look for the big trouble maker 


good and well what it is all about it’s a problem 
he hasn't been able to lick in the past and can see no 
mmediate solution being found. 


probability of an 


less he does something about 


In such a situation, un 
it, that store is going to do much more damage than 


get on his nerves. 


Here's What to Do 

What can he do about it? We've asked a number 

of dealers with whom we've talked during the past 

year how they went about solving the very same 

problem themselves. Their combined suggestions 
boil down to these 

“Quit trying to solv 


the ability to solve it and get 


the problem yourself . . . go 
to someone who has 
the load off your mind. The chances are that only 


sheer blind luck is going to solve it for you if you 


Getting On 


don’t, for you've been trying for a long time to do 
the job alone. Give it up and call in someone to 
help. 

“Take a week off and hop into your car . . . then 
travel over your immediate area and talk to other 
dealers. Without a doubt you'll find several who 
were confronted with the very same problem them- 
selves and found a satisfactory solution. Maybe it 
will take a little tailoring to fit your specific business 
but that should be easy. 

“Call your staff together and go over it with them. 
You'll be surprised how another viewpoint on the 
problem will either bring up a solution or set your 
thinking along the right track toward your desti- 
pation.” 

A second step in soothing those jangled business 
nerves is to take a real close look at your own health. 
The writer has numbered a great many doctors 
among his friends in the past and we've had many 
discussions on business men and their health prob- 
lems. One such comment fits this situation. 


Check with the Doctor 

“Whenever I have a business man come to me 
with the complaint that his business. is getting on his 
nerves, that everything seems to go wrong and that 
he feels maybe I can help him,” one doctor told us, 
“he is bringing the solution right in with his own 
words. 

“When that happens it’s not hard to get back on 
the right track. That check-up with the family doctor 
will reveal just what's wrong with the business man 
rather than the business.” 

This brings up another point. We remember one 
dealer with a most successful business who one morn- 
ing asked us if we knew of someone who might be 
interested in buying his firm. In answer to our as- 
tonished queries he explained that he was fed up 
with the office supply business; i.e., that it no longer 
held any interest for him. 

Success can do that with many of us. Our real in- 
terest and pleasure comes in building a successful 
business rather than in operating one that has at- 
tained the top spot in our area. 

Our foregoing friend solved his 
launching and building’ a second store, then a third, 
and even more until today he is having more fun 


problem by 
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by ERNEST W. FAIR 


special writer 


n Your Nerves: 


Here’s what you can do... 











o do out of life, making more money than he needs and 
e to is so sold on the office supply business he will never 
admit he was once in the position mentioned above. 
then Getting away from the business for a short pe- 
ther riod of time is another good way of handling this 
who nerve problem. Too few dealers take two or three 
hem- vacations a year from their business and many even 
re it forego a single vacation. Staying with a business day 
iness in and day out, month after month, is a sure way 
of building up a case of nerves to the point where 
hem. we will actually hate the whole thing. 
tom E23 é Take Time From Job 
a We've noticed the dealers among our friends who 
pesti- have never been troubled by such cases of business 
. nerves are nearly always the men who manage to 
_— take a week off at least twice a year and a week-end 
alth. away from the business whenever the opportunity 
CtOrs presents itself. 
ward Relaxing with outside interests also helps us get 
»rob- back the proper perspective. Have you ever noticed 
that the business men who play a round or two of 
octor golf a week, bow! or have some other recreation of 
y me particular interest to them, are men who never com- 
n his plain about the business they are in getting on their 
that nerves? 
d us. It's also good procedure, many successful business 
own men have told us, to develop a set of safety valves to 
control those instances within the self. Many times ee 
L on irritation which we believed to have been caused by Have a physical checkup! 
octor some phase of the business was really incited by 
man something else in our lives. If we learn to develop 
those safety valves for release of such emotions the 
one business will appear much more attractive to us every 
1orn- day of the week. 
it be There’s nothing wrong with the office supply 
f as- business today — in fact it’s far more interesting, 
d up more profitable and more fun to be in it than 
—— ever before. When it gets on your nerves or mine 
kes we can be sure it’s not the office supply business 
ware but ourselves causing the irritation — and right then 
a and there is the time to re-check the foregoing sug- 
gestions and apply them to keep from ruining the 
bs perspective that has helped to make us a place 
hird. in one of the finest fields of business in the land 
fun today Find Outside Interests! 
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What Do Y 


by Eugene Di Luco 
president, Leedall Products Mfg. Co. 


ou Know about 


Typewriter Ribbons ? 


HE “‘life blood f any typev 
ribbon! 


How many dealers ever consider this when they 
are selling a ribbon r stocking l ribbo depart 
ment ? 

Many booklets, articles and gps carry invaluable 
information about typewriter ribbons with recommen 
dations for best results that ultimately increase dealer 
sales. 

A few ribbon and rbon cot s, in their desire 
to convey the value of the typewriter ribbon, have gone 
as far as to practically giv way the key to their ink 
formula. One would think that th retailer would be 
aware of this and appreciate the value of ribbons and 
their worth to him in serving h stomers to the b 
of his ability. 

Some retailers ha but the { is a large group of 
dealers have neglected to grasp the information avail 
able to them and have let their own meager knowledg« 
confuse the customer all the more about the propet 
choice of a ribbon for th sp job to be don 

A manufacturer's valuable tir d money goes into 
the production of booklets and other information 
sources to supply the facts to retailers. The manufa 
turer has one thought mind—to help the dealer serve 


the customer with th 
If the retailer fails to tak 
tion, both he and th inufa 


Everyone is awar th har 


struction of office and port 
manual and electric machines w 
Typewriter manufacturers 
dollars on advertising to 
chines. 


writer ribbon 
age of this informa 
r tak the loss 
design and con 
typewriters. There art 
th many added features 
untless thousands of 
S tl sal ol th ma 


Interest Centered on Machine 


Years ago ther wel rew 
manufacturers. Th 
itself than the typewriter ribb 
seen in the early models whicl 


by a blind carriage. TI mbs 

and intensely inked. The comp 

time to making the machine fi 

neglecting the “‘life blood” of 
As the machines 1. tl 

ribbon became evid 

the difference bx 

typed was of a pern nt nat 


aa 


d few ribbon 


re in the machine 


n. Proof of this can be 


had the ribbon hidden 
bi 


rsome ribbon was wide 
inies devoted their full 
on prope rly, thereby 
th typewriter 
need for an improved 


that the 1 bbon mad 


lized that what was 


As tne 

ume more apparent. The choice of a typewriter by 
a customer reflected his desire for a ribbon that would 
produce a lasting impression on those who read his cor- 
respondence. The type of letter he wrote ultimately re- 
flected the character of the writer, and he wanted to 
make the best impression possible 

All of these factors are known by manufacturers of 
typewriters and typewriter ribbons, and have influenced 


typewriter changed, the value of the ribbon 
‘ > 


CO produce a quality product and to attempt to 
ontinuously inform the dealer, in every way possible, 
about the best features of the product. 

This is done to bring sales from penny value to dol- 
lar value due to repeat sales. The dealer who knows 
what ribbons to stock and what qualities they possess 
s in the best position to command such business in 


Dealer Must Know Ribbon Qualities 


The dealer should know. and inform the customer. 


of the fine ingredients, oils, fabrics and proper manu- 
facturing facilities that are necessary to produce the 


pe of ribbon a customer seeks and needs for his busi- 
1ess and personal use. 

In conclusion, it can be said that the 
reap extra profit 


retailer who 
wants to be of service and should 
display his typewriter ribbons to their best advantage. 
He should make it known that he is fully equipped 
to supply a ribbon for all mechanical purposes. 
He should be prepared to share his knowledge of 
bbons and their uses with his customer, perhaps by 
gesting the need for pure silk or nylon ribbons 
never the end use calls for them 
Today's modern office typewriters and portables de- 
mand the best possible ribbon if the best job is to be 
done. The dealer should not be afraid to tell his cus- 
r just that. He will be thanked by the customer 
and he will earn a repeat sale 
Too often the dealer forgets the value the manu- 
facturer places on his product and accepts an inferior 
aggravated cus- 


ribbon that will lead to lost sales and 


; eT 


Omers 

If he will take the time to learn about the ribbons 
and take advantage of the information supplied by the 
manufacturer, he will arrive at the right goal. 


Every time he looks in the direction of the typewriter 
ribbon department, he can well remember, the ‘‘life 
blood” of any typewriter is the typewriter ribbon. 
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WILL SELL MORE MONGOLS FOR YOU! 
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t who ...the pencil that writes 16,230 words 

Ssnouic 

inta g¢ ; : Ds 

lipped No wonder 88 per cent of America’s writing is done with a ask for MONGOL by name. Try one today—at 10¢ 
woodcased pencil, and no wonder MONGOL is America’s _ better stores everywhere. 

love of ' : 

‘o~ \ favorite. Pencil perfect at both ends: a strong, smooth _ since 1849 — 

LDS \ 

Bed writing lead that keeps a keen point longer . . . topped | puts its 
by the famous PINK PEARL quality eraser that corrects | ) ) a 

he mistakes in a jiffy. It’s America’s greatest pencil value, so DUUNIAE TORONTO 
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Star Plastic Cleaner * "6587" & Singlex Erasers « Colorbrite * Pink Pearl Erasers « Rubber Bands © Tear out this advertisement « write in on your company letterhead for a tree Mongol. 
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i 
Moan Allen, Br. 


1956 Office Cquipment Han of the Year 


Wition of < ut standing qualihcation we an Allen Pr 
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The Plaque . . . received last year by Ivan Allen, Jr., Atlanta, Ga., 


first Office Equipment Man of the Year. 


| OR the second consecutive year OFFICE APPLIANCES 
will honor the ‘Office Equipment Man of the Year’. presenting 
this award at the annual banquet during the National Station- 


ery & Office Equipment Association convention next fall. 


Help of the industry is again asked in making nominations 
of men who are outstanding in service to their industry—local 


and national—to their community and the nation. 


From these nominations a committee of judges will decide 


the winner to receive the OFFICE APPLIANCES’ plaque. 


Rules are now being drawn up for announcement next 


month 
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S>W.H- GUNLOCKE CHAIR CO. 


WAYLAND, NEW YORK 


Clip the coupon! Quicker ’n you can say 
“by return mail,” you’ll have your copy 
of our dazzling new MOMENTUM 
folder, in itself a model of forward- 
looking design. Every chair in the bold- 
ly contemporary MOMENTUM series 
is beautifully illustrated and described 
in complete detail. It’s something to see, 
and something to work with. Don’t de- 
lay, write for your copy now, today! 


W. H. GUNLOCKE CHAIR COMPANY 
WAYLAND, NEW YORK 


Gentlemen: 
Please send me a copy of your just-published 
MOMENTUM folder. 


NAME 

COMPANY NAME. 
ADDRESS. 
CITY 




















ELECTRIC PORTABLE 
typewriter by Smith-Corona 
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NEWEST MIRACLE OI 


The world’s first 





Now '! it’s really fun to type...and you get perfect ietters 


Five years ago the electric portable typewriter was only a 
dream in engineering minds. Today, the “impossible” has been 
achieved by Smith-Corona. 


For here is the world’s first ELECTRIC portable typewriter. 
It’s like its “big brother” the office electric . . . fast, smooth and 
efficient. Its typing is “letter perfect”. All you do is touch the 
proper keys . . . electric power takes over and gives your work 
that admired “printed” look. Each sentence is in perfect align- 
ment, every character uniformly sharp and black. Even a 
beginner’s efforts have a professional quality. 

And the new Smith-Corona ELECTRIC is truly portable. . . 
it even fits into the same kind of carrying case that comes with 
all manually operated Smith-Corona portables. 


What’s more, the new electric comes in four shades of beau- 
tiful “decorator” colors. 


A word about stamina... anybodv who has ever owned a 
Smith-Corona portable knows its famous reputation for rug- 
gedness and long life is rightly come by. This same dura- 
bility and quality has been built into the new ELECTRIC... 
it’s Smith-Corona all the way through. 


Now in limited production. Every day sees more and 
more Smith-Corona ELECTRICS coming off the assembly line 
and dispatched to dealers. So see your dealer right away...see 
the new ELECTRIC demonstrated. If he hasn’t a machine avail- 
able for immediate delivery, get your name on his listing. 
Waiting won’t be long and it will be well worthwhile. 
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New Products 





EXECUTIVE FURNITURE 


2 








B. G. Mesberg National Sales 

160 E. 56th St. 

New York, N. Y. 

The ‘Executive II‘ desk collection by 
Paul McCobb is being introduced at the 
NOFA exhibition in New Orleans. The 
collection supplements the ‘Executive |”’ 
series and falls into a moderate price 
range. It includes several innovations 
among which is a specially designed Park- 
wood walnut grained plastic laminated 
top. Units include four desk tops, three 
types of pedestals and four case pieces. 
The desk shown here is a left pedestal 
desk with a 54-inch top. The chair was 
designed to match the desk. (For more 
information circle No. 26 on inquiry card 
or write manufacturer). 


OFFICE PARTITIONS 





Arnot-Jamestown Div. 

Aetna Steel Products Corp. 

730 Fifth Ave. 

New York 19, N. Y. 

Company has announced the addition 
of 86-inch high Partition-ettes to its 
line of steel and wood partitions. The 
86-inch line is also available in both 
wood and steel. The basic panel 
remains standard, with additional 
height gained by the use of 86-inch 
posts, special retaining channels and 
special upper panels with 14-inch 
headers. Headers can be steel, wood 
or acoustical material. (For more in- 
formation circle No. 27 or write man- 
ufacturer). 





BALL PEN REFILLS 





Fisher Pen Co. 
7333 W. Harrison St. 
Forest Park, Ill. 


New ball pen refills are 
said to fit 65% of all pens 
made, as is. No alterations 
are required and directions 
are diagrammed on each 
package. Refills are pack- 
aged in gold foil with a 
transparent plastic bubble 
holding the unit. New dis- 
play is also available 
printed in black, gold and 
white, holding 14 refills. 
For dealer convenience, 
company offers lots of seven 
refills boxed at the cost of 
six to reduce retail inven- 
tory and increase turnover. 
(For more information cir- 
cle No. 24 on inquiry card 
or write manufacturer). 


PAYMENT RECORD 

William Exline, Ine. 

1270 Ontario Sf. 

Cleveland 13, Ohio 

A passbook and ledger card, which 
is designed for real estate and other 
types of loans by small businesses 
has been developed by the company. 
The passbook keeps the borrower up 
to date on details of payments due 
and payments made. The ledger card 
serves as the loan record. The com- 
plete unit is mounted on a bright 
yellow display card with an easel for 
counter use by the retailer. (For more 
information circle No. 23 on inquiry 
card or write manufacturer). 





CASH REGISTER-ADDING 
MACHINE 





Victor Adding Machine Co. 

3900 N. Rockwell St. 

Chicago 18, Ill. 

New duo-matic receipt-issuing cash 
register is the firm's latest offering. 
Has no-carbon-required tape with the 
original serving as a tear-off tape for 
the customer and the second copy as 
a permanent record. Has eight keys 
for designation of clerks or depart- 
ments and eight control keys to clas- 
sify types of transactions. Switches 
from cash register to adding machine 
by touch of key. Has extra safety 
features and allows check of subtotal 
of day’s receipts at any time. (For 
more information circle No. 5 on in- 
quiry card or write manufacturer). 





PASSBOOK and 
ent Record LEDGER CARD 


ATE OR OTHER TYPES OF LOANS 


KEEP Tis CARY POR YOUR RecotNS 





Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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BENTSON MANUFACTURING Company 


AURORA, ILLINOIS 
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EASEL BINDER 





McMillan Book Co., Inc. 

701 E. Genesee St. 

Syracuse, N.Y. 

The new “’E-Z Easel Loose Leaf 
Binder’’ introduced by the com- 
pany combines a ring binder at- 


tached to a prop-up easel sup- 
port with no buttons, props or 
panels to manipulate. Binder 


opens up to a desired reading 
angle for use by salesmen in 


presentations,. for speakers, sec- 
retaries and others who need to 
read copy from a _ loose leaf 


page. Bound in brown leather 
cloth. (For more information cir- 
cle No. 10 on inquiry card or 
write manufacturer). 


PRESENTATION KIT 





Joshua Meier Co. 
601 W. 26th St. 
New York 11, N.Y. 


The unique ‘’Sell-It-Kit ffers a 
complete visual presentation package 
which contains a looseleaf book with 
10 plastic sheet protector layout 
guides, ready-to-paste-in artwork 


visual aids and an instruction book 
by Peter Zanphir, presentation spe 


cialist. It has been designed as a do 
it-yourself kit for those sales people 
who want a custom-built presenta- 
tion for products, ideas services or 
even themselves. The full kit, boxed 


retails for $8.95. (For more informa- 
tion circle No. 21 on inquiry card or 
write manufacturer). 





COPY STAND 











Copy Board Div., 

Lansdale Products Corp. 

Box 568 

Lansdale, Pa. 

The ‘‘Cop-e-Ett’’ is a multi-pur 
pose copy stand which performs 
the functions of a copy board, 
line spacer, book and tape read 
er, lectern and display stand 
Folds for storage in a drawer 
Unit is finished in enamel with 
chromium trimming. (For more 
information circle No. 20 on in- 
quiry card or write manufac- 
turer). 


DUPLICATING STENCIL 
Frankel Carbon & Ribbon Co. 
285 Rio Grande Bivd. 

Denver 23, Colo. 

Company’s new “Kleen Write 
Bronze’ stencil is described as 
an all-purpose stencil for quality 
mimeograph reproduction. Firm 
says it will produce work superior 
to offset reproduction. Brown in 
color, the stencil becomes light 
orange when displayed by typing 
and stylus work, providing for 
easy proofreading. Claim is a 
minimum of 15,000 copies can 
be produced with each stencil. 
(For more information circle No. 
28 on inquiry card or write man- 
ufacturer). 


Lee “ ay 





NEW PRODUCTS (ovtinued 


EXECUTIVE DESK 





Central Desk Mfg. Co. 

454-456 Armour St. 

Chicago 22, Ill. 

The ‘’Challenger’’ series of desks and of- 
fice furniture are all made of walnut. 
Desk shown here has a 66 by 36-inch 
base with an 84 by 45-inch top. Others 
in the series vary in size. Matching tables, 
credenzas, cabinets and bookcases are 
available. (For more information circle 
No. 25 on inquiry card or write manufac- 
turer). 


TYPEWRITER SHELF 





Haskell, inc. 

303 E. Carson St. 

Pittsburgh, Pa. 

A new conversion piece, made of heavy 
office steel, has been designed by the 
company for desk use of typewriters and 
other portable business machines. The ta- 
ble portion rests on a single leg at one 
end and a drawer at the other end which 
fits into the top drawer of any Haskell 
desk. Requires no tools to attach, and it 
may be used either right or left. Colors 
match the desk line. (For more information 
circle No. 9 on inquiry card or write man- 
ufacturer). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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The Leopold Document Line offers the 


businessman everything he wants in a desk... 


Leopold prize-winning functional design... 


timeless beauty . . . practical convenience... 


the easy-to-sell Documen t complete individuality of warm, natural woods. 





THE EOQO/A courany 





OA-3 /57 


BURLINGTON, IOWA 


Line Offer the prestige line that’s preferred 
by top executives—the Leopold Document 


Line. Write for brochure. 


i 





, 
i 


Member: Wood Office Furniture institute 
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NOTE CLIP 





lindenware Co. 

51 Greene St. 

New York 13, N.Y. 

Company’s newest item is the ‘’Key- 
Note” clip which is gold-plated and 
gift boxed. The clip is made to retail 
for $1. It doubles as a clip for 
messages and as a paper weight. (For 
more information circle No. 16 on 
inquiry card or write manufacturer). 


AUXILIARY CHAIR——TABLET 
ARM 





Clarin Mfg. Co. 

4640 W. Harrison St. 

Chicago 44, Iil. 

Company’s new ‘Commuter’ execu- 
tive host chair combines comfort and 
portability with a tablet writing arm 
for use in conferences, sales meetings 
or training classes. Arm folds down 
when not in use. Chair features 2- 
inch foam seat and is available in a 
choice of six frame colors with 21 
different upholstery colors in nylon, 
Naugahyde or grospoint. (For more 
information circle No. 8 on inquiry 
card or write manufacturer). 





MACHINE STAND 





Stolper Steel Products Corp. 

340 Pilgrim Rd. 

Menomonee Falls, Wis. 

The ‘’Consolett’’, enclosed on 
three sides, provides the privacy 
and comfort of a desk, yet as 
a machine stand, it can be 
moved to any location on re- 
tractable casters. Stand is built 
to carry weight of heavy equip- 
ment. It stands 28 inches wide, 
19 inches deep and 26% inches 
high. Has rubber casters, rubber 
cushioned feet when anchored, 
and a hidden foot bar. (For 
more information circle No. 4 
on inquiry card or write manu- 
facturer). 


PHOTO COPY MACHINE 

United States Commercial & Distribution 
Corp. 

350 Fifth Ave. 

New York 1, N.Y. 

The Danish made ‘Eskophot El Combi 
55” is a moderately priced unit which has 
exposing and developing aggregate in a 
plastic container which is immune to 
chemicals contained in the developing 
fluid. Exposure light tube is adjustable for 
intensity, and revolving cylinder is made 
of plexi-glass. Unit copies anything 


printed, written, typed or drawn, single 
or double sided in a single operation. 
Available in 9-inch and 14-inch sizes. 


(For more information circle No. 18 on 
inquiry card or write distributor). 





NEW PRODUCTS  ovtinued 


LOUNGE SEATING 


ie 


B. L. Marble Chair Co. 

Bedford, Ohio 

New line of ‘‘Perimeter’’ lounge seating 
was designed to place a contemporary 
perimeter around offices and reception 
rooms. Units shown here include the sin- 
gle seat with attached table, the armless 
two-seater, and the lounge three-seat 
unit, all together. The units available 
have a wide selection of metallic leg ma- 
terials as well as a choice of arms or par- 
titions in walnut, cane, brass, copper or 
chrome. Tables are designed to be free 
standing, end positioned or interposed. 
(For more information circle No. 7 on 
inquiry card or write manufacturer). 








LETTERING SET 








Alvin & Co. 

Windsor, Conn. 

New lettering aid named ‘Tech- 
Graph’ features a specially designed 
15-inch non-slipping guide holder. 
Includes a fully adjustable scriber 
and template scriber guide in both 
capitals and lower case alphabet 
with numerals in five most frequently 
used sizes. Instrument adjusts to 
more than 100 positions, making it 
valuable for use with maps, ad lay- 
outs, small signs, albums, multilith 
masters and mimeograph stencils. 
(For more information circle No. 6 
on inquiry card or write manufactur- 
er). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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Mouatiros 


CHICAGO LOCK Builds 
Security YOU Can Sell 



































Fit the equipment you manufacture with Chicago Locks and 
you’ve got a point worth talking about. 

They’re small, they’re strong, they’re precision-made for 
maximum security. 

You can sell that security. 

Whatever office appliance you make . . . desks, cabinets, 
lockers, strong boxes . . . in wood or metal . . . you'll find a 
rugged, smartly designed Chicago Lock or locking mechanism 
that answers your need. 





Write for your FREE copy of our cataleg displaying the entire Chicago Lock line. 








CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 
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OF REMINGTON 
PORTABLES 


SELLS REMINGTON BENEFITS! 


Demonstrations show the outstanding Quiet-riter features... 
44-key keyboard, Miracle Tab, Larger-sized Cylinder, Simplified 
Ribbon Changer, Super-Strength Frame. 
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Klemingtore. Fkarul. vencer 


DIVISION OF SPERRY RAND CORPORATION 


* 
: 


315 FOURTH AVENUE, NEW YORK 10, N. Y. 








. THE BIGGEST... powerful advertising 


campaign ever launched for Portable Typewriters during the 
first part of the year is on now. It’s pre-selling the Remington 
Quiet-riter through National Magazines and on TV. 





YOUR CUSTOMERS WILL BE SOLD 


on Remington — Remington tells them to see their dealer — Let 
them know where your store is by advertising in your town. 


SALES 





EXECUTIVE SWIVEL CHAIR 





Westin-Nielsen Corp. 

149 $. Wabasha St. 

St. Paul 1, Minn. 

Company has developed an entirely 
new line of executive seating which 
features foam rubber cushions. Chairs 
have stamped steel bases and hooded 
casters with optional satin brass or 
satin aluminum trim. Upholstery fab- 
rics include 17 top grain leathers, 10 
Naugahydes and 14 fabrics. Avail- 
able in six standard metal finishes 
plus special colors on request. (For 
more information circle No. 29 on in- 
quiry card or write manufacturer). 


BLUEPRINT-PLAN CABINET 





Midwestern Sales Corp. 

419-20 Lemcke Building 

Indianapolis 4, Ind. 

The “Commando” is a blueprint and 
plan filing cabinet said to be both 
fireproof and safe from pilfering 
Each drawer is protected by 1% 
inches of insulation between each 
drawer. Outside case has 1% inches 
of approved insulation. Entire unit is 
protected by four-point locking mech- 
anism. Yale key lock is standard 
equipment. Units are available in 
two, three, four and five drawer mo- 
dels. (For more information circle No. 
15 on inquiry card or write manufac- 
turer). 





RING BINDER 





Majestic Stationery Co. 

260 N. Third St. 

Philadelphia 6, Pa. 

Elvis Presley is the feature at- 
traction on this zippered ring 
binder with an embossed, five- 
color cover design. For the 
school trade, the binder cover 
also has an authentic reproduc- 
tion of his signature. Binder is 
heavyweight vinyl with 1%4-inch 
opening and closing booster. 
Stands 14 by 11 inches in size 
with 2Y¥2-inch expansion. (For 
more information circle No. 3 
on inquiry card or write manu- 
facturer). 


ADDING MACHINE SHORTCUT 
Facit, Inc. 

404 Fourth Ave. 

New York 16, N.Y. 

An improved model Odhner auto- 
multiplier adding machine, incorpo- 
rating a shortcut mechanical princi- 
pal capable of increasing operational 
speed up to 30%, is now offered by 
the firm. According to Facit, this is 
the first rotary adding machine to 
feature the shortcut device previously 
used widely in calculating equipment. 
With the device, the machine never 
makes more than five turns to print 
any one figure, compared to up to 
nine on a standard printer adder. 
(For more information circle No. 14 
on inquiry card or write manufactur- 
er). 


NEW PRODUCTS ‘ovtinued 


REGISTER FORM 





Royal Register Co. 

Nashua, N.H. 

Company has developed a new regis- 
ter form with large numbers for use 
by dry cleaners and laundries. This 
continuous form will facilitate identi- 
fication of customers’ garments by 
store clerks. (For more information 
circle No. 12 on inquiry card or write 
manufacturer). 


CABINET SHOP DESK 





Republic Steel Corp. 

Berger Division 

Canton 5, Ohio 

Records and other valuables can be 
locked up for safe keeping in this 
combination cabinet and shop desk. 
Has all features of company’s stand- 
ard shop desk including sloping writ- 
ing top and protective hood. Also has 
cabinet space and fully enclosed low- 
er section with adjustable half shelf. 
An additional half shelf can be added 
to increase storage area. Finished in 
olive green or gray baked-on enamel. 
(For more information circle No. 11 
on inquiry card or write manufactur- 
er). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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Tune in—tte in—for your biggest portable sales yet! 





This is the biggest portable promotion ever launched—on the 
biggest dramatic show on all television. 


Over 24% million portable prospects watch Playhouse 90 





can be every Thursday night on CBS TV. 
r his —_" . 

Rg: And what do they see? ROYAL PORTABLES with a 
s stand- personal demonstration of Royal’s exclusive features! 
ing writ- . , ‘ 
Also has Get set for a landslide. Don’t wait. Get your Royal Portable 
sed low- if ; ! 
lf shelf stocks up, up, UP right now! 
ne added 
iished in 

enamel Gg K 

No. 11 
»ufactur- portable 

Product of Royal McBee Corporation, world’s largest manufacturers of typewriters. 








BLUEPRINT FILES 





Stacor Equipment Co. 

768 E. New York Ave. 

Brooklyn 3, N.Y. 

New “‘Inter-Member”’ blueprint files 
are said to interlock and intermem- 
ber with many standard cabinets of 
other manufacturers now in use 
Files are devised to meet GSA re 
quirements and other government 
specifications for design, construction 
and finish. Drawers have coated 
fabric covers to flatten sheets and 
protect them from dust. Finished in 
green or gray hard-baked enamel 
(For more information circle No. 1 
on inquiry card or write manufac- 
turer). 


TAPE FOLDER 





Dresser Products, Inc. 
152 Wheeler Ave. 
Providence 5, R.I. 


Company’s tape file manual 
folder, model No. 1155, is hand 
operated. Designed to handle 
tapes of all types, it is especially 
useful for rapid folding of busi 
ness tapes up to 100 feet in 
length. Folding arm is properly 
arced to fold safely and all easy 


removal of tapes from the arm 
for ready filing. (For more in- 
formation circle No. 2 on in- 
quiry card or write manufactur- 
er). 


Use INQUIRY CARD 
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HANGING FILE FOLDER 





Daco Card & Index Co. 
301 Congress St. 
Boston, Mass. 


Duofold Plas-Tab’’ hanging file 
folder introduced by the company 
features expanding side and bottom 
gussets which keep loose papers in 
place and protect them from loss and 
damage. Added feature is patented 
plastic tab which can be removed or 
adjusted easily since metal rods slide 
through it. Available in both letter 
and legal size. (For more information 
circle No. 13 on inquiry card or write 
manufacturer). 


PERSONAL FILE 

Amberg File & index Co. 

Kankakee, Il. 

The Model No. 650, persona! file is 
a slightly smaller version of the new 
Model No. 850 file introduced here 
in February. The No. 650 is 12% 
inches wide, as compared to 13% 
inches wide for the larger model, and 
534 inches deep as compared to 8 
inches deep for Model No. 850. The 
Model 650 has the same _ exterior 
features of the 850, but it does not 
include the four filing compartments. 
It has set of 8 ruled vertical file 
folders and 84 gummed labels as 
standard equipment. (For more infor- 
mation circle No. 19 on_ inquiry 
card or write manufacturer.) 


NEW PRODUCTS continued 


STOCK CART 








Bay Products Inc. 

1835 W. Cambria St. 
Philadelphia 32, Pa. 

Bay stock cart, Model No. 
D1174RH-2D, is among new 
items listed by company. Cart 
stands 36 inches high, including 
casters, and has three trays and 
two drawers for use in stock 
rooms, shipping departments, or 
for mail. (For more information 
circle No. 17 on inquiry card or 
write manufacturer). 


RECORD FILE 





Schwab Safe Co. 
Lafayette, Ind. 
Fireproof record file, No. 1913, 
is equipped with a Yale com- 
bination lock and has 25 hang- 
ing folders. Designed for safe 
storage of important records and 
papers. Has full 1%-inch wall 
of fireproof insulation. File is 
2214 inches long and 16% 
inches wide. It weighs 110 Ibs. 
(For more information circle No. 
22 on inquiry card or write man- 
ufacturer). 


Back Cover) or Write Direct to Manufacturers 
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ALL-TIME 
PROFIT CHAMP 
IS EASIER TO 

SELL THAN EVER foam munoen 


DOES IT! 


No Take a look at that seat cushion. No 
fillers, sheets or bonded materials. 











new 
— Just deep, molded virgin foam rubber, 
GING > ~ 
aaa That's what we mean by Quality. 
stock 
's, OF 
ation 
rd or 
~ 
é 
f C-1500 Executive 
Swivel Armchair 
c-1510 
Side Armchair 
More men have found comfort in the C-1500 than in any other office 
1913, chair. It’s the business man’s favorite and a fine profit item. Now, with 
oo the foam rubber seat, the C-1500 line has more comfort and more sales 
an A , ; a a 
: “3 appeal than ever, at no increase in price. Welded steel construction. 


is and Flawless finishing. Wide choice of distinguished upholsteries and LI — 
Regen colors. Matching side chair, side armchair and swivel chair. Also (a) D = 
16) . C-1500A series with wider arms. The C-1500 is part of the complete Tl ri nm 


10 Ibs Harter line that’s always quality-built and consistently nationally adver- STURGIS MICHIGAN 


le No. tised. If there’s no Harter dealer in your area, drop us a line. 
ere CHAIRS 


> mon- 
HARTER CORPORATION, 325 Prairie e Sturgis, Michigan 


In Canada: Harter Metal Furniture Ltd., Guelph, Ontario 








DICTATING MACHINE 
STAND 





Badger, Inc. 

LaCrosse, Wis. 

New Model No. B150 is the latest 
Luxco stand built and designed 
for use with dictating machines 
Stand is portable and has full 
storage space for correspondence 
and supplies. Brackets for micro- 
phone and foot pedal cords are 
added features. Adhesive-backed 
metal square top retainers are 
furnished with every stand. They 
can be placed on top to hold ma- 
chine in place. Shipped knocked 
down. (For more informetion cir- 
cle No. 31 on inquiry card or write 
manufacturer). 


PROGRAMATIC TAPE-CARD 
PUNCH 





Commercial Controls Corp. 

Friden Calculating Machine Co. 

One Leighton Ave. 

Rochester 2, N.Y. 

New Friden ‘’Flexowriter programatic 
tape and card punch connects with IBM 
026 or 024 unit to produce any style of 
typed document, from manual to automat- 
ic, and at the same time create a by- 
product punched paper tape and tabulat- 
ing cards simultaneously. The FTCP-8 is 
used in applications such as sales orders, 
invoices, production orders or the like 
(For more information circle No. 30 on 
inquiry card or write manufacturer). 








Use INQUIRY CARD (Inside Back Cover) or Write 


EXECUTIVE CHAIRS 

Taylor Chair Co. 

Bedford, Ohio 

New upholstered office twins were 
designed for the executive office to 
bring “‘living room ease into the 
busiest executive life. Chairs feature 
walnut frames and leather upholstery. 
New models are lowslung, lightweight 
and scaled to fit into small office 
spaces. (For more information circle 


No. 32 on inquiry card or write man- 
ufacturer). 





NEW PRODUCTS covtinued 





SPIRIT DUPLICATOR 
Du Prints, Inc. 

1502 S. Main St. 

Los Angeles 15, Calif. 


New “Dupli-Queen’’ 


model 
has been added to company’s line, 
making a total of five now available 


electric 


in both manual and electric. Two 
safety features are incorporated in 
this model. One is a power cutoff 
when cylinder stops, and the other 
is prevention of motor burn-out be- 
cause it cannot be left in operation 
when machine isn’t in use. (For more 
information circle No. 33 on inquiry 
card or write manufacturer). 








Paper Mate Co., 444 Merchan- 
dise Mart, Chicago, I!I|.—now 
offers a double unit display of 
the Paper Mate Capri and the 


Tu-Tone featured with the 
“Piggy-Back”’ refill for both 
styles. (Inquiry Card No. 121) 




















Cel-U-Dex 
N.Y.—is offering Crown Tip in- 


Corp., Brooklyn 1, 
dex tabs in a new packaging 
The unit is a transparent packet, 
heat-sealed on four sides, con- 
taining two six-inch lengths. Sets 
of five packets are packaged in 
cellophane-wrapped containers 
containing a total of five feet. 
(Inquiry Card No. 126) 


Leathercraft, Inc., 2320 S. Western 


Ave., Chicago 8, Ill._—offers a re- 
vised 1957 edition of the Leather- 
craft sales manual. Included is a 
complete selection of swatches of 


leather and other case material. (In- 
quiry Card No. 122) 


Direct to Manufacturers 
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ast folders as 
essibie as the first 


NOTE: 





TING COLORS: Above 


e new, popular shades of Mist 
sle Gray at no additional —_ 


files are available 





COLE’S New ... improved 


FULL SUSPENSION FILE 


No. 204 $47 > orive GREEN OR COLE GRAY* 


No other file at this low price has this really full suspen- 
sion. 25% more filing capacity. The last folders in these 
files are as accessible as the first. Smooth gliding draw- 
ers, spring compressors and guide rods. 







FOUR DRAWER LETTER SIZE 
14%" wide, 52%" high, 2658” deep. 
No. 204 $47.50 

LEGAL SIZE 1734" wide, 52'4" high, 
265%" deep No. 504 $57.50 


Plunger type lock that automatically 
locks all drawers $9.00 additional. 


TWO DRAWER~> 
LETTER SIZE 

Desk High, 14%" w. 
24” d. No. 202 $37.00 
LEGAL SIZE...17%4" w 


No. 502 $42.00 
Lock that locks both 
drawers $4.95 additional. 














THREE DRAWER 
LETTER SIZE 
1434” w, 40” h, 2658” d. 


SAVE VALUABLE 
FLOOR SPACE > 


Use 5 drawer files 








No. 203 $46.00 (as illus.) where 
space is scarce 

LEGAL SIZE 17% wide. and save 25 

No. 503 $53.95 


your of@ go 
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“SECRETARY” Chair 


minates fatigue 
ind corrects im- 

ice proper posture. Five 
sain * way adjustment. All 

on bearings. Thick 
» rubber uphol- 
ed with DuPont's 
mous “Fabrilite.” 








hed aluminum 


re \: me. One piece 
» base equipped 


with "kick plates. Seat 
93," 
x2 


x 14 


1810 sian 





“STENO” Chair 


ces office fatigue 


tip controls and 
ed foam rubber 
ion. Adjustable 
height, top bear- 
esters. Seat size 
Sx 13%” x 2”. 


15 $29.95 4 





Visit our display at the NOFA Convention, New Orleans, March 28-31 


“EXECUTIVE” Arm Chair 


Colorful, impressive, the last word 
in beauty. Brushed aluminum, satin 
smooth frame and 


base. Tilt seat with ad- 
justable height. Smooth 
rolling ball-bearing 
casters. Seat size, 
19%" x17 x 234", 


No. 2550 $79.50 


Junior “Executive” 
Same as above but 
made entirely of steel 
instead of aluminum. 
Smartly covered with 
DuPont's “Fabrilite”. 
4 colors only 





Brown, 
Green, Gray and Wine. 


i 
No. 2825 $59.95 rh 
2810 and 2550 chairs are available in the following 


Oak Leaf Green...Wine...Saddle Tan 
Sapphire Bive...Coral... Apple Green 


Nos. 
colors: Granite Gray... 
Brown...Terra Cotta... 
Russet. 

Nos. 2815 and 2825 chairs are available upholstered in 
Brown, Green, Gray and Wine. 


SEND FOR OUR LATEST CATALOG 


































































STEEL BLUEPRINT CABINETS 


Provides protection for blueprints, art work, 
engravings, maps, etc. Drawers glide 
smoothly and quietly at a mere touch. Rear 
hood protects contents. Green or Cole gray. 
5 DRAWER UNITS 

Inside Drawer Outside Cabinet 
No. W. ona” D. W. H D. 
4030 37” " 25” 404,” 153/,” 


Price 
28%," $98.00 
16.50 


30-B Base - an . ~s ; 

4332 43” nak " 15%," 35%” 124.50 

433-8 do binet, 71/5” high 17.50 
5 2V," 53%" 154," 414%,” 149.00 


* Base for ae cabinet, 1y,. high 21.00 


_11 DRAWER UNIT 
2526 27%," 2%" 25%," 29," 40" 2654" 89.95 
















your VALUABLES 
and VITAL PAPERS 


A dial lock secret vauit, 
know the 


only you 
combination). Plus 
three full suspension 


letter files. Heavy steel. 


1434" w, 5214" h, 2658” 
d. Green or gray. 
No. 2004D... $72.50 


With add'l. plunger lock 


that locks all drawers, No. 2004DL $82.50 





SAFETY 
CABINETS 
with lock 
Supplies stay 
neat and 
orderly. 
Prevents 
petty 
pilferage. 


Adjustable 
shelves. 





No. 3491 


Green or Gray 


No. W H D. Price 

200 14%,” 29," 24” desk height ........$25.50 
800 30 40° 265%,” counter height... 59.00 
349L 301," 37," 17” low counter hgt. 45.00 


~ COLE steex equipment CO., INC. 


NEW YORK 415 MADISON AVENUE. « 


CANADA ;;° 





NZ 














“Non-Skid”’ top 
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Spring 
action 
button 
controls 
drop leaves 




















Lever 





rs 


No. 779 $4495 


“AMRPUR Stand — ae or office. 
for nt in the family. Drawer for on li 


books. Opens up to 39” x 17”, roe 
Heavy gauge steel. Olive Green o; Hae» 
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“POSTURE” Chair No. 2810 


Brushed aluminum. Five way adjustment. Foam rubber cov- 


ered with Du Pont’s ‘Fabrilite.”” Steel base $39.95 


Green, Gray, Brown or Wine. 











ga 1621 $102°° 


SPACE SAVING DESK 


Three letter files with spring compressors, two double card 
drawers for 3 x 5 or 4 x 6 cards (7200 cap.), plus a conven 
ient arm rest. Heavy steel, desk height, 5412’ wide, 251’ 
deep. Mist Green, Olive Green, Desert Sand, Cole Gray 






ons: yO 
oF er tort 


HEAVYWEIGHT 


= “All-Purpose” Stand... 


The best protection for costly electric bookkeeping machines or 
typewriters. Protruding leaves for operator comfort. GX 


books or personal belongings. Heavy gauge ste 
welded. Cannot tip or tilt. Ball bearing ca epee 
the flip of a lever. Stand wil G ¥ ever is set. 
Leaves open up | to 4842‘ at ave gh. Non-skid top holds 
machine firml nace en closed: 18’ deep x 20” 
wide. Oliv or Cole Gray baked enamel finish. 


AYS FRE 40%" 


Because w s EC designed stand for heavy 






















es is the ade, we offer to send it to 


n approval f 4 











ORAGE CABINET 

This full size cabinet is 
a fine office addition. 
Dustproof, made of 
heavy gauge steel. Pro- 
tected by strong doors 
with a two way lock- 
ing device controlled 
by a paracentric lock. 
76" high, 36” wide, 
18'%4‘’ deep. Olive 
Green or Cole Gray. 
No. 76 $59.95 


SLIDING DOOR 

CABINET 

Same as above but 

with sliding doors. 

For use in close quar- 

ters. No swinging doors 

to block aisles. 

76” h, 36” w, 1934” d. 
No. 7636 $69.50 


As above with lock, No. 7636L $76.00 
Additional shelves for the above cabinets $4.25 each. 








No. 756 


$3995 


SALESMAN’S DESK 


Ideal for salesmen or students or where space is scarce. 
Four big drawers, arm rest, private compartment under 
lock and key. 40” wide, 18” deep, 30” high. Olive green 
or Cole gray baked enamel finish. 


















The ‘“‘PRESIDENT’S” F 
Four full suspension lett 
two drawers for 3 x 5 off N 
cards (6400 capacity) used! 
tracis or cancelled checks. 
secret vault with 4” dial lo W. 
bly protected by extra outey 34” 
under lock and key. Heavg 34” 
3212” wide, 3712" high, 19§ 36” 
Olive Green or Cole Gray, 301/,” 
No. 475 § 


The ‘“‘“MERCHANT’S” 
2 letter files, drawer for 
4 x 6 cards (3200 cap.) 
cret vault and storage spe 
protected by an outer dog 
lock and key. 30%” w, 
17” d. Mist Green, Olive IDER 
Desert Sand or Cole Gray.h label 

No. 13709 on | 


rawer 
With plunger-type§ 133 é 
No. 1370PLEK whi 


LOCK: 


all drawers 





Above cabinets available in 
Walnut Mahogany, Blonde 
Knotty Pine finishes $15. 


























Prices slightly high 

















sé a 
COLE’S 


No. 


1702—1 letter drawer, 
No. 


STANDARD COLORS: 


- SEND FOR OUR LATEST CATA 


‘GZ cultue LINE OF 


These beautiful desks of tomorrow will greatly improve 
pearance of your office. Styled by foremost craftsmen to 
most discriminating taste. They create an atmosphere 
increase your prestige with clients and employees. 

constructed of heavy furniture steel. Beautifully covered 
grade linoleum attractively trimmed with a fine aluminum 


MODERN OFFICE 


1700—1 letter drawer, 4 box drawers (55"x24”’) 
1701—2 letter drawers, 2 box drawers (55x24”) 
4 box drawers (60’'x30’’) 

1703—2 letter drawers, 2 box drawers (60’x30’ 


1707—1 letter drawer, 
No. 1708—Three box drawers (42’x24’’) 


1 box drawer (42’x24”) 


Desert Sand, Mist Green, Olive Green or Cole Gray baked 







Zz 


Stter fil 
4), secre 


Sve cabi 
1878 


Ager-typ 


OLE sree EQUIPMENT CO., INC. 





Cole’s “MODERN” File 

A filing cabinet, storage 
cabinet and secret vault all 
in one. 3 full suspension 
letter files and 2 drawers 
for 3x5 or 4x6 cards (6400 
cap.) also for leases, con- 
tracts or cancelled checks. 
Plus 3 storage compart- 
ments under lock and key. 
30%” w, 51%” h, 17” d. 
Heavy steel, green or Cole 


some (Hes sree 


HELVING UNITS 


, vy steel, 50% more 
SAR) acity than standard 
ts, yet costs less than 
d. Adjustable shelves on 
centers; can be raised or 
ered, or shelves added. 

ae en or cray. 

























& S| 
a = 4m j gray No. 991 $87.50 
q : LETTER SIZE—as above but 
- ? | with a fourth letter file re- 
pS aie + placing the two index card 
{ 2 I drawers No. 990 $84.95 
7 tt _ A LEGAL SIZE—Same as No. 
VENTS” Fig 1 990 but with legal size in- 
ension let <€2-No. 7512 Units $48.35 a of pom ae 
a 8a SE ED ——_— 2 Ww, /2 ’ , 
pacity) used AIT wae UNITS (CLOSED) 3-No. 8712 Units Ne. 1090 $89.50 
Med chose eats in PRICE PER UNIT—. Add’! $119.85 Above with plunger-type lock 





that automatically locks all drawers . . . $11.00 add’l. 


(les 


SPACE SAVING DESKS 


For use where space is at a pre- 
mium. Has two full suspension letter 
file drawers. Sturdily constructed of 
heavy gauge steel with beautiful 
aluminum trimmed linoleum top. 
These desks are available in Mist 


th 4” dial Ie W. H D. Ea. Unit 1 Unit 3Units 6 Units Shelves 
y extra outey 34” 97” 12” Six $40.95 $39.95 $38.95 $3.25 ea. 
4 key. Heavg 34” 97” 18” Five 47.00 46.00 45.00 4.25 ea. 
Vo" high, 199 36” 87” 24” Five 62.25 61.00 59.95 4.95 ea. 
+ Cole Gray. 30,” 49” 9%,” Four 25.95 25.65 25.35 2.95 ea. 


No. 475 § SHELVING UNITS (OPEN) 
Shelves 
in PRICE PER UNIT—, Add’! 
W. H D. Ea. Unit 1 Unit 3Units 6 Units Shelves 
36° #75" 12” Six $24.65 $23.65 $22.00 $2.95 ea. 
36° #75” 18° Six 27.75 26.45 25.50 3.50 ea 
F 4 ’ Six 33.95 32.95 31.95 4.95ea 
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= 
—_ CABINET Green, Olive Green, Desert Sand 
- 360 Compart- $ 50 or Cole Gray. 
- ment Capacity. No. 1721 67 
“ Pays for itself in G SPACE SAVING SIZES 
esa safe-guarding i ide High Deep Price 
we tools, catalogs, 1 34” 29” ges $67.50 
ie printed matter, : ’ \ 1721-A 34” 29” 265%" 75.00 
Mjetc. Inside draw. 2__ all i ail 1721-8 40° 29” 19%”........ 71.50 
er: 856" w, 294" rT le withthese double 1721-C 40” 29” ) ee 79.25 
4ANT'S” oe a 0 ste aacht an 1721-D 58” = 29" 19%" 77.50 
lrawer for oats Sake : the 1721-E 58” 29% 26%” 87.50 
200 cap.) p 4. H thr? drawer Above desks, legal instead of letter size drawers, add $5.00 
a $12.00 Add 
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3012" w, 
sreen, Olive¥IDER PARTITIONS, ove wi ak 
Cole Gray.h label holders (Fey ust- ae 
» @ wer, 
No. 1370! ©” cente set divides maiing 99 \Y V. ” 
" wer fe 3 compartments. partment DESK ’ n FILE 
lunger-type . 133 65e per set (two to a set) No. 331 A retractable desk...a safe for val- 
No. 1370PLEK which will lock all 33 drawers, No. "ip: vables . . . drawers for checks . . 
aad files for letters . . . shelves for books 
avai o and drawers for index cards. A com- 
jany, OnCeme | t t | ffi ll 
plete steel office a tect 
rishes $15.4 THE d protected by two 
oors under extra lock and key. 
“EXECUTIVE” 32%” wide, 60” high, 19” deep. 
FILE 
OFFICE No. 1093 *P1Q creen on cray 
improve ; 3012” wide 
37%” high 
men to 17” des SPECIFICATIONS —_ inside Dimensions 
sphere ft P Wide High Deep 
Top Vault 16” 8” 16” 
syees : P uv 
Y COLORS: Shallow Drawers 133%” 2” 16” Ss 
covered Mist Green, . —= 
: : Olive Green Card Drawers 6%" 4%" 16” 
luminum ¢ seal Check Drawers..1214” 44" 16” 
Cole Gray. : Letter Drawers 1212” 10%” 16” 
Grained Walnut, Blonde Oak, Gl y 
No. 1478 $62.75 Mahogany or Knotty Pine c= 
Btter files, 2 drawers for 3x5 or 4x6 cards (6400 $20.00 additional. i — . 
42''x24")...®), secret vault and storage space under lock and key. All P ap 
bi , ‘ your important papers = > f 
Reve net with legal instead of letter size drawers, at your fingertips. The retractable a, |) = 
bed ~- $69.95 desk glides in and out by 
Gray bake Ager-type lock that locks all drawers, $7.50 add'l. on roller bearings. 4 A )\ 
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INSIDE DIMENSIONS 

No. Wide 

*1513 10” 
1514 «1 «*15"—sd” 


High Deep 
134," 11” 


’” ” ” 


1515 -12”—O*WB 12 





FIRE 
INSULATED 
STEEL SAFES 


For protection 
against fire for 
1% hrs. Reduces 
the cost of bur- 
glary insurance. 


Cole Gray finish. 


*As shown but an 
open shelf re- 
places the inner 


OUTSIDE DIMENSIONS 


Wide High Deep Price 
4," 193/,” 15¥,” $74.50 
1S” 21%," 1534" 99.50 
16° 244," 16%," 134.50 








No. 20X 


$5995 


No. 10X. Same as above 
but with two storage com- 
partments for personal 
use, which replace vault 
and file cabinet. Olive 
Green, Mist Green, Desert 


Sand or Cole Gray. 


No. 10x $4995 


Above cabinets available in Grained Walnut, 
Mahogany or Knotty Pine $12.50 additional. 


Top quality “RECORD-CARD” files 
at rock bottom prices... 







No. 323 


COUNTER HEIGHT 


Contains two letter size 


4x6 cards (8000 cap.), 


Olive Green or Cole Gray finish 
With plunger type lock for all drawers 


Three ball bearing, full suspension 
letter drawers plus two double draw- 
ers for 3x5 or 4x6 cards (8000 cap.). 
Heavy gauge steel, 1434” w., 5214” 
h., 265 deep. Green or gray. 

No. 323 $69.50 


With plunger lock for all 
drawers. No. 323PL $79.50 


DESK HEIGHT 

letter size 
drawer, two drawers for 
3x5 or 4x6 cards (7200 
cap.), plus a sliding shelf. 
14%” wide, desk high, 
24” d. Green or Gray. 
No. 321 $47.50 


Plunger type lock for all 
drawers. No. 321PL $56.50 


Contains one 


drawers plus two drawers for 3x5 or 
14%" wide, 40” high, 265s” deep. 
No. 322 $59.95 
No. 322PL $68.95 





CHECK-DRAFT File 
9 drawers for rec- 
ords up to 10” 
wide x 414” high. 
12%” w., 52%" h., 
265s" d. Green or 
Cole Gray finish. 

No. 1209 ...$77.50 


With plunger lock that 
automatically 
all drawers. 


locks 


$11.00 





Cole’s 
TELEPHONE TABLES 


A secret vault, a full sus- 
pension letter file, both 
protected by outer door 
under lock and key. Lino- 
leum top with aluminum 
edging. 
high, 19” deep. Olive 
Green, Mist Green, Desert 
Sand or Cole Gray. 


19” wide, 30%” 











RECORD-CARD File 
9 double drawers for 
3x5 or 4x6 cards 
(36,000 cap.). 14%” 
w., 52%" h., 2656” d. 
Green or gray. 

No. 1234 $82.50 
COUNTER HEIGHT 


As above, with 6 draw- 
ers (24,000 cap.). 1434’ 
w., 40" h., 2656" d. 


No. 1244 $72.50 
Plunger lock for all 
drawers add $11.00 





(oles PORTABLE DESK FILES... 


The answer to the busy executive's 
prayer. A work organizer and a pull 
drawer letter file combined, which 
will keep private papers really pri- 
vate. Upper compartment with lift 
cover for visible records, under lock 


No. 
854 — Letter Size 
858 — Legal Size 


* Grained finishes are: Walnut, Mahogany, Blonde Oak and Knotty Pine. 
$2.95 add'l. 


Extra lock for lower file drawer 


Dimensions: Portable Desk Files... 


LETTER SIZE No. 854 


Wide High Deep Wide High Deep 
Upper section few 13” 10%” 24%” | 16” 1034” 24%" 
File drawer 12%" 10%” 24%" | 15%” 10%” 244" 


Prices slightly higher 


Green or Gray]|Grained Finishes x 


and key. Lower filing drawer glides 
smoothly on a ball bearing double 
cradle suspension. Equipped with four 
swivel casters, spring compressors and 
guide rods. Heavy gauge steel, olive 
green or Cole gray finish. 3012” high. 


$47.95 
$62.50 


$57.95 
$72.50 


LEGAL SIZE No. 858 





No. 354 9479 





SEND FOR OUR 





“COMBO” UNIT> 
LETTER SIZE 

Two letter size files 
on a sanitary base. 
14%" wide, 30/2” 
high, 16” deep. 
No. 700...$28.75 
LEGAL SIZE 

1834" wide, 3012” 
high, 16” deep. 
No. 701... $33.75 
Green or Gray 





«CARD AND 
LETTER File 
Two letter 
two 4x6 
drawers 
cap.) and a 
1434” wide, 
high, 16” 
No. 702..§ 
LEGAL SIZE 
As above by 
size, with 5 
drawers. 18 


No. 703..§ 
LOCKS for above, $2.75 additional per 





(les STEEL WALL UN 


!M Practical 
“ Ornamental 


M Economical 


Made of heavy gauge 
steel yet costs less 
than wood. Contains 
27 drawers (9 x 34" 
x 12”), overall dimen- 
sions: 3012” w, 87” h, 
13%’ deep. Shelves 
are 30” x 9”, adjust- 
able on 2” centers. 
Beautifully finished in 
olive green or Cole 
gray baked enamel. 

No. 586 $75.95 


eee FR aR 


Same as above but 
with drawers 16” deep, 
instead of 


No. 587 


12” deep. 
$79.95 





Additional shelves for above $2.95 


rn Waste Space 
. into Valuable Space 


Lower unit with 3 ad- 
justable compartments 
under lock and key. 
3012" wide, 87” high, 
17” deep. Shelves in 
bottom cabinet 30” 
wide x 16” deep. 
Shelves above cabinet 
30” wide x 9” deep. 
Olive Green or Gray. 
No. 582 $69.95 


Same as above but 
75” high and allf 
shelves 30” wide xf 
16” deep. 


No. 583 $74.50} 


Additional shelves are 


available for the above 
cabinets. 


LATEST CATALOG 





OLE steet EquipmENT CO., INC. 


NEW YORK 415 MADISON AveNUE « CANADA 3294 


STEEL INTERNATIONAL, LTD 
JFFERIN STREET 


TORONTO, ONTAR 
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W. A. Sheaffer Pen Co., Ft. 
Madison, lowa—has a new 
revolving display merchan- 
jiser offering a ready se- 
ection of cartridge pens, 
ball point pens and pencils 

four panels. Each panel 
holds 24 units. Merchan- 

er is 19 inches high. (In- 
quiry Card No. 125) 


New Catalogs 





Maple Leaf Mfg. Co., Inc., 
Empire State Bldg., New York 
1, N.Y.—has a new illustrated 
catalog that has been com- 


pletely redesigned and more 
fully illustrated for greater 
ease of readability. Many new 
items are listed. (Inquiry Card 
No. 101) 


Homer B. Brown Co., 1718 
Church St., Nashville, Tenn.— 


has published its 1957 catalog 
and price list covering post 
binders, storage binders and 
ring binders. Catalog is illus- 
trated in full color. (Inquiry 


Card No. 107) 


R. C. Allen Business Machines, 
Inc., 678 Front Ave., N.W., 


Grand Rapids, Mich.—has a 
color catalog sheet showing the 
new two tone ‘’Visomatics” as 
well as a mailing size brochure 


for use by dealers. (Inquiry 
Card No. 108) 
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All-Rite Pen, Inc., Hacken- 
sack, N.J.—has marketed a 
colorful new blister pack 
containing two retractable 
ball pens. Designed for im- 
pulse sale appeal, the pack 
also. provides protection 
against pilfering. The packs 
are made for a counter dis- 
play tray. (Inquiry Card No. 
124) 





Marnay Sales Div., Rockaway 
Metal Products Corp., 1270 
Broadway, New York 1, N.Y. 
—offers a new catalog, No. 1- 
57 on the “Partitioner’’ for 
floor planning. Catalog, in 
color, contains much informa- 
tion on planning. (Inquiry Card 
No. 104) 


Bey Products Inc., 1835 W. 
Cambria St., Philadelphia 32, 
Pa.—is distributing its latest 
catalog featuring material han- 
dling products, steel shop 
boxes, bins, cabinets and many 
other units. (Inquiry Card No. 
103) 


Evans Specialty Co., Inc., 1800 
E. Grace St., Richmond 23, Va. 
— is now distributing a new 
catalog, “Evans Office Ajids’’, 
to dealers for use by their cus- 
tomers. (Inquiry Card No. 106) 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 


——_——-_SALES STIMULATORS 








Eberhard Faber Pencil Co., 
Crestwood, Wilkes-Barre, Pa.— 
now has a new merchandising 
aid, No. 167 Eraser Display 
Cabinet, designed to combine 
sales with storing ease. The dis- 
play shows each eraser in the 
stock cabinet. The units come 
packed with 174 erasers in 15 
of the most popular commercial 
numbers. (Inquiry Cerd No. 
123) 


The Globe-Wernicke Co., Cin- 
cinnati 12, Ohio——has pre- 
pared a new 40-page catalog 
which is both a consumer man- 
ual and catalog listing of the 
Safeguard filing systems and 
supplies. Five basic systems are 
illustrated. Also available is a 
full color mailing brochure 
which tells the Safeguard story. 
(Inquiry Card No. 105) 


The Sikes Co., Inc., 20 
Churchill St., Buffalo 7, N.Y. 
has recently issued a catalog 
sheet in two colors featuring on 
one side an executive posture 
chair No. X155 and on the 
other side a contemporary 
styled executive posture chair 
No. X157. Both styles include 
matching chairs. (Inquiry Card 
No. 102) 
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Introducing our new “Director” Series! 





Eleven big ads in eight important magazines 


--- all through May and June! 








®@ Gangway! Here comes the biggest sales promotion in Cosco Office Chair 
history! Spearheaded by four-color, double-page spreads in May Fortune 
and May 25th Business WEEK, supported by a half-page in June Fortune, 
and two-thirds-page ads in May and June Manacement Metuops, May 
Mopern Orrice Procepures, May 10th U. S. News & Wortp Report, June 
issues of Nation’s Business and Dun’s Review & Mopern Inpustry, June 
10th Newsweek and June 22nd Business Week! What a sensational send-off 
for Cosco’s new “Director” Series Chairs . . . and what a great chance for 
you to rake in extra Cosco sales and profits, all through May and June! 


Tie in with this full-color, double-page spread 
in Fortune and Business Week! Order free 








promotion kit...today! 


All Cosco dealers will receive, free, a 
giant tie-in sales kit containing a full- 
color reprint of the ad shown here in 
black and white, plus an ad mat catalog, 
TV and radio commercial scripts, and 
samples of colorful direct mail material. 
A special de luxe kit is also yours for the 
asking! This contains a lighted “shadow 





box”’ display in full color, a blow-up of 
our big consumer ad, six self-adhesive 
“come in and see” footprint cutouts for 
your entrance, and a window display sug- 


gestion sheet. Send for this free kit 
today, and be sure to check up and stock 
up... to make “Operation Impact” your 
biggest, busiest Cosco sales season ever! 
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In Other Lands 





Notes and News From British Isles 


By S. E. Rhodes Lancashire Press Agency, 
277 Corn Exchange Buildings, Fennel Street, Manchester 4, England 


Manchester, February 1 
@ Readers will recall that the Office Appliance & Business 
Equipment Trades Association some time ago began the pub- 
lication of “The Manual of Modern Business Equipment”, 
available for business firms to help them plan the layout of 
their offices. 

As a result dealers, I understand, have been able to make 
valuable contacts with firms in their areas because of the 
introduction afforded by this publication. 

In the past I have referred to the various booklets which 
have been issued, and now another four have reached me. 
These are Nos. 18-22 inclusive. The first deals with “Metal 
Equipment for Office and Works”; No. 19 discusses “Steel 
Office Furniture”; then comes “Ancillary Machines and Equip- 
ment for Shops, Offices and Works”; and the last of the four, 
“Mail Room Equipment.” 

Some idea of the scope of these booklets may be gathered 
from the contents of No 18, for instance: partitions, industrial 
shelving, factory equipment, pallets and stillages and lockers. 

“Steel Office Furniture” likewise is comprehensive in its 
particular field, discussing filing equipment, furniture, mis- 
cellaneous accessories and storage equipment. 

Not the least of the value of these booklets is that at the 
end of each the reader finds a directory of suppliers from 
whom more detailed information can be obtained. As I ex- 
plained earilier, many a dealer has cause to be thankful for 
this approach, because “out of the blue” he has received an 
inquiry from a firm, probably one unknown to him, asking 
for details relative to equipment, and he is thus able to effect 
a sale. 


Experts Contribute Knowledge 

The association responsible for these invaluable publications, 
points out that the whole is “based upon an entirely new con- 
cept, unlike any hitherto published work of its kind. It is 
unique in the fact that it is not the work of a single author; 
it is the product of many months of close and impartial 
collaboration by the foremost authorities in the office appli- 
ances business equipment industry, namely, the directors and 
top executives of companies who are acknowledged experts on 
the subject. 

Reference is made in the section dealing with filing cabinets 
to the device which is now generally incorporated to prevent 
loaded drawers rebounding when closed. Another feature of 
some cabinets is a flush base, this having been designed to 
avoid damage to the floor covering. 

It is perhaps not often appreciated by the dealer, at least 
in Britain, just what demand there is for storage equipment in 
offices. Steel shelving has been developed to such an extent that 
it is suitable for every office storage requirement. 

In connection with mail room equipment, some interesting, 
snappy “aids” for dealers are given, so that they have good 
talking points for customers. 


Many Examples Quoted 
An example quoted is: if six departments are waiting for 
mail and there is a delay of some 15 minutes after the starting 
time for the day, before the mail is on the desk of the execu- 
tive in each department, then 90 minutes of those executives’ 
time is lost, since it is normal for the executive to wait for the 
mail to arrive before commencing the day’s work. 
In the evening, of course, a post missed might well mean an 
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Redesigned . stationery store of Waterlow & Sons, Ltd., 
Brown St., Manchester, England. 


order lost and if a certain plane or ship has to be caught for a 
distant destination, a serious delay could be set up. 

These little simple examples do help to bring home to users 
the need for modern equipment, and of course dealers who 
bring out these homilies are usually the ones who receive the 
orders. 

Salesmanship is now “back” and consequently things are 
having to be sold. There isn’t a list of customers waiting on 
the doorstep to be told what they can have. This latter has 
been the case until some few years ago in Britain, but with 
nearly 300,000 unemployed at the present time, office equip- 
ment is, like all industries, “feeling the draught” insofar as 
home sales are concerned. 

But in the export fields, apparently as far as values are 
concerned, sales continue to increase. In the first 11 months 
of 1956, according to the latest figures issued by the Office 
Appliance & Business Equipment Trades Association, ship- 
ments of office machinery alone amounted to £14,894,115 
compared with £14,789,935 in the full 12 months of 1955, 

* 

Percy Jones (Twinlock), Ltd., of Beckenham, is “very 
pleased indeed” with the reception the new Sabre-Prong binder 
has had from the trade. Briefly, the Sabre-Prong can be made 
up in small quantities from one upwards, using the standard 
metals, with a maximum sheet width of 18 inches x 16 inches, 
This is an indication of the service which is available to the 
dealer. 

Sabre-Prong binders of special depth or gauge can be made 
in quantities of not less than 100. 

i 


As I write, two trade fairs are due to be held. One, organized 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvyd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 
same desire to serve. 
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THE ART METAL DEALER is spared the pangs of “‘short-lineitis."” He needn’t lose an 


order—or even part of it—for lack of the right line, the right model, or the right size. 


anized , , , . 
Wherever office equipment is needed he has a prospect. That’s because Art Metal has 


the most complete line of fine steel office desks, chairs, files, El-Units and 
accessory furniture ever developed. Coordinated in styling. Designed for 
function. Built with integrity. New lines are added as the need is foreseen. 


Profitable sales and valuable repeat orders are the 
fruits of advantages like this in the Art Metal franchise. 
Art Metal Construction Company, Jamestown, New York. 


The trade mark with a meaning 
in the world of office equipment... 
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by the Stationers’ Association of Great Britain, is scheduled 
for Brighton, on the South Coast. I understand that bookings 
have been heavy and that all who wished to exhibit have not 
found it easy to obtain space. 

The other Fair is that sponsored by the well-known trade 
paper, National Newsagent, Bookseller, Stationer. Here again 
bookings have been heavy and both fairs indicate the grow- 
ing desire of most firms in Britain these days to “invest in 
exhibitions”. 

One exhibitor, indeed, told me that he considered it the 
“cheapest form of advertising.” Naturally exhibiting does not 
rule out press advertising, but there is no doubt a good display 
at a trade fair can be very effective indeed — because the 
people who go to such fairs are interested in buying. 

s 


The future of the trade in Britain is fraught with more 
anxiety at the present time than any period since the war, 
and there are indications that many dealers now in business 
will not be so in a few years from now. Those shops which 
have maintained themselves in an efficient state will, of course, 
survive in what appears to be a coming economic blizzard. 


Suez Crisis Felt 

The Suez crisis and difficulty of oil supplies has, of course, 
hit Britain hard, and although she may “get by” not too badly, 
certain industries are badly affected. The motor industry, for 
example, is one where short-time working is prevalent, and 
over all, the purchasing power of the people in Britain has 
been reduced drastically. 

It is clear that there will be less “money to spend” and 
therefore stationers are inclined to look round and see what 
other quick-turning lines they may stock. Reference has been 
made to the enormous spread by stationers of sales of greetings 
cards. Few have regretted this change-over. 

It may well be that other smaller, easier-moving lines may 
be stocked by more stationers in the not-too-distant future, 
as well as dealers of larger items of office equipment. 





Two Vice-Presidents Appointed 
By Royal McBee International 

J. C. Hussey and A. F. Niendorff have been named vice- 
presidents of Royal McBee International, D. B. Starrett, 
president, announced. Mr. Hussey, formerly director of ex- 
ports, becomes export planning director. Mr. Niendorff con- 
tinues as European director with headquarters in Frankfort, 
Germany. 

Joining Royal in 1923 as a correspondent, Mr. Hussey later 
became assistant manager of the foreign department, vice- 





A. F. Niendorff 


J. C. Hussey 


president and manager of Royal Typewriter Co., Ltd. in 
Canada, sales manager of the overseas division, and director 
of exports, the post he held before his new appointment. He 
will make his headquarters at the corporation’s New York 
City offices at 2 Park Ave. 

Before the merger of Royal Typewriter Co. and McBee 
Co., Mr. Niendorff was connected with the latter company. 
He was appointed assistant to the president of Royal McBee 
International in 1956, and became European director later the 
same year, the post in which he will continue as a vice-presi- 
dent. 
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Australian News 





W. BEECHAM, Correspondent 
Box £256, G.P.O., Perth, W.A. 


During the nine months ended March 31, 1956, Australia 
purchased office appliances valued at £1,800,000 from the 
United Kingdom. It is now announced that import cuts are 
to be eased, not only in sterling business but also in trade 
with dollar areas. Just exactly what this signifies is not yet 
apparent. 

s 


E. T. Brown Ltd. Melbourne manufacturer of steel office 
furniture, expects to have a good turnover during this current 
year. “The company is constantly working to improve produc- 
tion and find new lines to meet customers’ requirements,” 
says chairman John H. Roxburgh. 


New manufacturers registered here during the past month 
include: Steel Furniture Supplies, Pty., Ltd., capital £25,000, 
offices c/o Marshall, Landers and Giblin, 9 Martin Place, 
Sydney (steel filing equipment, office furniture and equip- 
ment), and Norman Baker and Longhurst (manufacturing) 
Pty. Ltd., Leeds Street, Rhodes, New South Wales (fountain 
pens and pencils). 

ae 


During the month of September, 1956, a consignment of 
Sheaffer pens and pencils valued at £38,000 left Australia 
by air for London. This was the biggest airlift of Sheaffer 
pens ever to leave Australia, and consisted of 18,500 separate 
items. Pens manufactured by this Australian organization have 
been selling in the United Kingdom for approximately two 
years, but this consignment marked a big step forward in the 
company’s expansion in the U.K. market. Actually it was a 
portion of an order valued at approximately £50,000. Ac- 
cording to a spokesman for the company, “further large or- 
ders are pending.” 

Australian-made Sheaffer pens are now selling in 38 coun- 
tries, and on a number of markets the Australian company 
is competing successfully with its parent American company. 
The Italian market, the spokesman says, now takes 60% 
Australian Sheaffer pens to 40% American. 


During the 12 months ended June 30, 1956, Western Aus 
tralia imported stationery valued at £783,269, of which only 
£77,405 worth came from overseas (in previous year — 
£748,375, of which £84,663 came from overseas). 


The minister for trade, Mr. McEwen, says that his depart 
ment will never employ import licensing for any purpose other 
than to conserve foreign exchange, and will never arrogate 
to itself the role of simply deciding what is best for the 
Australian consumer. 

7 


Under the new Australia-United Kingdom trade agreement, 
revolution and speed counters and measuring and controlling 
instruments are listed in Annex “D” on which margins o 
preferences may be reduced by Australia to 742% withow 
consulting Britain. 

a 


In line with the trend towards automation, a £500,000 
subsidiary to produce electronic and electro-mechanical cal 
culators and computers — Hollerith (Australia) Pty., Ltd. — 
is to be set up in Australia by the British Tabulating Machine! 
Co. Managing director C. W. R. Boyce, the latter company 
is at present visiting Australia, and he says that he ha 
£50,000 with which to buy necessary land and erect a fac 
tory. “Calculators with computers are now an integral part 0 
automated production lines overseas,” says Mr. Boyce, “ané 
they play a leading part in the streamlined bulk-handling o 
statistics and office procedures.” 
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Aristocrat “Comptroller” No. 324-L 


Tilting Seat and Back 
Illustrated in Top Grain Leather 


Only $111.75 List 


in Zone 1 


As Illustrated 


With 3-1/2 Inch Thick, Luxurious Foam-Rubber 
Cushioned-Comfort Seat... 


In 3,360 Different Color Combinations! 


And we pay the freight on shipments of 100 pounds or more! 
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Michigan City, Indiana 
Address Dept. 8-37 


Vacation in New Orleans at the NOFA Convention, March 28-31 
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Launcelot was 
in a test-y mood 


ails a Jar 
Forsooth,”’ quothes Sir Launcelot (ye 


° dec 
industrious Office Furniture Buyer), 
“this trusty Royal Model 1210 Executive 


Posture Chair doth give one added stature. 


‘Methinks the quest for such function 
and comfort bids fair to become a crusade.” 
Yes, each office King and Queen is 

le Of 
sure to be pleased with Royal—ye Knight 
of the Exchequer (thy Prince of oni 
ye Pocketbook) . . . guests in thy realm... Pali 


ye Castle Custodians... everyone! 
affa 
dist 


Royal is doing much today that brings 


oC 


new beauty to business efficiency. The an 
regal look is unmistakable in this 


Royal Family of outstanding steel furniture. 


Sa DSM 


Fra 
Gro 
Was 





ADS LIKE THIS M ent Me 
Modern Office F é O e Executive 


Office Manage ké y f Royal Deals 






to sell this | tf f f e 


ROYAL METAL MANUFACTURING COMPANY 


175 N. Michigan Ave., Chicago 1, Illinois, Dept. 3D duce 


Please send me free: 
(_] Royal Office Furniture Literature; 
[_] A“Knight of the Red Plume” Helmet (children will love it); 


Stat 
Tt 
other 
regul 
York 
Pr 
New 
mem 
ing t 
Pl; 
next 


{__] Please have a Royal Dealer call. 
Ee EE 
Company—___ —- —_——— , ‘ 
Street___ siilapaplilliandiiigs = one 


City, Zone, State — 
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industry Meetings 





Scene at office machine 
amboree in Philadelphia. 


Jamboree 


jealers 


Office Machine Dealers Stage Jamboree 

[he office Machine Dealers of Pennsylvania, New Jersey 
and Delaware, Inc., held their 10th New Year's Jamboree at 
Palumbo’s Restaurant in Philadelphia on January 19. 

Upwards of 150 members, friends and wives attended this 
affair which included cocktail hour, dinner, floor show and 
distribution of door prizes. 

Officers and directors for 1957 were introduced to the as 
sembly. They are: 

President—C. C. Savery, Jr. 

Vice-president—Burd H. Armor. 

Secretary—J. S. Gladney. 

Treasurer—A. E. Becker. 

The board of directors will consist of Edgar Noll, Herbert 
( Toussaint, Edward Pfitzenmaier, H. E. Steinke, Ralph 
Francolini, J. Paul Valentine, W. Thurston DeGroff, Noel G. 
Grover, Myer J. Bernstein, George Hedley, A. J. Felice, Fred 
Washbourn and Alvin Spaide. 


Philadelphia Stationers Convene 


[he Philadelphia Stationers Association of Philadelphia 
held its regular meeting on January 17 at the Hotel Essex. 
President Robert Whitesel, Brooks Company, Philadelphia 
presided at the final meeting of his present term of office. 

Che newly elected officers sworn in are: 

President—Irving Roth, Roth Bros., Philadelphia, Pa. 

First vice-president—Paul Stevers, Office Equip. Co., Harris- 
burgh, Pa. 

Second vice-president—William Binnig. 

Third vice-president—Edward St. George, Oakville Co. 

Secretary—Joseph O’Brien, William Mann Co. 

Treasurer—William Hintz, Wm. G. Hintz Inc., Reading, Pa. 

[he executive committee consists of: Charles Lukins, Yeo 
& Lukins Co., Philadelphia; Jack Pinkerton, Hoskins Com- 
pany, Philadelphia; Edward Eisenstein, Shanahan & Co., Phil- 
adelphia; Charles A. Newcomet, The C. F. Heller Bindery, 
Reading, Pa.; Robert Curry Jr., Samuel F. Curry Inc., Phil- 
adelphia; William Reinhart, A Pomerantz & Company, Phil- 
adelphia; Ralph Prickett; and Richard B. Yeo, Yeo & Lukins 
Co., Philadelphia. 

Edward Jensen, Noesting Pin Ticket Company, was intro 
duced as the newest member of the association. 


Stationers 12:30 Ciub Re-Elects Officers 

[The present officers were unanimously re-elected for an- 
other term by the Stationers 12:30 Club of New York at the 
regular meeting January 28 at Rosoff’s Restaurant in New 
York City 

President Harry Sills, Commercial Stationery Company, 
New York City, was tendered a standing ovation by his fellow 
members in behalf of the fine job which he has turned in dur- 
ing the past year 

Plans we 
next June 


discussed for the annual club outing to be run 
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N. Y. Office Appliance Managers 
Elect Ashton as New President 


C. B. Ashton, Dictaphone Corp., was the unanimous presi- 
dential choice of the New York Office Appliance Managers’ 
Association at their 32nd annual dinner in the Waldorf 
Astoria Hotel, New York City, on January 25. 


Ralph R. Briggs, Underwood Corp., was elected vice-presi- 
dent and John R. Roberts, Ditto, Inc., secretary-treasurer. 


The annual dinner, according to custom, was also a recep- 
tion for the winners of sales contests conducted by the member 
managers among their respective sales organizations. These 
successful salesmen, who were the honored guests of the 
evening, are: 

Jack J. Robba, A. B. Dick Co. of New York, Inc. 

Robert D. Thron, Addressograph-Multigraph Corp. 

Frank Ligotti, Ralph C. Coxhead Corp. 

Ellis Peattie, Dictaphone Corp. 

Attilo Marchisotto, Ditto, Inc. 

John E. Ehrhart, The Haloid Co. 

L. A. Willex, IBM Corp. 

George P. Featherstone, Kee Lox Mfg. Co. 

Paul Vreeland, Monroe Calculating Machine Co. 

John H. Walzer, Moore Business Forms, Inc. 

Paul J. O’Brien, National Cash Register Co. 

J. H. Donaldson, Pitney Bowes, Inc. 

Joseph Kerr, Remington Rand Inc. 

David G. Meyers, The Todd Co. 

Edgar A. Mason, Underwood Corp. 

Donald M. Shapiro, Yawman and Erbe Mfg. Co. 


After a delicious dinner enhanced by the vocal performance 
of two singers, John E. Moore, outgoing president, welcomed 
the guests. He introduced President-Elect Ashton, who con- 
gratulated the honored salesmen for their achievements. 


President Moore read communications from Past Presidents 
H. O. Whipple, P. A. Bennett and W. Strain whose long as- 
sociation with the group had left indelible imprint. 


A. N. Sears, Remington Rand Division, introduced Frank 
W. Lovejoy, formerly in charge of sales for Socony Mobil 
Oil Co. Mr. Lovejoy addressed most of his remarks to the 
salesmen guests who had attained a high mark of sales effi- 
ciency and who, he contended, face a momentous decision. 
They must choose whether they will carry on to more achieve- 
ments or rest on their accomplishments, stated Mr. Lovejoy. 
This problem, he opined, is fairly simple in our growing 
industry with its great potential. Our whole economy based 
on mass production and consumption places a great burden on 
merchandising and selling. 

Mr. Lovejoy cautioned the salesmen to make sure in their 
zest for sales that they increase the efficiency of the buyer. 
Salesmanship is a hard, tough business from every stand- 
point, he insisted. 
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South Dakota was represented by several dealer groups 
including this large delegation from Sioux Falls Book & Sta- 
tionery, Sioux Falls, $.D. In the group are Ransom Chase, Paul 
J. Robbie, Emery W. Dehne, E. W. “‘Chappy’’ Chappelle, Bill 
Vernon, Ray Murley, and Arnold A. Larsen 


Federal Stationery 
Has Sales Clinic 


Minneapolis, Minn. 
@ OVER 130 dealers and dealer salesmen representing more 
than 50 retail organizations from five states, Minnesota, Wis- 
consin, Iowa, North and South Dakota, attended the first an- 
nual sales and merchandising clinic sponsored by the Federal 
Stationery Co. in Minneapolis, Minn., January 26. 

Braving a brisk nine-below-zero morning temperature, the 

group gathered at the Curtis Hotel to hear greetings from 
Ralph Kettler, manager of Federal’s St. Paul office, and Ralph 
R. Moser, senior vice-president of the Carpenter 
ey: Paper Co. and head of the stationery division. 
t aff The early session was taken over by a Wilson- 
‘d Jones team consisting of Herb Johnson, regional 
sales manager; Ed Whittemore, an expert in the 
snap-out form field, and Harold Graves, a vice- 
president and manager of the Cooke and Cobb division. 

Mr. Johnson presented pointers on the sale of blank books, 
chain post binders and visible record equipment, such as 
pocket reference memo books. He told the dealers that such 
items, if properly presented, can be of value to the customer 
as well as profitable to the deale 

He pointed a way to extra profit by telling of retailers who 
pay a small commission to the girls or clerks who take tele- 
phone orders. If they, the order takers, can make suggestions 
and boost the sale, they are rewarded for the extra effort. 

Mr. Whittemore prefaced his remarks by telling of the 
amount of record keeping business which is going to direct 
sellers. He pointed out that direct sellers are taking three times 
the share of the forms, and at the same time they are picking 
up sales for such items as file cabinets, folders and even pen- 
cils to go with their record keeping and accounting machines. 


report 





Dealer Can Compete 
The answer for the dealer, he said, is to be prepared to 
compete at a level of speed. His company, making nearly every 
type of snap-out form today, can have interleaved carbon 
forms and others ready and waiting for the dealer. Through 
the use of the wholesaler. such as Federal, the dealer can 
capture the customer's order by promising and delivering 
quick service on nearly every type of form. The dealer can 
also sell the forms a box at a time, which the direct seller 
finds a difficult matter. 
Mr. Graves, in presenting modern “red rope” products to 
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Wilson Jones Team which presented the morning pro- 
gram for the dealers included, left to right, Herb Johnson, Ed 
Whittemore, Jack Behr, Harold Graves, Ray Goosen and 
Harold Gould. 


his audience, offered many techniques which the retailer can 
utilize in selling the items to the buyer. 

Sam Henning, Cole Steel Equipment Co., Inc., an expert 
in “selling steel office equipment”, presented his own experi- 
ence with the direct mail method and then explained how 
the dealer can find extra profit in taking advantage of direct 
mail of his own making and of the manufacturer. 

Following a break for luncheon and cocktails, served in 
the main dining room of the hotel, the group reconvened to 
hear Austin Waterbury, western sales manager of the Carter 
Ink Co., who discussed the advantages of grouping in self- 
service display. 


Customer Can Make Selection 
Grouping of such items as the “office necessities”, inks, 
pastes, and other related products, presents the opportunity 
to the customer to find and choose what he needs. Instead 
of replacing the salesman on the floor, this method actually 
gives him more time to sell both the customer interested in 
these items <ad perhaps another customer interested in an- 
other item, Mr. Waterbury said. 
While one customer looks over the self-selection grouping, 
he said, the salesman can handle the other customer. When 
one sale is complete, he, the salesman, is free to go to the 


Don Frey .. . left, 
secretary-treasurer of 
the Wholesale Sta- 
tioners Associa- 
tion, attended the 
sales clinic to observe 
its action. He is pic- 
tured here with Ralph 
R. Moser, senior vice- 
president of the Car- 
penter Paper Co. and 
head of the wholesale 
stationery division. 





second customer to help him with his selection as well as 
making suggestions for other items. 

Next speaker on the afternoon program was Herb Sherman, 
founder and president of the Print-O-Matic Co. and inventor 
of the new “Diagraphy” inkless mimeographing process. 

In his presentation, Mr. Sherman covered the history of 
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SLIDING STEEL DOOR AND 
GLASS DOOR SUPPLY CABINETS 


Steel door cabinets available in 3 heights— 


29". 42", 73 and glass door cabinets in 
2 heights—29" and 42’. All cabinets can 
be had in either 12” or 18” depths, and 
are 3844" wide outside. Easy gliding, slid- 


ing doors can be removed in seconds. Slid- 
ing shelves adjustable without bolting. 





have what it ta 


Because Borroughs products are out 
sales boosters. Another feature is t 


gray, fall tan, and brown, in electro 


Borroughs products are the choice q 
. show—sell—Borroughs. | 


tainable 


face. Slid 







































butside. Heights of 29”, 42”, 78”, 84”— 












ding in value, practical in design, and quality built, they are real 
the customer has a choice of 5 colors—spring green, dark green, 
ic baked-on enamel—the finest money can buy. It’s no wonder that 
© many purchasing agents from coast to coast. Don’t let your stock 
ou run short, wire us for quick delivery. 


And for better, faster service ..2 new Borroughs warehouses 
.one in Portland, Oregon, the other in Chicago, Illinois. 








WRAP RACKS 


3 standard units to hold 6, 9 or 12 coats 
and hats. The 9 and 12 models are avail- 
able in double face units..and “add-on” 
units can be added. 





SWING-DOOR CABINETS 


3 standard models—supply—combination — 
and wardrobe. All units 36” x 78”— in 18” 
and 24” depths. Safe-like swinging doors 
with single handle control. Shelves adjust- 
able on 1” centers without tools. Smooth 
interiors. 





+ 


CASES AND SUPPLY UNITS 





“ and 18”. All units except 29” are ob- 
closed or open backs, single or double 
shelves adjustable without bolting. 


SEE the Borroughs display 
at NOFA, March 27-31, in 
New Orleans—BOOTH 43. 



















OF KALAMAZOO 
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a Ss MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK al KALAMAZOO, MICHIGAN 





@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union 
City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio—Kilgore, Texas—Colton, California) (General 
Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


vachooses, and homes, 
77 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, taciories 





mimeographing, told of the why, according to his 
research, it was not making gains, and then explained how, 
in his opinion, “Diagraphy” would bring about a change in 
this situation. 

Following Mr. Sherman, Lionel! Colomb, Weis Manufactur- 


reasons 





Diagraphy 
close dealer attention as Herb 
ess, demonstrated it in action 


the inkless mimeographing process, attracted 


Sherman, inventor of the proc- 


ing Co., an expert in the field of filing supplies, told the as- 
sembled dealers of the plus “fringe” 
selling the supplies needed for filing 

He demonstrated that up to $50 and more can be 
spent by a customer to supply a cabinet. This 
business, he added, can go to the dealer who recognizes the 
sales potential of filing supplies, but it will not be there if the 
dealer is not interested enough to work for it 


profits to be gained by 


even 


four-drawer 


Need for Advertising Cited 

The final speaker of the day John McGuire, an ad- 

vertising agency owner in the Twin Cities. Mr. McGuire, us- 

ing local material to show his point, explained the advantages 

of co-operative advertising in groups and presented 

many sound reasons why retailers today must use some form 
of advertising to keep in business 


was 


dealer 


The day’s program, according to Mr. Moser, was successful 
enough to inspire Federal to hold similar meetings annually. 
He said that clinics such as this would be presented in Kansas 
City next, followed by meetings in Oklahoma City, Ft. Worth 
and Houston. 

Those in attendance from Federal’s St. Paul office included 
John Anderson, merchandise manager, and Bill Corby, Howard 
Geyer, Paul Matsen, J. W. Frankfelter and Bruce Richards, 
all Federal salesmen. 


Sales Meeting . . . Ennis Tag & Sales 
book Co. and affiliate American Carbon 
Paper Mfg. Co. were hosts 
three day sales meeting at the home of- 
fice. Branch managers, salesmen and of 
ficials from California, Texas and Vir 
ginia factories as well as the IC 
offices were present 


branch 


Wholesale Stationers Await 
New York Convention March 7-8 


The 4lst annual convention of the Wholesale Stationers 
Association March 7-8 at the Hotel Commodore in New 
York City will have as its theme, “Toward New Dimensions 


in Merchandising Stationers’ Products Through Wholesalers”, 
announces President Harold W. Jacobsen. 

Explaining the theme, President Jacobsen and convention 
leaders declare that the convention will provide an oppor- 
tunity “to hear and to ask personally how distributors of 
stationers’ products are today making greater strides as mer- 
chandising wholesalers—operating in efficient business partner- 
ship with profiting manufacturers and dealers. They are 
achieving new dimensions in merchandising—even while con- 
tinuing to take in and stock more items, in greater variety, 
making more shipments in less time, and doing it all at lower 
cost than could anyone else.” 

The association’s seven new merchandising divisions will 
be seen in action at the convention. Just in advance of the 
convention will be the 1957 spring merchandise exhibit for 
stationery and allied lines for wholesalers, opening on March 
4 at the New York Trade Show Building, 8th Ave. at 35th 
at. 

Mortimer H. Chute of Bainbridge, Kimpton & Haupt is 
general chairman of the convention assisted by G. F. Griffiths, 
Jr., of Noesting Pin Ticket Company, as co-chairman. Con- 
vention committees are: 

Banquet—J. H. Shoemaker, Eberhard Faber Pencil Co., 
chairman; Lester Madens, Standard Diary Co.; Harry Fenster- 


heim, S. E. & Vernon, Inc., and Robert Shearman, Modern 
Stationer. 

Entertainment—R. T. Gemmell, Binney & Smith, Inc., 
chairman; Ralph Maish, Jr., Dennison Mfg. Co.; Joseph 


Strauss, Fulton Marking Equipment Co., and Fred Steinhilber, 
Geyer’s Topics. 

Registration—J. F. Jaret, The Tuttle Press Co., chairman; 
Bert Chalet, Higgins Ink Co.; John L. Gallup, OFFICE AP- 
PLIANCES; M. L. Alderman, Associated Wholesale Co., and 
John Kolb, C. Howard Hunt Pen Co. 

Ladies’ Program—Mrs. Harold W. Jacobsen, honorary 
chairman; Mrs. Harold Whittemore and Mrs. Donald Frey, 
co-chairmen; Mrs. Marion Springer, Mrs. Howard Shoemaker, 
Mrs. Harry Bittman, Miss Marie Falco, and Mrs. John Con- 
Way. 





events for the convention include: 

Thursday, March 7—Kick-off breakfast by members of 
Manufacturers’ salesmen division; registration, convention 
luncheon, first general assembly, reception and cocktails. 

Friday, March 8—Second and third general assembly, two 
sessions of merchandising division; board of control luncheon, 


Headline 


dinner and dance. 







































troners 
1 New 
*nsions 


salers”’, 


ention 
oppor- 
ors ol 
Ss mer- 
artner 
‘y are 
e con 
ariety, 
lower # 


is will 
of the 
bit for 
March 
t 35th 


iupt Is 
iffiths, 
Con- 


il Co., 
enster- 
fodern 


. 226. 
Joseph 
ithilber, 


lirman,; 
E AP- 


»., and 


norary 
Frey, 
maker, ~- 
n Con- || 


ers ol 
ention  —_\\\}} 
ils 


rT 
} 
y, two S/. 
nt 


cheon, 


... and EAGLE backs ‘em up with the biggest advertising 
and promotion campaigns in the industry! 








Irder the complete EAGLE line... your customers will!, 
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9th Regional Convention 
for Shamrock-Hilton April 7-9 


by ART CARROW 


Special correspondent 


April 7, 8 and 9 are the dates to re 
member for the 33rd annual convention 
of Regional District No. 9 NSOEA at 
the fabulous Shamrock-Hilton Hotel in 
Houston, Tex. 

District Governor Marvin Hartung, 
Paul Anderson Co., San Antonio, has 
appointed Cliff Wilson, Jr., Wilson 
Printing & Stationery, Houston, as chair- 
man of the convention and his commit- 
tees have taken care of most details. 

Special events for the ladies, parties, 
dances, cocktail parties, golf tournament 
and banquets are setting the stage for the best-ever convention 
of the 9th region. 

Even the Shamrock-Hilton is going all out by offering a 
convention vacation package plan created especially for those 
attending the meeting. The package plan permits arrival on 
Friday, April 5, and departure on Wednesday, April 10. 

Registrants are guaranteed a $14-$18 per day double room 
for $10 a day and a $12-$16 single room for $7 per day. 
Reservations are being taken for the five-day plan. 

Registration will start early on Sunday, April 7, and the 
Houston dealers will hold a welcome party that evening in 
the Emerald Room. There will be a cocktail hour from 8 to 
9 P.M. and dancing from 9 to midnight with a 45-minute floor 
show. 

Monday will take up with business sessions. That evening, 
the Travelers will hold a cocktail hour followed by dancing 
to the music of Shep Fields. 

On Tuesday business sessions will be held. The golf tourna- 
ment is scheduled for the afternoon at one of the best country 
clubs in Houston. 

A cocktail party sponsored by the Texas Travelers Club 
will precede the annual banquet on Tuesday night. Once again, 
there will be dancing to the music of Shep Fields. 

A full program is set for the ladies and in addition to the 
evening parties they will participate in a luncheon and bingo 
session with prizes. A special afternoon theater party is set 
for Tuesday at the Alley Theatre. 





Marvin Hartung 


Golden Anniversary... 


x “= 


aoe 





Archie Sherer of Archie Sherer Co., 
Dayton, Ohio, was the guest of honor 
at a dinner January 15, which cele- 
brated his 50 years in the office fur- 
niture business. A portrait of Mr. 
Sherer was unveiled and telegrams 
of congratulations from suppliers and 
customers were read. 
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Convention Site Shamrock-Hilton Hotel in Houston. 





New York Chapter NOFA Hears 
W. A. Ingram on Sales Obstacles 

The New York Chapter of the National Office Furniture 
Association met January 14 in the Brass Rail Restaurant with 
President Robert B. Gibby, Desks, Inc., New York City, pre- 
siding. 

President Gibby extended greetings to some 50 members 
and guests and outlined meeting programs ahead including: 

March 11, J. Gordon Carr, architect and Interior Deco 
rator, topic: “Modern Furniture of Tomorrow”; April 15, 
“Old Timers Night”; May 18, “NOFA Area Conference” in 
conjunction with “Offurep’s Trade Show”; June 6, golf out: 
ing, Colonia Country Club. 

Announcement was made of the death of R. Henry Holst 
Clark & Gibby Inc. New York City, who has been connected 
with the industry for over 25 years. All stood with bowed 
heads in respect to his memory. 

John R. Gray, NOFA executive director, informed his list 
eners of the new area district plan which has been adopted 
by the National Office Furniture Association. The plan is to 
establish a number of districts in various geographic areas 
throughout the country and hold several meetings per year 
[his new arrangement is designed to include and bring im 
NOFA members not attending local chapter meetings, buf 
who can attend area District meetings and thus benefit by 
constructive programs prepared by NOFA for those meetings. 

Among the subjects to be discussed will be: Store Moderni- 
zation, Sales Training, Management Training, Freight Pro- 
gram and Co-operative Advertising. He added that the West 
Coast Area and the Great Lakes Area are already co-operat- 
ing and urged the New York Chapter to join them. After 
some discussion, the N.Y. Chapter voted to adopt the plan 
for the New York Area and their meeting will be held on 
Saturday, May 18, in the Hotel New Yorker in conjunction 
with the New York Furniture Show sponsored by the Offureps 
Club of New York, Inc. 

The guest speaker of the evening was William A. Ingram 
of the Sales Analysis Institute of New York, whose subject 
was “Obstacles on the Road to a Sale — Their Cause and 
Their Cure.” He considered the following obstacles: habit, 
fear, price, complaint, detail, lack of information, competi- 
tion, friendship competition, difficult personality, time, release, 
divided release, negative atmosphere and poor judgement. 
OMAC to Present Business Show 

The Office Management Association of Chicago and North 
western University will present the 15th annual Chicago Sem- 
inar and Business Show at the Conrad Hilton Hotel on March 
11, 12, 13 and 14. 

This program is geared for office managers, personnel mat 
agers, accountants, industrial relations managers, systems and 
procedures managers and supervisors. 
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Prime Office Furniture Prospects Can’t Miss It! 


The STEEL AGE Story for 1957 


12,000,000 business paper advertisements in one year . . . that’s the 
power-packed national advertising support Steel Age Dealers enjoy 
in 1957. People who buy office furniture can’t miss the Stee! Age 
story because it appears regularly in the pages of Fortune, Newsweek, 


Nation’s Business, Office Management and Management Methods. 

And to follow through, Steel Age dealers are provided with S ee e 
a compete set of selling tools, including colorful brochures, aoe 1D 
direct mail pieces, sales manuals and the Steel Age 


Office Layout Service. ‘df Medon ices” 














_ But perhaps the greatest benefit we offer each Steel Age 

Dealer is a tradition of conducting our relationships with SEE the STEEL AGE “Model Office” 

integrity and mutual respect at all times. Js it any d Booths 102-3-4 

wonder that Steel Age is also ‘‘The Quality Choice’”’ NOFA ne et 

of modern office furniture dealers? Convention "ow Gneans 
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Convention Site View of St. Petersburg waterfront with 
yacht basins, and Whitted Airport. In the center foreground 
is Vinoy Park Hotel adjoining Waterfront Park 


Southern Travelers Announce 
St. Petersburg Entertainment 

The Southern Travelers Club has announced plans for the 
Fourth District party at the regional convention. The party 
will be Western style with all the trimmings, even to sepa- 
rate chuck wagons serving rare, medium and well-done steaks. 
They even promise cows, horses, hay and cowboys and as if 
steaks weren’t enough, they plan a breakfast after the dance. 

Joe Alvarez, Governor of the Fourth District, attended 
the Christmas luncheon of the Southern Travelers and tossed 
them a challenge that willcreate a lot of activity in the 
Fourth District between now and convention time. Governor 
Alvarez offered a first prize of $100.00, a second prize of 
$50.00 and a third prize of $25.00 to the Traveler who gets 
the most non-member dealers and non-member Travelers to 
join NSOEBA. 

The Fourth District convention is being held April 25, 26, 
27 at the Vinoy Park Hotel in St. Petersburg, Fla. Reserva- 
tions are to be made direct with the Vinoy Park Hotel. Inci- 
dentally, some lucky dealer will win his registration fee and 
hotel expenses. 


Metropolitan Travelers Meet in January 

The largest attendance to date marked the regular monthly 
meeting of the Metropolitan Travelers Club of New York on 
January 22, at the Gramercy Park Hotel in New York. 

President Milton Stone, Stone-Neumann Associates, intro 
duced two new members, Albert J. Levitt, Fisher Pen Co., 
and Ernest Beck, Eastern Tablet Co. Plans were discussed 
for the annual joint meeting of the Metropolitan Travelers 
the Stationer Association of New York, and Region 13 
NSOEA, to be held March 14. 

Over 100 manufacturers are expected to exhibit at the first 
Eastern Commercial Stationery Show at the New York Trade 
Show Building October 26 through October 29. Committees 
were organized to work with members of the Stationers Asso 
ciation of New York in preparing for and operating the show 

President Stone pointed out that space would be made avail 
able to exhibitors on a first come first served basis, and all 
club members were asked to urge support of the new venture 
by manufacturers and dealers alike when traveling in their 
respective territories. 


Credit Conference Set for May 

The 30th annual Credit Conference for credit executives 
associated with manufacturers selling the stationery, office 
supplies and furniture, and allied industries will be held at 
the Hotel Somerset in Boston, Mass., on May 8-10. 

Carefully chosen speakers will discuss problems of timely 
interest, and opportunity will be afforded for the exchange 
of mutually beneficial opinions, according to the group plan- 
ning the conference. 
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Growth of Mayline Company, Inc., 
Told at 18th Annual Dinner 

The 18th annual dinner of the Mayline Company, Inc., was 
recently held in the Parkside Room of the Foeste Hotel, She- 
boygan, Wis. It was also the 10th anniversary of the company 
under the ownership and direction of E. H. May. 

President May, in addressing the employees, traced the 
growth of the company and its line of products since 1946, 
He said in part: 

“In 1946 we manufactured approximately 36 items; today 
Wwe manufacture and catalog more than 100. Some of the 
new items consist of the May-O-Matic drafting table, four- 
post wood table, wood blueprint files, steel blueprint files, a 
complete line of steel drafting tables and a number of smaller 
items. 

“We have more than doubled our space for manufacturing.” 

To further attest to the growth of the company, Mr. May 
pointed out that in 1946 the production equipment occupied 
but three floors of the main plant whereas today the entire 
factory, as well as a second plant recently acquired, is used 
for production. 

In keeping with past company tradition, Mr. May an- 
nounced merit awards for continuous service to employees 
with the company for 5, 10 and 15 years. The five-year em- 
ployees received a $25.00 savings bond, the 10-year workers 
a $50.00 bond and the 15-year employees a $100.00 bond. 

Employees receiving the awards were as follows: 

15 years—Elmer Lammers and George Wangenann. 

10 years—Paul Schroeder and William Thiel. 

5 years—Elmer Sebald, Mrs. Eugenia Nutting, Mrs. Hed- 
wig Luedke, Miss Jeanette Dirkse, Miss Nellie Tskonas, Mrs. 
Evelyn Peaschek, Miss Dorothy Neefhof, Mrs. Nada Urbas, 
Miss Olive Dulmes, Sigmund Cheginskas, Erwin Nack and 
Hugo Gartman. 

Bonus checks were distributed to all of the company who 
had been employed for a given period of time. 

Committees in charge were Harold H. Mais, chairman, 
Henry Ruehr, Irwin R. Bosshardt, Victor J. Kritske, Roman 
Hoerig and Leo Ebben. 


Boston Stationers Have First 1957 Meeting 

A group of 53 members and guests of the Boston Stationers 
Association met on January 21, at the Smith House, Cam- 
bridge, Mass., for the first session of 1957. 

Rabbi Albert S. Goldstein of Temple Ohabei Shalom, 
Brookline, Mass., was the guest speaker following a short 
business meeting. His interesting and inspirational topic was 
“The Platinum Rule.” 

Following this talk, Thomas Finley, sales manager of the 
Veritas Co., Inc., Medway, Mass., discussed “How to Sell 
America.” 





Dealers and salesmen in the District of Columbia and nearby 
states attended a sales school held recently by the dealer sales 
division of Remington Rand. H. W. Barnes, director of sales 
education, conducted the school. He was assisted by R. & 
Watkins, manager, and H. D. Williams, representative of Vic 


tor safe and equipment lines. 
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EASY OFFICE ARRANGEMENT 
WITH FLEXIBLE UNITS 


} 


(1) 14 base units with every possible 
Sreole-lol-ME-lale Malllace MReoluilelial- berets 

74) Adaptable to the design require 
ments of the executive office, or 
the efficiency needs of the genera 
office 























THE JASPER DESK COMPANY, JASPER, INDIANA 


NAME 
ADDRESS 


CITY 














fut the Quttrmaté, Caleulaton, the Thinking Mache, of (nerican 
Buses... then the Natural Way 10- Rey Adding Machine... ond nour 
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Herne 1s office evolution the Friden Street way - 

automatization that’s practical (and affordable) right now. 
in your office. It’s accomplished with IDP punched tape. 
Today even small and medium-size businesses are adopting 
this astonishing “no hands” technique. It simplifies 
complex routines. It eliminates human errors. It reduces 
IDP is Integrated Data Processing. 
It is one automatic Friden office machine talking to another 


time costs hugely: 
..and another and another...in a code language 
common to them all... from data origination and 
interpretation to final filing. Friden is the leader in this 


evolutionary era of office efficiency because Friden creates 


the Tape-Talk machines that make possible the new 
automated systems. Installed one at a time or progressively. 





each machine quickly pays for itself. 
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is the 10-key adding <and lis 
punch mechanism. A key IDP unit, the Ad 
“writes” punched tape while printing on adding machine ...is the essential programmer in many IDP systems. 
tape. The punched:tape can be interpreted by other Operating alone or in combination with other automatic 
similarly-equipped machines. Typical Add-Punch fur machines, this famed Calculator performs more steps 
Tielatcmiaeltle|-a-eeleelisl-melma-s elit] (-t-Me-t-] (1-10 lel am elaele in figure-work without operator decisions than any other 
dleleec lace ie abu -16) cele mmorelabegel mmm Lalemmerele iia) -4-)¢-) 0t-) dler-i ame calculating machine ever developed. 


FRIDEN TapE-TALK machines described 
briefly here are representative of many 
more units which can be integrated for 
specialized data processing. Whatever 
your problem, ask Friden! 

Typical job routines Friden Tape-Talk 
machines process automatically include: 
Invoices, sales orders, shipment mani- 
fests, inspection reports, time cards, 
package tags and tickets. 

To see for yourself how Friden IDP 
works—heginning with the famed Friden 
Calculator and Adding Machine—call 
your nearby Friden agency or write 
FRIDEN CALCULATING MACHINE Co., 
Inc., San Leandro, California... sales. 
instruction and service throughout the 
U.S. and world. 


enables even smal! and medium-size busi: 
make their accounting automat Nnatever 
a Flexowriter ar nv 
duced on by-produ punched tape. Tape « 
'e] delet -t-t-1-10 Iso) Mo) dal 1 l inguage Tape A 
hines at nearest |IDP center. Flexowriter tay ; ... has 10-key patented keyboard, Visible Check window 
be used to actuate addr: ite embossing é for accuracy. Models available with or without aucomatic 
ElelUithelel-auor-lac am el laleual iters, and the same or step-over of multiplicand. Specialized extensions and 


' 


other Flexowriter: adaptations of the Friden Adding Machine actuate tape. 


© Friden Calculating Machine Co., Ine. 
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Meilink Sales Clinic . 


. held in San Francisco 


Conduct Meilink Sales Clinic on Coast 


C. C. Penske, sales manager of Meilink Steel Safe Com- 
pany, Toledo, recently conducted a sales clinic for the dealers 
and dealers salesmen from the San Francisco area of the 
Wholesale Office Equipment Company, distributors for Meil- 
ink. Standing with Mr. Penske (second from left) are Lee 
Hale, San Francisco branch manager of Wholesale Office 
Equipment Company, and Sibley Smith, head of Wholesale 
Office Equipment Company. 

Others pictured are Walter Renko, Jack Clayworth, Ron 
Riley, Fred Wiebold, Harold Muller, Gordon Miller, Carl 
Adams, Ron Brown, Bob Balthrope, Ben Levine, Marion 
Duncan, Tom Lofgren, Elmer Ferber, Frank Quinn, Bernie 
Wantland, Joseph Murphy, Norm Peterson, Dale Smith, Betty 
Cerkel, Bill McCune, Paul Etheridge, Frank Howard, Walt 
Perry, Parmer Hewlett, Ted Brainerd, Jack Brown, and Morrie 
Thompson. 

Dealer firms represented were, Mendell’s of Oakland, Allied 
Paper Co. of Oakland, Corrick’s of Santa Rosa, Quinn’s of 
Stockton, E. F. Corbin Company of Sacramento, Rucker-Fuller 
Company of San Francisco, The Perry Safe Company of San 
Francisco and San Jose Office Supply Company of San Jose. 





New York Offureps Club Elects 
Milton Stone New President 


The annual meeting of the Offureps Club of New York, 
Inc., was held in the Brass Rail Restaurant on January 3 
with President Hugh T. Morgan presiding. 

President Morgan reviewed the outstanding success of the 
first Offureps Furniture Show held last May 5-7 in the New 
York Trade Show Building and informed members that all 
of last year’s spaces on the second floor and some on the 
third floor have been sold for the second show to be held 
on May 18-20. 

Chairman of the nominating committee, Martin M. Mol- 
dow, placed in nomix*tion the following slate of new officers: 
President, Milton Stone, Stone-Newman Associates; first vice- 
president, Walter Diamond, Shelbyville Desk Co.; second 
vice-president, Burnham Mathews, Harter Corp.; treasurer, 
Milton J. Skala, Milwaukee Chair Co., and secretary, Harry 
Nechamen, Joseph Wallace Associates. 

All were unanimously elected. The board of directors con- 
sists of Hugh T. Morgan, H. A. Clemetson, George B. Wray, 
Joseph Eckstein, Edward Golden, Martin M. Moldow. 

President-elect Stone in calling for a vote of thanks for 
Hugh Morgan, retiring president, remarked that he was re- 
sponsible for the success of the club by his inspired leadership 
during two years in office. 

The balance of the meeting was devoted to various topics 
and plans. It was proposed to establish a news bulletin, lend 
assistance to other organizations in the trade, establish a 
board of governors, appoint committees and enlarge the 
number of workers, decide on a permanent meeting place, 
have a permanent club address and hold interesting and in- 
formative meetings. 
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New York OMDA Told about 
Manhattan Trade Center Help 

The Office Machine Dealers Association of New York got 
the new year off to a good start January 8 by turning out 
en masse for the first regular meeting of the year, held at 
the Advertising Club of New York. 

President Sam Stein, Quality Office Machines, New York 
City, then turned the floor over to Irving Ritchie, Typewriter 
Distributors, Inc., New York City, who introduced the guest 
speaker. 

Mr. Ritchie told of an association which began 10 years 
ago with Algernon P. Henry, senior teacher in charge of the 
Manhattan Trades Center in New York. He told of pioneer- 
ing together an effort to establish a training course for young 
men in the skills of office machine, maintenance, and repair. 
“It was a long hard grind,” Mr. Ritchie said, but with the 
help of the Board of Education and authorities in the New 
York State capital, such a school was set up and has since 
become one of the main sources of manpower in this area for 
dealers and manufacturers alike. 

Mr. Henry discussed the problems that his school is faced 
with in recruiting more students for the enrollment in the 
courses. He suggested that the office machines industry ought 
to make public the many advantages it offers to trained 
mechanics. 

President Stein presented a handsome plaque to Reuben 
Jaskow, former president of the New York Association, in 
recognition of many past services. The plaque bore the follow- 
ing inscription: “Presented to Reuben Jaskow in appreciation 
for outstanding achievement as president of the Office Ma- 
chine Dealers Association of New York Inc., 1947”. 

Irving Geitheim, Ideal Business Machines, New York 
City, showed the members “how to demonstrate and sell a 
calculator”. He made use of two types of calculating machines 
to point out the different ways in which a salesman could 
successfully sell a prospective customer on the advantages 
of such a machine. 

Congratulations were extended to Executive Secretary Lem- 
uel Bannister, Jr., on the arrival of daughter Laura, on Janu- 
ary 7. 





Ferber Corporation Conducts Sales Meet 

Ferber Corporation, manufacturers of writing instruments, 
recently held the second regional sales meeting in the La Salle 
Hotel, Chicago. Ferber’s representatives from the Midwest 
and Southwest attended. : 

Walter G. Schoeman, executive vice-president, conducted 
the sessions, assisted by Ken Skinner and Al Casavant, di- 
visional sales managers. 





Smiling Ahead . . . are Ferber salesmen. 


Ferber Corporation reviewed the 1956 operations and an- 
nounced the 1957 over-all sales plan to salesmen. 

On exhibition for demonstration was the expanded line of 
Ferber products including the Vu-Riter pen, the flowing lead 
Pencilette, the 49’er retractable pen, and the Unimatic push 
button pen. 

It was announced that the 1957 advertising program in- 
cludes continuing support in national media, both consumer 
and trade. 
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ork 
h a And, we do mean service. Our staff and plant are 
mes geared to our dealers’ filing supplies require- 
tages ments. When GUSSCO dealers want merchan- 
Lem dise, they get merchandise and not excuses. 


Janu- 








And we do mean complete. The carefully selected 
items in the GUSSCO catalog enable our dealers 
to meet practically all customer requirements 
‘aad with stock items. The need for specials is mate- 
dwest rially reduced, but when specials are required, 
— GUSSCO dealers get the kind of service they 


it, di want. 


Every item in the GUSSCO Complete Line of fil- 
ing supplies is a sound value guaranteed to give 
customer satisfaction. GUSSCO products are al- 
ways uniform. They are priced right. You can pay 
more but you can't get more for your money. 















































Here’s a sales and profit combination hard to 
beat. Write now for the GUSSCO catalog. 


Also manufacturers of 





TRANSFILE Fibre Board Transfer Files . . . GUIDE-O-FOLDER, the 
hanging folder with adjustable metal tab . . . GUIDE-O-TRAY, 
the personal file for the deep drawer of desks . . . GUIDE-O- 
FILE, the personal file with sliding disappearing top—both with 
and without stand. 





d an- 


ne Ol 


mm GUIDE SYSTEM & SUPPLY CO 
push . 
sumet WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 





1/57. + +OA=3/57 87 





NOMDA News 





NOMDA Aims at 2,000 Goal 
In Membership Campaign 


“Nothing can stop us if each member will do his part,” 
declares D. L. Keeney, Jr., president of the National Office 
Machine Dealers Association, in promotion of NOMDA’s 
drive to reach the 2,000-member mark. 

The list of prizes is headed by the beautiful new Liston 
Jackson trophy on which the name of the local association 
with best 1957 showing will be engraved. Other prizes are: 

—First, second and third prizes for state or area chairmen 
making the best showing. 

—First, second and third awards in each of three local 
association divisions. 

—First, second and third awards for the members of locals 
signing most new members. 

—Keeney Kup to the member outside of locals signing most 
new members (minimum of five to qualify). 

—First, second and third awards for ladies signing the most 
new members. 

—First, second and third prizes for manufacturers’ repre- 
sentatives signing most new members. 

—Prize for past president with best showing. 

—Prize for regional governor making best showing regional- 
ly. 

—Prize to state chairman reaching quota first. 

—First prize for husband and wife with highest number of 
new members signed—$100 cash travel money for Pittsburgh 
convention, plus two all-events books. 

—Second husband-wife prize of $50 cash travel money for 
Pittsburgh convention, plus two all-events books. 

—Third husband-wife prize of two all-events books for 
Pittsburgh convention. 


NOMDA Completes Governors’ List 


An important part of the smooth functioning of the Na- 


tional Office Machine Dealers Association is its group of 


regional governors, who are available whenever needed in 
solving local problems. 

Those appointed by President D. L. Keeney, Jr. are: 

New England States — William Woods, Providence, R. I. 

New York, Northern New Jersey Harold Peck, New 
York City. 

Pennsylvania, So. New Jersey, Delaware 
saint, Camden, N. J. 

Maryland, Virginia, Washington, D. ¢ — Kell Reimann, 
Washington, D. C. 

North and South Carolina — Fred Johnson, Charleston S.C. 

Alabama, Georgia, Tennessee — Travis Jones, East Point, 
Ga. 

Florida — Edward Kraynak, Fort Lauderdale, Fla. 

Louisiana, Arkansas, Mississippi Everette Villarrubia, 
New Orleans, La. 

Ohio, West Virginia — E. J. Knecht, Cleveland, Ohio 


Herbert Tous- 


Indiana, Kentucky — Miller Huggins, Anderson, Ind. 
Michigan — Robert Straight, Grand Rapids, Mich. 

Illinois — Larry Walter, Chicago, Ill. 

Wisconsin, Minnesota — Ed Rudolph, Milwaukee, Wis. 


Iowa, Nebraska, North and South Dakota — James Proctor, 
Des Moines, lowa 
Missouri — Charles Taylor, Kirkwood, Mo. 


Kansas, Oklahoma — James Bushman, Oklahoma City, 
Okla. 

Texas, New Mexico — Edwin T. Feigle, Houston, Tex. 

California, Arizona — Henry Van Dalfsen, Beverly Hills, 
Calif. 


Oregon, Washington, Idaho William Burt, Seattle, Wash. 
Utah, Colorado, Wyoming, Montana Franz Schreyer, 
Salt Lake City, Utah 








ats id o« 
GOOD AIR FACILITIES . . . Those who fly to the Pittsburgh 
convention of NOMDA June 30-July 3 will find one of the 
nation’s most modern and beautiful airports available. Nearly 
all of the major airlines serve tne city. United Air Lines and 
American Air Lines added Pittsburgh to their routes within 
the past year. 


Convention Plans Indicate 
Good Pittsburgh Attendance 


“Our Pittsburgh convention and trade exhibit is shaping up as 
one of the best we have ever had, and we have had some 
dillies in Texas,” stated Association President D. L. Keeney, 
Jr., in a recent conversation about NOMDA affairs in general. 

“After all, Pittsburgh is right in the middle of about every- 
thing except Texas, and we expect every dealer who can walk, 
run, drive, fly or hitch-hike to be there. That city has a tre- 
mendous lot to offer you’all and I know everyone will have a 
grand time. There are hundreds of dealers fixin’ to be with us 
and everyone will be most welcome — member or not,” said 
Mr. Keeney. 

Committee assignments have been completed and work is 
well under way in every direction. Panel discussions this year 
are expected to be the finest ever presented by the organiza- 
tion. Through the Manufacturers’ Division, there will be 
added features in these highly informative group talks at the 
Pittsburgh gathering. 

Entertainment features have been set with an eye to giving 
everyone a real treat. 

Advance indications point to the largest number of exhibits 
ever seen at a NOMDA event. Several companies have signi- 
fied their intention to show at Pittsburgh for the first time. 
Exhibit facilities at the Penn-Sheraton are ample to take care 
of all who wish to display their products. 


NOMDA Members Entering into 
Awards Competition with Vigor 

Office machine dealers attending the NOMDA convention at 
Pittsburgh June 30-July 3 will find an unusually large display 
of ads, letterheads, direct mail pieces and other ideas they can 
take home with them, if the current rate of entries for the 
awards keeps up. 

The “Idea Boards” that were started in St. Louis have been 
the center of attraction to hundreds of dealers each year. The 
outstanding letterheads and envelopes that come to the head- 
quarters are saved and put on display to give dealers in other 
sections of the country ideas for improving their own station- 
ery, if they desire. 
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Speaking of SMALL desks... 
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 * Only Haskell gives 
you so many sizes 


37x18 42x24 
36x24 42x30 
37x24 45x30 


. .. and so many designs 


® Clerical ® Salesman 
® Secretarial ® Modular 


PR-1301 @ Jr. Executive 


With the high cost of office floor space and other factors today, 
the small desk grows increasingly more important to office furniture dealers and his 
customers. Alert to the problems, Haskell has observed closely, and 
now, as specialist in small desk needs, is solving the problem for thousands 
from coast to coast. Sizes are not all! Haskell also gives good design and 
color choice — quality steel and production! Best of all — Haskell 
gives you all — at modest cost! 


Let our sales representative discuss Haskell products with you. 


= Your, Pionanr Stal Eudget, tne, 


he * STEEL DESKS * TABLES * CABINETS * ACCESSORIES 











303 E. CARSON STREET * PITTSBURGH 19, PA. 
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Industry News 





Chairmen, Co-Chairmen Named 
For 1957 NSOEA Convention 


Chairmen and co-chairmen for the various committees have 
been selected to operate the 1957 National Stationery & Office 
Equipment Association convention September 28-October 2 
at the Conrad Hilton Hotel in Chicago. 

Arthur S. Replogle of Replogle Globes, Inc., is general chair- 
man, assisted by Robert W. Heck, Eaton Paper Corporation, 
co-chairman. 

The committee heads are: 

Ladies’ Hospitality—Mrs. Leonard B. 
Mrs. Paul E. Burbank, co-chairman. 

Entertainment and Hospitality—William J. Boyd, manufac- 
turers’ representative, chairman; Robert M. Cleary, manufac- 
turers’ representative, co-chairman. 

Banquet—Walter S. Lennartson, OFFICE APPLIANCES, 
chairman; William Murray, Geyer-McAllister Publications, co- 
chairman. 

Prizes—Louis M. Brown, Eberhard Faber Pencil Company, 
chairman; Kemp Huber, Weber Costello Company, co-chair- 
man. 

Ladies’ Entertainment—John E. Fellowes, Bankers Box 
Company, chairman; Douglas I. Allen, American Pad & Paper 
Company, co-chairman. 

Hotel—John R. Hill, 
chairman; Elmer Krumwiede, 
co-chairman. 

Publicity—Martha Dietz, Conrad Hilton Hotel, chairman; 
Rose Cushman, National Stationer, co-chairman. 

Reception—Harry Hoffman, Joseph Dixon Crucible Com- 
pany, chairman; Clarence Clemen, G. J. Aigner Company, 
co-chairman. 

Exhibit Hall—Ben Philbrick, Pelouze Manufacturing Com- 
pany, chairman; E. W. “Pat” Patterson, National Blank Book 


Company, co-chairman. 


Wilcox, chairman; 


Eberhard Faber 
manufacturers’ 


Pencil Company, 
representative, 


Wagoner Chosen Underwood Honorary Head 

Phillip D. Wagoner ceased his full- 
time active administrative service with 
Underwood Corporation on January | 
and has been elected honorary chairman 
of the Board of Directors. He began his 
business career in 1896 with General 
Electric when that company was doing 
an annual volume of $12 million. 

After graduating from Stevens Insti- 
tute of Technology and serving as presi- 
dent of General Vehicle Company, a 
subsidiary of General Electric, Mr. 
Wagoner was elected president of the 
Elliott Fisher Company in 1918. In 1926, he was instrumental 
in acquiring Sundstrand Corporation, an adding machine 
manufacturer, and the following year amalgamated Elliott 
Fisher with the Underwood Typewriter Company to form 
the modern Underwood Corporation. 

Mr. Wagoner served as president of Underwood until 1945 
when he became chairman of the board. Until recently he 
continued in active administrative service. 





P. D. Wagoner 


Reliance Names Ad, Sales Promotion Chief 

Nat Kornfeld, formerly eastern regional director of the 
Student Marketing Institute, has been named advertising and 
sales promotion manager of the Reliance Pencil Co. In his 
new capacity he will formulate a program which places adver- 
tising emphasis on the Templar pencils and the Quillette ball 
point pen. 
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Focit Appoints Haag General Manager 

5 George W. Haag has been promoted 
to the post of general <ales manager of 
Facit, Inc., U.S. distributor of Facit cal- 
culators, Odhner adding machines and 
Halda typewriters, it is announced by 
Erik A. Ohlsson, president. 

He will direct Facit’s national sales 
distribution program, co-ordinating ac- 
tivities with the company’s district sales 
managers and its network of dealers and 
distributors. 

Mr. Haag has been associated with 
Facit, Inc. for the past two and a half years as treasurer and 
office manager. He was formerly office manager of the Jewel- 
ers Board of Trade, New York, N.Y. Prior to that he was 
associated with Dun & Bradstreet, Inc. from 1940 to 1953 in 
various managerial capacities, including five years as man- 
ager of the credit firm’s suggestion system division. 

Mr. Haag will make his headquarters at Facit’s main sales 
offices, 404 Fourth Ave., New York 16, N.Y. 





George W. Haag 





Eagle Pencil Names Executives 

Eagle Pencil Company has elected three vice-presidents 
and a treasurer, Alfred C. Berol, president, has announced. 

E. Albert Berol, formerly treasurer, has been elected vice- 
president. 

Rolf J. Thal, general manager since July, 
vice-president and general manager. 


1955, becomes 





E. Albert Berol Rolf J. Thal 

David E. Price has been named vice-president in charge of 
Eagle’s marketing activities. He was general sales manager. 

Kenneth R. Berol has been elected treasurer. 

The assignments were made at Eagle’s recent 
directors’ meeting. 

Mr. Thal joined Eagle in 1934 as a clerk in the export de- 
partment. He then became export manager, assistant general 
manager and in 1949 was elected a director. He was named 
general manager of Eagle in 1955. 


board of 





David E. Price Kenneth Berol 

E. Albert Berol joined Eagle in 1936 after being graduated 
from the Harvard School of Business Administration. He was 
elected a director in 1939. In 1946, he was elected treasurer. 

David E. Price began his career with Eagle as a trainee 
salesman in 1930. He became sales manager, general sales 
manager and in 1954 was elected a director. 

Kenneth R. Berol came to Eagle five years ago. He was 
graduated from Harvard and the Harvard School of Business 
Administration. In 1954 he was elected a director. 
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As we celebrate 


our 25th Anniversary 


we thank you 


for the business you have given us 

over the years . . . indicating your confidence 
in our products; and substantiating our belief 
that our line represents outstanding engineering 
accomplishments, coupled with unparalleled 


quality and value. So again, we say ‘Thank you,’ 


and we'll see you at the Convention. 


See Our “Anniversary” Line at the NOFA Convention - Booth No. 51 - New Orleans, March 28th 
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METALSTAND 
ROUND EDGE DESK 








METALSTAND COMPANY 


7520 STATE ROAD, PHILADELPHIA 36 e DEvonshire 3-7900 


Manufacturers of SUSPENSION FILES e NON-SUSPENSION FILES 
STEEL DESKS e STEEL CABINETS e Hilo TYPEWRITER STANDS 
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“Precision. 


Metal Standard of Quality 








REVOLUTIONARY NEW 


REX-ROTARY M4 


Mimeograph 





Is always clean, can never leak. Works 
like a printing press, produces printing 
press quality—yet sells at half the price of 
other electric mimeographs. 






M-4 Electric $295. +FEtT 


M-4 Hand $220. + FET 


Printing Press Quality 


No Dirty Hands 





Automatic inking 
Accurate Registration 


3-Minute Color Change Printing Area 8" x 14" 


Automatic Counter 


Electric and Hand Operated 
Guaranteed 1 Year 


BOHN DUPLICATOR CORPORATION (444 4th Ave., New York 16, N. Y. 


Please send complete information on the revolutionary new BDC Rex-Rotary M-4 
Name 


Address 
City 





ee ee 

















2 a State 
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Holds Finest Duplicators 


AT THE WORLD'S LOWEST PRICES 
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0 of Irl, coducing 
J SPEED-0O-PRINT’S 


"TT LIBERATOR MODEL S3OO ELECTRIC 


SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE «+ CHICAGO 13, ILLINOIS 





Backdrop . . . for the new plant of Eber- 
hard Faber Pencil! Co. is the rolling 
Pennsylvania countryside near Wilkes- 
Barre. This is a true scale architect's 
rendering of seven-acre building on 38- 
acre site in Crestwood Industrial Park 


Eberhard Faber Production 
Begins at Wilkes-Barre Plant 


Without any interruption of production, the Eberhard Faber 
Pencil Company has moved completely out of Brooklyn, N. 
Y., and is in full operation in its new $3,000,000 plant in 
Wilkes-Barre, Penna. The announcement was made by Louis 
M. Brown, president of the 108-year-old firm. 

The new plant is claimed to be the largest and most ad- 
vanced facility in the world for the making of writing instru- 
ments. Its seven acres of production space, all on one level, 
contain the newest machinery and materials-handling equip- 
ment in the industry. The plant is on a 38-acre site in Crest- 
wood Industrial Park in Wilkes-Barre. 

Putting its manufacturing facilities under one roof is part 
of Eberhard Faber’s program of expansion, explained Mr. 
Brown. The efficiency of design of the Wilkes-Barre plant 
will enable Eberhard Faber to increase greatly its productive 
capacity. The factory also provides increased space for prod- 
uct design and research. 


Five Year Planning Effort 

The transfer was the culmination of five years of planning 
which required the combined efforts of Eberhard Faber’s top 
executives, including Mr. Brown; Mrs. Eberhard L. Faber, 
vice-president; Eric Q. Bohlin, vice-president in charge of man- 
ufacturing; Join D. Horne, vice-president in charge of sales; 
Duncan C. Taylor, secretary; Frank L. Willis, treasurer; 
Martin A. Gracheck, controller; C. Paul Mailloux, sales man- 
ager and Glen Rhys, industrial relations director. 

The first phases of the move began 18 months ago with a 
20% step-up in production at the old plant. This stockpile 
of finished products was used to fill orders across the country 
during the most active months of the transfer of operations to 
Wilkes-Barre. 

Late last October, the elaborate blueprint and carefully- 
timed schedule for the shift was put into execution. Thousands 
of items were marked with exact dates for moving. Certain 
machines were gradually withdrawn from production and set 
up in the new plant before the remainder of those types were 
moved. The stockpile of raw materials was used up at ex- 
actly a pre-determined rate while a similar stockpile was built 
up in Wilkes-Barre. 


Train New Employees 

Employees hired in Wilkes-Barre were brought to the old 
plant several months before the move to be trained in Eber- 
hard Faber manufacturing techniques and to serve as a core 
of skilled personnel from the new plant's area. 

And Eberhard Faber’s key administrative and production 
people transferred to Wilkes-Barre. For some months now, 
they have been moving their families into new homes and 
communities in and around Wilkes-Barre. 

Another move resulting from the shift of the plant, and 
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Key Executives ... of Eberhard Faber Pencil Co. conduct the 
annual international sales conference at Skytop, Pa., not far 
from the new factory and headquarters. From left are Louis 
M. Brown, president; John D. Horne, vice-president in charge 
of sales; Eric Q. Bohlin, vice-president in charge of manufac- 
turing, and C. Paul Mailloux, sales manager. 





also an additional Eberhard Faber expansion, is the enlarge- 
ment of the New York sales office at 200 Fifth Ave. This 
office has long been the headquarters of J. Howard Shoe- 
maker, Jr., manager of the New York sales district, and his 
staff. Now, in addition, it will be the base of operations for 
Ralph T. Soulby, eastern district sales manager and chain 
store sales manager, and Otto Gaffron, manager of the ex- 
port division. 

Mr. Brown announced that the official mail, billing and 
F.O.B. address is: 

Eberhard Faber Pencil Company, Crestwood, Wilkes-Barre, 
Pa. 





Dennison Names Marketing Director 

Philip B. Hamilton has been named 
director of marketing for Dennison 
Manufacturing Company. Mr. Hamilton, 
who is a member of Dennison’s board 
of directors, also will continue as gen- 
eral sales manager, directing the opera- 
tions of all Dennison salesmen in the 
United States. 

The new director of marketing joined 
the company in 1934, shortly after re- 
ceiving his M.B.A. degree from the 
Harvard University Graduate School of 
Business Administration. He was named 
export manager in 1938, and 10 years later was appointed 
sales manager of Dennison’s Northeastern Division in Boston. 

Mr. Hamilton has been general sales manager since 1952. 





P. B. Hamilton 





Robertson Resigns from R. C. Allen 

John Robertson, sales manager of the Guardsman Safe 
Division of R. C. Allen Business Machines, Inc., Grand Rapids, 
Mich., has resigned to become associated with the Armored 
Car Co., in Puerto Rico. 

Prior to his original founding of the Guardsman Safe Co. 
in Indiana (purchased by the R. C. Allen firm about two 
years ago), Mr. Robertson was associated with the Armored 
Car Co. in Chicago. 
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make a GLOBE-WERNICKE 
FRANCHISE valuable 


This is Sec-Tray, y 
Globe-Wernicke’s new e , Af) i 


stationery tray for 


typewriter desks. 


Sec-Tray’s amazing convenience and efficiency are building quick sales and 


profits for G/W dealers all over the country . . . just one of the many important 


advantages of being a Globe-Wernicke Franchised Dealer. Why not investigate 


all the other advantages—powerful national advertising, newspaper G 


ad mats, animated local TV films. point-of-sale displays, sales training aids 


and many more. Write today for complete information. A postcard wy 


may lead to an entirely revitalized business for you. *Reg. U.S. Trade Mark. 


_ YEARS, MANUFACTURERS OF THE WORLD’S FINEST BUSINESS 
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Old Fashioned Principles Build 


Modern Robe! Press 


@® BLUE CHIPS, four of them, make up the brand emblem of 
Robel Press, at 235 E. 45 St. New York City. The emblem 
on the front door, the letterhead, the envelopes, the calling 
cards, the private packaging, proclaim the theme of a blue- 
chip business with its ever-widening circle of blue-chip clien- 
tele. 

It was in 1942 that an enterprising young man, Robert 
Benet, decided to cut out a niche for himself in New York 
City’s commercial stationery field. He had worked in Cairo for 
the British printing firm of Whitehead Morris & Co., Ltd., 
whose impeccable artistic standards were to stand him in good 
stead, and in New York had held a job with the dean of the 
stationery industry, Henry Frank of Henry Frank, Inc. 

At this new establishment, a salesman called one day look- 
ing to pick up an order, and was told by Mr. Benet, who is 
given occasionally to deadpan joking, that all he needed that 
day was a partner with some money. 

A few days later, another enterprising young man, Robert 
Polon, whose experience in the field was gained by working 
with a Los Angeles firm, dropped in to have a talk with Mr. 
Benet. He heard, he said, that Mr. Benet was looking for a 
partner and some capital investment. Could they talk things 
over? Mr. Benet laughed long and loud, but as they talked 
each felt a business affinity for the other. Out of a joke, a 
partnership was formed and a business was born that has 
grown steadily over the years and is now one of the most suc- 
cessful in a highly competitive market. 


Business Based on Service 

A few primary principles are the bases on which the busi- 

ness is operated, and every new plan and innovation is tested 
against them before being incorporated into the business. 

“Service”, says Mr. Benet, “is the keynote of our business. 

That was our first precept, that is still our first aim. To that 

we add merchandising. We do not feature merchandise manu- 





Robert Polon, in his office at Robe! Press 
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Robert Benet . . . poised for work in his office. 


factured by just anyone. Insiead, we select the finest product 
which a manufacturer can put out, we limit ourselves to that 
product, believe in it, go to work and do a sales job on it. 
[hat leads to another important character of our business — 
our sales personnel. 

“We are selective in the extreme about our employees, 
check each background with the utmost care before hiring. 
The result is that the key members of our personnel have 
been with us for close to 10 years.” 

Now, 15 years later, Robel Press has just celebrated its 
success by moving lock stock and barrel into their own 
building. “An old barn,” Mr. Benet describes it, “before we 
got to work on it”. Renovated, it has been transformed into 
no razzle dazzle showplace, but a quiet, contained, two story 
building worthy of a price from the Museum of Modern Art 
for beautiful simplicity and functional business decoration. 

As in their business operation, these mea had a vision as 
well as good sound experience as to what they needed to 
make this building efficient. Together with architects Andrew 
Mitropoulos and John V. Sheoris of Douglaston, N.Y., they 
evolved a blueprint which will be the envy of every commer- 
cial stationery peasant who dreams of being a commercial 
stationery king. 


New Building Rises From ‘Barn’ 

Io begin with, the ‘barn’ was demolished except for the two 
side and rear walls. In its place, and working within the 
limitations of a narrow, long building, arose one of the most 
completely equipped offices and warehouses to service some 
of the best clients in the city. Located on one of New York’s 
busy industrial streets, the distinction of the building is ap- 
parent the moment it is approached. Light gray Waylite 
blocks set the background for the simple but very effective 
brand emblem of the firm, the name Robel Press in Wedge- 
wood blue and four large Wedgewood blue discs, lighted 
by two modern aluminum overhanging wall brackets. 

On one side of the building, a door painted in the same 
Wedgewood blue leads to the stock room, which runs 100 
feet long and 16 feet high, and which is equipped with all 
steel adjustable shelves for stock. Fluorescent lighting fixtures, 
and the clean white, gray and blue color scheme throughout 
give the room an air of cheerfulness which, added to the 
order of the shelves and to the two long wrapping tables, one 
for stationery, the other for printing orders, make for super 
efficiency which the firm prides itself on in order to maintain 
top quality service for its customers. 

“We were striving” says Mr. Benet, “for a serene atmos- 
phere, one which would be relaxing to our employees and 


ourselves.” It’s an old-fashioned way of doing business. 
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3m  WOOD-GRAIN PLASTIC MASO-MATS”’ 


aa ... because here at last is a chair mat that blends EVERY OF FICE NEEDS 


the beautifully with furniture and carpeting in every modern 
office. In the past the effect of striking design or expen- ANEWMA SO-MAT 


most ‘ o Be 
sive furnishings was always marred by shabby ill-match- 


some “ : » “rs eve er . »| i ‘ 
are ing mats. Today, wood-grain plastic Maso-Mats come in Dealers everywhere are selling ~ Mas 

.p- four rich decorator colors—Walnut, Driftwood Gray, Mist Mats in volume—and profits are high. Order 
iylite Green, and Desert Sage (beige). What's more, the tough today—stock them—show them—you 


surface withstands rough treatment and gives long wear 
without losing its lustrous gloss. Maso-Mats don't warp, 
don’t creep, don’t chip or peel, are impervious to ink, 
water, cigarettes, etc., and come in secretarial or execu- FREE MINIATURE SAMPLES 
tive sizes. Special sizes available to 48 inches maximum 
width and 16 feet maximum length 
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STEEL PRODUCTS, INC. 
mos- . 
and - inure Ven Se), Ben ier -Vclom Se iGGr, bene. 


MASO STEEL PRODUCTS, INC. 
53 W. Jackson, Chicago 4, Illinois, Room 952 


Please send me price lists and free MASO-MAT Samples. 
NAME 
TITLE 
FIRM 
ADDRESS — 
(street) 


(City) (zone) 
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You're in for more big wampum 
when you hit the “sales path” 
with Miami Systems business 
forms—the forms all American 
businessmen want to buy! 


Miami Systems incorporate into 
each easy to fill out form every 
fact a businessman (or gal) must 
have to complete any business 
transaction. They’re competitively 
priced ¢ conveniently sized for 
quick filing ¢ easy mailing 

¢ custom-made to precise custome! 
specifications. All orders are 
immediately acknowledged, 
promptly delivered. 


Big volume sales and profitable 
repeat orders await dealers who 
add Miami Systems to their 
present line. Dealers also enjoy 
Bonded Dealer Protection which 
guarantees no competition 


seen EE OE 





from us—ever! 


For more information and facts 
about our new low prices, 
write today. 
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MIAMI SYSTEMS CORPORATION 


MSC Business Aids include Rite-Type-Snap Carbon Forms © Continuous CINCINNATI 9, OWNFF 


Forms © Continuous Interleaved Sets « Autographic Registers and Forms Continuous Forms Our Specialty 
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it all adds up to a 


low cost high quality 
product...the 


new Regna itemizing cash register 














By 
a cash register, we! a 
g al” -, ty ae 










adding machine 
and simplified 
bookkeeping 
machine 

ALL IN ONE 
STREAMLINED UNIT! 








IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre 
Dame St. W., Montreal, Que. - Business Equipment Machines 
489-R King $t. a Toronto, 


OUTSIDE CONTINENTAL U.S.: cain S. Ulen, Sox 507, Bergen, 
Norway. 


Complete stock of Regna parts available throughout the U.S, 





Regna Cash haniaters. Inc. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


| Please send more information on the new Regna itemizing Cash 
Register and outline advantages of becoming a Regna dealer. 


eB inactsinsreiecevesveesescsceede sininbitstiesteitincevinsatiatilaasedimeeinnn 
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New Showroom .. . of the Haeger Desk 
Co. was opened recently in Space 1233 
of the Merchandise Mart in Chicag: 








Carter Sponsors “Name 
The Kitten” Contest 


To promote its new electric line of carbons and ribbons, 
The Carter’s Ink Company is awarding an eight-day trip for 
two via Pan American World Airways to the West Indies. 
This trip will go to the dealer salesman who sells or demon- 
strates one or more items in Carter’s new electric line to the 
greatest number of different companies. The contest closes 
May 22, 1957. 

Other prizes include 25 new 1957 General Electric table 
model radios. 

In addition to this dealer salesman contest, Carter’s is con- 
ducting a “Name the Kitten” contest to promote their new 
electric line at the consumer level. The company foresees a 
tremendous response to the consumer contest if point-of-sale 
material and consumer entry blanks are used effectively. 

Extensive national. advertising will feature the consumer 
contest which runs from February 21 to April 22. The Febru- 
ary 25 and March 25 issues of “Life” will carry contest adver- 
tisements. Consumer prizes include an eight-day trip for two 
to the West Indies, six portable G-E TV sets, and 43 other 
valuable prizes. 

The company points out that many new customers are in 
store for dealers who participate enthusiastically in this con- 
test. Carter’s feels that the tie-in contest for their salesmen 
is an additional incentive for them to demonstrate Carter’s 
new electric line. Furthermore, Carter’s believes that good 
demonstrations will lead to profitable complete sales. 


OEA Finances Scholarship Awards 


Business and commercial students in New York City high 
schools will soon be competing for six $500 Scholarship 
Awards, according to a recent decision of the Office Executives 
Association of New York, Inc. These one-year awards will be 
financed by the association from the proceeds of its National 
Business Show, held each year in New York City. 

According to the scholarship committee of OEA, winners 
will be selected from among students who have indicated 
their scholastic ability and interest in the business field by 
winning OEA-Belding awards. These latter awards are given 
to students in 57 New York City schools on the basis of scho- 
lastic standing in accounting and/or secretarial studies, plus 
the personal recommendation of the student’s teacher and 
principal. Up to the present, nearly 300 OEA-Belding Awards 
have been won. 

According to G. W. Tisdale, secretary of the educational 
department of Commercial Union Ocean Insurance Group and 
vice-president of OEA’s Education Division, the scholafship 
awards will provide financial aid to deserving students and at 
the same time enhance the prestige of business graduates. 


Dealers Compete for Brand Names 
Retailer-of-the-Year Awards 

Included in a record number of 623 merchants given an 
opportunity to compete in the final phase of the ninth annual 
Brand Name Retailer-of-the-Year competition are 30 office 
equipment and stationery stores, it was announced by Henry 
E. Abt, president, Brand Names Foundation, Inc. 

They are located in 21 states, with New York having the 
greatest representation. Included among them are George 
Stuart, Inc., Orlando, Fla. and Standard Printing Co., Alexan- 
dria, La., 1955 winners of the runner-up certificate of distinc- 
tion. Als» included is Baker’s Office Equipment Co., Elyria, 
Ohio — a certificate of distinction winner in 1954. 

Other finalists in the 1956 competition, which closed 
January 21, are: Millam & Wikle, Phoenix, Ariz.; The Re-Print 
Co., Birmingham, Ala.; Zac Smith Stationery Co., Birming- 
ham, Ala.; Beier & Gunderson Co., San Francisco, Calif.; 
Martin Office Equipment Co., Jacksonville, Fla.; Englehart 
Shay Typewriter Co., Champaign, IIl.; Horder’s, Inc., Chicago,, 
Iil.; Sinton Supply Co., South Bend, Ind.; Service Office Supply 
Co., Detroit, Mich. 

Also: MacTaggart-Hoffman Co., Port Huron, Mich.; F. J. 
Osterloh, St. Louis, Mo.; Tribune Printing & Supply Co., 
Great Falls, Mont.; Otto Ulbrich, Buffalo, N.Y.; Ryan & 
Williams, Inc., Buffalo, N.Y.; D. Waldner Co., Inc., Mineola, 
N.Y.; Itkin Bros., Inc., New York, N.Y.; Estil’s, Inc., Plain- 
field, N.J.; Bill Shaw Co., Charlotte, N.C. 

Also: C. Loth, Inc., Cincinnati, O.; Scott Rice Co., Tulsa, 
Okla.; Johnstown Office Supply Co., Johnstown, Pa.; Midwest 
Office Supply Co., Salt Lake City, Utah; Caldwell-Sites Co., 
Roanoke, Va.; Laird Office Equipment Co., Charleston, W. 
Va.; The James & Law Co., Clarksburg, W. Va.; Oshkosh 
Office Supply Co., Oshkosh, Wis.; and Nisbet Stationery, 
Cheyenne, Wyo. 

Each finalist has been invited to submit a detailed and 
illustrated presentation that best represents his 1956 advertising 
and other brand promotional activities. These presentations 
will form the basis for the final selection of winners. The 
competing group includes small and large retail firms in 
communities of all sizes and in every state. There are also 
a number of Canadian finalists. 

Ivan Allen, Sr., Ivan Allen Co., Atlanta, Ga., will represent 
the office equipment and stationery store category on the 
judging committee. 





Jens Risom Opens Los Angeles Office 

Jens Risom Design, Inc., is slated to open a Los Angeles, 
Calif., office sometime in March. 

The space, located at 144 N. Robertson Blvd., offers ap- 
proximately 1000 square feet for a combination office and 
reception area furnished with representative Risom pieces. 
Charles J. Welch, west coast representative, will manage the 
new office. 
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SELL MORE, EASIER 


with the enormous 
Shaw-Walker franchise 





Shaw-Walker’s enormous franchise is the trade’s 
most profitable. The exclusive Shaw-Walker dealer 
offers his customers 5000 items from one factory — 
matched in appearance, matched for results. 


All 5000 items are pictured, described and priced 
in Shaw-Walker’s 292-page Office Guide, the biggest 
order-producing Junior Salesman in the industry. 
All bear the best known trade-mark in office equip- 
ment, “Built Like a Skyscraper.” 


Among the 5000 items in this enormous franchise 
are many exclusive products that cannot be pur- 
chased from anyone but the Shaw-Walker dealer. 


No Other Franchise Gives You 
All 9 Profit Making Features 


(1) All 5000 items from one factory. (2) Most complete 
franchise. (3) 292-page Office Guide to simplify selling. 
(4) Many exclusive fast-selling items. (5) Flow of sales 
helps. (6) Best known trade-mark. (7) Intensive, order- 
producing national advertising. (8) Fourteen Panoramic 
Stores to help close big jobs. (9) Warehouses stra- 
tegically located throughout the nation. 





id 





GHAW-WALKER 


Factories and Home Office — Muskegon, Michigan 


Right now there are a few cities in which we are willing to 
8. make a change. Yours may be one of them. Write today. 
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The Biue Chips Group by Thomas 
functional 


ideal in this,conference room 


a8 


®e Designed by Ken White, 


to add elegance in a climate of efficiency. 
e Covered with Kalistron, 


to add long life to intrinsic beauty. 


e Made by Thomas, 
to sell for half to a third less! 


These chairs say “1957” wherever they aré used — in office, institution, conference room. anywhere. Clean 
of line, light and strong they are available, Kalistron-covered,in 14 colors. Kalistron: clear vinyl with color 
fused to the underside, thus protected from scratching, marring, scuffing. The wood is walnut, custom 


finished. The Blue Chips Group by Thomas sells. 









Kalistron sh 


tener | 





Conference Room, St. Joseph's Hospital, Philadelphia, Pa. Designed by Ken White Associates 





FURNITURE COMPANY elastic-backed plastic upholstery material 
ah Point, North Carolina United States Plywood Corporation, Flexible Materials Division 
ann © yd Street, Louisville, Ky 
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new KLEENMASTER 
Spirit Duplicating Carbon 


Cleanest master units made. Can't 
bleed or smear. 2 sizes. 





Peerless Imperial 
CARBON PAPER RIBBONS 


Take tough treatment without 
breaking, ripping, unraveling. Give 
print-like reproductions. 6 colors, 
4 degrees of black. 






























An unbeatable partnership of price 
and performance helps you sell the 
PEERLESS IMPERIAL line. 


Suddenly you increase the number of 
your steady, come-back-for-more 
customers, with never a squawk in a 
carload. If you're hunting for profits 
(and who isn’t?) as well as honest-to- 
goodness service, won't you drop us 

a note today? We'll prove “It’s a 
pleasure to do business with PEERLESS.” 


° 





Imperial Writemaster 
RIBBONS & CARBONS 


An all-rag, inked-to-perfection 
carbon paper that produces 
crystal clear copies. All wts. 
and finishes, 
























riates : 
= Two extra yards of fine 
Peerless TUCHTYPE Peerless Imperial woven cloth, inked by 
RUBBER KEYS NO CURL—NO SMUDGE exclusive process. 
Year after year, Peerless sells more Unusually high manifolding power in this premium 
rubber keys than do all other man- quality carbon. Extension edge prevents soiling 
ufacturers combined. Need we say fingers. All wits. and finishes. 
more? 
These are just a few of the money-makers 
in the PEERLESS IMPERIAL line. Clip this coupon today 
for more information, No obligation, 
: A-3 : 
PEERLESS COMPANY Peerless Imperial Co., Inc. } 
i 
mecerOnates a Peerless Place, Newark 12, N. J. 
. Send full details on the Peerless Imperial line ' 
General Office and Factory : Peerless Place ait tah 
Newark 12, New Jersey Nome ee cover : 
J a : 
ef 4/ ) r: ' 
oy i 9 f- fy, : a ' Street... ' 
7) ti /Viodkl uw one , typewriter ribbons, ; - 
Cs ' ee , Zone Stote ; 
— carbon paper ribbons, carbonized rolls, Peerless rubber keys. + oo <i eat ee 
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Below . . can be seen the sup 
plies section of Carither-Wal 
lace-Courtenay before re 
modeling. The new store lay- 
out is pictured right. 


@ IN PLANNING the remodeled display area seen on this 
page, Carithers-Wallace-Courtenay, Inc., Atlanta, Ga., first 
classified all supplies and office equipment and then alloted 
specific space for classification of merchandise. 

The display units were designed to accommodate the par- 
ticular items in each classification with a dual purpose—to 
suit the needs of the store and to suit the needs of the self- 
service customer. 

Remodeling, however, did much more for the store, as the 
“before” and “after” pictures show. The unattractive ceiling 
was covered by acoustical tiles, ultra-modern lighting was in- 
stalled, pillars were modernized, and the floor area, through 
the use of new display units, was provided with space for new 
freedom of movement. Even the floor tiles were given a 
“new look” in the treatment. 

CWC’s remodeling program began in 1953 and early 1954, 
when the furniture department was refurbished. Approximately 
10,000 square feet of display area was given over to this 
display. The supplies department, pictured here, was recently 
completed with 2,500 square feet for display. Warehousing for 
office supplies and equipment offers 9,000 square feet in the 
building and 65,000 feet in another location. The company 
is also building a warehouse for furniture which will offer 
105,000 square feet. 

Officers of the firm who are responsible for the instituted 
changes include Harold G. Carithers, president and treasurer 
since 1946; Joseph T. Kilpatrick, vice-president; Allen M. Key, 
vice-president; Elbert Smith, Jr., secretary, and A. L. Smith, 
assistant treasurer. 

The company was formed in 1929 by Mr. Carithers, James 
J. Wallace, and John B. Courtenay. At that time, Mr. Wallace 
was elected president and served until 1941. Mr. Wallace was 
president until 1946, serving later as chairman of the board 
until his death in 1953. During the years since it was founded, 
employees have grown from five to 50 in number. 


104 





Display Area pictured above fea- 
tures custom built units which enhance 
the merchandise as well as the store it- 
self. The ceiling, pillars and floors were 
also modernized. 


Atlanta Store Remodels 
Office Supply Section 





. also underwent extensive changes to provide 
this modern facade. Note the overhang false front that sup- 
ports the sign and the concealed illumination. 


Store Front . 
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QUES | ON: THE MOST - 


which hanging folder sells..../ tHE EASIEST - 


ANSWER: 








tee US Poe OF 


That's how it has been for fifteen years, and that's the 
way the PENDAFLEX story will read tomorrow. 





But it takes more than the sales momentum of fifteen 


years of leadership to stay out in front: 


THE PRODUCT MUST BE BETTER 





More durable, for example. In drop tests of folders on 
frames, only Pendaflex hanger rods withstood an impact 
of fifty pounds without tearing away from the paper. 


NEW APPLICATIONS MUST BE PIONEERED 


The latest of rnany Pendafiex developments is the Ox- 
ford Pendalex Checkfiler. Other new applications are 
now being field-tested prior to introduction. 











THE LINE MUST BE COMPLETE 
Pendaflex today is the only complete line, available in 7 
sizes, plus 7 portable Pendaflex files which add extra 


sales and profits. 


TECHNICAL ASSISTANCE MUST BE ON TAP 


Usually, the application of Pendaflex to a filing opera- 
tion is simplicity itself. 

But when a complex filing problem needs expert anal- 
ysis, dealers may draw on the accumulated experience 
of the Oxford Filing Service Department. 








NATIONAL ADVERTISING SUPPORT 


In 1957 the biggest advertising program in Pendaflex 


with GREATEST PROFIT? 


Oxford PENDAFLEX © 





history will feature Pendaflex in full page space in all Yes, Pendaflex is the line of least sales resistance, of protected 
of the important office methods magazines, to build con- profits, of proven quality. Most cities are open for additional 











sumer acceptance and to make your selling easier. franchises. Send us your inquiry today. 
OXFORD FILING SUPPLY COMPANY, INC. Clinton Road, Garden City, N.Y. St. Louis 6, Mo. 
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QUALITY PRODUCTS REQUIRE QUALITY MATERIALS 


a 


ie 











SAMPLES 
ON REQUEST 


Elastic Versilan in various weights, as upholstery material for chairs, sofas, lounges, booths—any type of furniture. 
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Are you cashing in on the chair 
with the fiber glass base? 


—) . te 
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The big success story of the chair industry is the Sturgis 

fiber glass base. Every Sturgis dealer has found it easier to 

sell chairs with this outstanding selling feature—a base that 

{ ) is immune to normal office abuse, never needs refinishing, 
. is self-leveling even with one caster off the floor mat, and is 
noiseless in movement. Fiber glass bases come in five colors— 





Ss . gray, walnut, charcoal, light green and dark green—on 14 
CRs different executive and stenographic models. How 
i> Ww about it? Are you cashing in on the chair 
. aes = ying” with the fiber glass base? 7 
| = 
ess = 
=m, ——<— 
Wes 2 a es SS 
ea. er 6 
820-G 672-6 
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POSTURE CHAIRS 


Manufactured in Sturgis, Michigan and Charleston, South Coroline 
THE STURGIS POSTURE CHAIR COMPANY + STURGIS, MICHIGAN 
General Sales Offices + 154 East Erie Street + Chicago 11, Mlinois 
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1 ae aE 
ha 3 


OA-3/57 107 








New Do/More Chair Co. building 
as visioned by the architect. 








Ground Broken for Do/More 
New Offices in Elkhart, Ind. 


H. Ben Williams, Jr., (center), president of Do/More Chair 
Company, Inc., is shown in accompanying picture turning the 
first spadeful of earth for the firm’s new office building ad- 
joining the factory in Elkhart, Ind. Construction is expected 
to be completed by July 1. 

The modern structure, for which Raymond Loewy Associ- 
ates, Inc., are architects, will contain executive and general 
Offices, a reception lobby and display rooms. A partially-en- 
closed space between the office building and factory will be 
made into a patio. 

Organized 35 years ago, the company is constructing a 
building to consolidate its production and office facilities in 
Elkhart. 

Shown watching the ground-breaking ceremony (left to 
right) are Robert Gaff, plant superintendent; William Reynolds 
and Fred Wright of the Wright Construction Company; 
Charles R. Mack, executive vice-president; Thomas V. 
Happer, company attorney and director; Mrs. Ralph Wolf, 
secretary-treasurer; and G. A. Bettcher and Robert Brusman, 
vice-presidents. 


NSOEA Issues New Manual! 
On Selling Filling Supplies 

“How to Sell Filing Supplies,” a new sales training manual 
for dealer salesmen, has just been issued to members of Na- 
tional Stationery & Office Equipment Association. 

This 72-page, two-color manual is a complete revision of 
the very popular manual with the same title issued by the 
association in 1949. Only the name is the same, however, 
for the size is almost doubled, and all illustrations and type 
are new. Shelf-filing and hanging folders, which have increased 
in sales since 1949, are completely covered in the new manual. 
Glossary, questions and bibliography have been completely 
reworked and expanded, and a new Leader’s Guide helps the 
sales manager plan his training sessions. 

A new feature of “How to Sell Filing Supplies” not found 
in the previous manual, is a section on selling techniques—how 
to find prospects, get the interview, demonstrate, dramatize, 
overcome objections and close the sale. In addition, there is 
a broad background on filing operations and procedures for 
preparing the salesman in making a filing survey and customer 
proposal. Hints for making the survey, including sample 
forms, and ideas for the proposal booklet, are aimed at increas- 
ing the percentage of big orders for filing supplies and equip- 
ment. 


ABS Names Two Branch Managers 

Two branch managers were recently appointed by American 
Business Systems. 

Reese Herdter will head the company’s Pittsburgh office, 
assisted by J. Coxe and R. Foulkes, sales representatives. John 
Holmes was named to manage the Hartford, Conn,, office. 
Carlo Viggiano is sales representative. 








Ground-Breaking Ceremony .. . for new Do/More offices. 





National Blank Book Appoints Four 

Appointment of four products managers at National Blank 
Book Company, Holyoke, Mass., has been announced by 
Paul B. Buckwalter, executive vice-president. 

Dale H. Johnston is appointed commercial products man- 





Dale Johnston W. R. Whitehouse 


ager. He was National representative in Pennsylvania until 
1955 when he transferred to the merchandise department at 
Holyoke. 

W. Raymond Whitehouse is appointed school products man- 
ager. Mr. Whitehouse has been with National since 1952, and 
previously was with Judd Paper Company and Electric Games 
Company, in Holyoke. 





oo 








Herbert Burton F. E. Fleming 


Francis E. Fleming, with National since 1923 and for the 
past several years acting head of special orders department, is 
appointed manager, special orders department. 

Herbert Burton is appointed social products manager. Mr. 
Burton joined National’s New York office in 1929, and in 
1930 transferred to Holyoke to take over merchandising of 
the company’s social line. 
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A little pocket calendar in- 
cluded with every refill pad 


serves as a constant reminder 


of Success Calendars. 


No. 85 has 
magnifying top 
plate .. . daily 
date in red... 
present, past and 
future months... day 
designation and Holi- 
days indicated. Styrene 
bases in your choice of 
walnut or metallic gray. 


Tear-Kleen Wall Calendar has 
a large daily date seen at a 
glance from 15 to 50 feet. 
Comes in four sizes. Backs are 
green, water-proof panel 
board, handsomely embossed. 





OA-3 /57 





A yearly calendar with your 
imprint at top keeps your 
name before your customers 
all year long. 






















No. 13 is the convenient up- 
right style, particularly popu- 
lar where desk space is at a 
premium. Pad lit aphed in 
two colors with daily date in 
red. Refill pads for all types 
of bases readily available. 


Mh. 





National advertising in lead- 
ing magazines. It's good busi- 
ness to sell Success Calendars 
... More profit, too, because 
people ask for Success by 
name, come baek to your 
store year after year. Don't be 
satisfied with ordinary calen- 
dars—stock Success! 


when you think 
of SUCCESS. 
CALENDARS 


No. 19 is smart, handy and 
efficient. Pad lithogr in 
two colors with daily date in 
red. Present, past and future 
months shown. Success is the 


really com line of quality 
Desk and Wall Calendars. 


think of 





Beautiful store displays, win- 
dow streamers and calendar 
charts dress up your showroom, 
tell customers that here is the 
place to buy the Success Desk 
Calendars they have been 
reading about in leading 


national magazines. 


— a a 


COLUMBIAN. ZZ WORKS, INC. 


2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN 


No. 17 is a deluxe, book 
oe aad g on 











Unique Setup for Dealers 


Established at Marnay Sales 


A special type of welcome mat is out for dealers on the 
9th floor of 1270 Broadway, the address of Marnay Sales & 
Manufacturing Company’s new showroom. Located in the 
heart of New York’s metropolitan district, the showroom offers 
important facilities to dealers who are handicapped by their 
own limited floor space. 

These facilities include not only a functional display of 
Marnay’s products, but a trained sales staff to handle dealers 
and their customers, plus a full stock of free sales aids such 
as newspaper mats, color squares of steel color finishes, glass 
samples. Nevamar and Formica color chips, glossy photos 
and descriptive color literature. 

“Many dealers do not have sufficient space to advantageous 
ly display the products they sell,” explained Marvin Hersko- 
witz, president of Marnay Sales & Manufacturing Company. 

“The purpose of this showroom is to provide that space for 
the dealer. He can come with his customers, or send them 
here alone to look over the products, and he can rest easy 
in the knowledge that our salesmen will provide them with 
all the information they may need.” 

Additions to the Marnay line currently include Partitioners, 
the steel with glass space dividers installed in the new show- 
room to create attractive offices and enclosures for Marnay 
personnel; Nevamar cocktail and end tables; steel-based 
Nevamar desks and portable files, and all-Formica modular 
desks, a handsome sample of which is in Mr. Herskowitz’s 
private office. 

Another valuable Marnay service is the assistance with floor 
layout problems offered by a trained staff of space engineers, 
at no extra charge. Graph boards with miniatures of the 
Partitioners and of office furniture are utilized for efficient 
solutions to layout problems. 

“We'll do all we can,” said Mr. Herskowitz, “to ring up 
more sales for the dealer and to supply him with every type 
of assistance and information possible. Our welcome mat is 
out to him, his customers, and his potential customers.” 

















Through the Open Door. . . of President Marvin Herskowitz’ 
private Partitioner office in his new showroom can be glimpsed 
Marnay’s new all-Formica modular desk. A construction fea- 
ture of the Partitioners is the floor anchor shown on the base 
of the door post at left in photograph. The anchor can be 
easily attached after the Partitioner is in place, eliminating 
need to disassemble panels and posts. 





This 68-inch High Partitioner of- 
fice is the private province of David S. 
Katz, sales manager for Marnay Sales 
& Mfg. Co. The clear fluted glass inserts 
of the Partitioners can be replaced by 
clear flat glass, frosted fluted glass, 
blackboard, steel, pegboard or acoustical 
panels. Samples are available for dealers 
and customers. 
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Dependable — Trouble-free! 


Tot wen 


PAPER PUNCHING 
gaat 


For 3-ring binders, 11” x 
8%” sheets. Punches all 3 
holes at a single squeeze, 
4" on center, 8%” overall. 
No gauges to set — no 
places to mark. Punches 
sheets instantly, all 3 holes 
at one time. Handy — fits 
brief case or desk drawer. 
Weighs less than 20 ounces. 


CLIX MODEL NO. 3 LIST $4.00 each 










2 or 3 HOLES Punches 2 hole sheets or 3 
hole sheets as required. Ad- 
justs instantly, simply by 
snapping button ... to 
right for 2 holes, to left for 
3 holes. Takes sheets from 
6” to 12” long. Gauge- 
marked in 1” graduations. 
For 3 holes, details same as 
Model 3 above. 2-hole 
punching, 2%” apart on 
centers. 


CLIX MODEL NO. 32 
LIST $6.50 each 





CLIX 
DOUBLE. 
DUTY 
PUNCH 



















Punches 2 holes spaced 2%” on centers at 
a single squeeze in paper sheets ranging 
from 5 inches to 12 inches in size. Simple 
gauge adjusts instantly to any size sheet 
up to 12” in half-inch graduations. Weighs 
less than 10 ounces. Red base plate and 
hammertone gray cover. 


CLIX MODEL NO. 2 LIST $2.50 each 


CLIX 
7-HOLE 
PUNCH | 










CLIX 7-HOLE PUNCH FOR 7-RING BINDERS 
Same size, same precision action, as 3-hole punch, but punches all seven holes in 3-1-3 orders 
standard spacing for 11” x 8)%” sheets, at a single stroke. 45x MODEL NO. 7 LIST $7.50 eoch 
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How the Architect . . . visions new of- 
fices and factory of American Pad & 


Paper Co. 


American Pad & Paper Pushes 
Construction of New Plant 


Directors of the American Pad & Paper Company has ap- 
proved the plans and specifications for a new industrial plant 
to be built at Appleton and Winter Sts. in Holyoke, Mass. 
As soon as this approval was voted, the Oneko Realty Trust 
who will build this plant and lease it to the American Pad & 
Paper Company, awarded the construction contract to A. R. 
Green and Son, Inc., of Holyoke. 

Construction of the new building will start immediately 
and the target date for completion will be the latter part of 
September. Architects and engineers for this structure are 
Munson, Mallis & Reinhardt of Springfield, Mass. 

According to A. George Mallis, consulting engineer and 
architect, the new American Pad building will be the first of 
its kind in this part of New England, and follows closely the 
most advanced thinking in industrial plant design. The build- 
ing is designed with a very attractive entrance on Appleton 
St. outlined with stacked brick and having a large side panel 
of white limestone. There is a tremendous amount of glass 
used in the structure. There are more than 400 windows about 
four feet wide and eight feet high with continuous brick 
panels below the first floor as well as the second-floor win- 
dows. The plans call for the use of an attractive gray brick 
with a two-foot turquoise ceramic. panel around the top of 
the building. 

This new building will have 115,000 square feet of floor 
area including 5,000 feet of office space. It will give the Amer- 
ican Pad & Paper Company a 25% increase in space, but 
with more efficient machinery layout and storage facilities 
the company anticipates that it will be able to handle at 
least a 50% increase in production. There will also be room 
on the lot purchased by Oneko Realty Trust for an addi- 
tional 50,000 square feet of building area if any when addi- 
tional space is required at a later date. 

This new building is a two-story structure with 40,000 
square feet of area on the first floor which will be used ex- 
clusively for the storage of incoming raw materials, and 
the shipping and storage of finished merchandise. Because of 
the slope of the land, the second fioor will include an area 
of 75,000 square feet. 

The office will be on the second floor and in addition to 
the office area, there will also be a first-aid room and a 
combination lunchroom and lounge for the use of all em- 
ployees. The balance of the second floor area will be used 
for all manufacturing processes. Most of the finished product 
will be peckaged in cartons on this floor and moved to the 
first floor by conveyor belt for storage and/or shipment. 





112 








John E. Nielsen was recently elected 
president of Westin-Nielsen Corp., St. 
Paul, Minn. He is also general manager 
of the newly incorporated firm which 
is introducing a new line of executive 
chairs on a_ specialized, semi-custom 
made basis. 

Mr. Nielsen was formerly secretary- 
treasurer and general manager of Niel- 
sen Metal Products. 





J. E. Nielsen 


Oklahoma Firm Splits Up 

Goad’s Printing and Office Supply, Inc., which has operated 
since August, 1951, at 317 S. Main St., in Hobart, Okla., dis- 
solved the corporation recently, and the business has been 
split up. The changes in the business were disclosed by R. A. 
Goad, manager. 

The gift department was sold to Grinnell’s Drug store. 
H. D. Self, printer with the firm, took over the printing plant 
division and is continuing to operate the printing business as 
“Self Printing.” 

Effective Febru ', 1957, Mr. and Mrs. Goad began han- 
dling office supplies und equipment from their home address, 
621 N. Randlett St., where an office and a warehouse for 
supplies and equipment have been established. 

Mr. Goad is using a motorized van stocked with office 
supplies and equipment to make calls on customers. 

“We will, with the van, be able to make regular calls on our 
customers and keep them supplied,” he said—EVH 








Harter Opens New Western Quarters 


Harter Cor-oration customers in the western states are now 
being served by a new office and warehouse building in Bel- 
mont, Calif., just off the Bayshore Freeway. 

A steady increase in volume of business has made it neces- 
sary that the company obtain larger quarters than were avail- 
able in their former location in San Francisco, according to 
Robert R. Speicher, western manager for Harter. 

The new building has more than 10,000 square feet of floor 
space, of which a portion is devoted to offices and display 
areas and the remainder to warehousing. 

The home offices and main plant of the company are lo- 
cated in Sturgis, Mich. The corporation is headed by Mrs. 
Evan S. Harter, widow of the late Mr. Harter whose father 
founded the business in 1927. 

The firm first established facilities on the west coast in 
1946. Prior to that time, dealers in the west were served by 
several local distributors. 


New Western. . . office and warehouse 


of Harter Corp. 
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will sell DIXON TICONDEROGA 
Pencils to millions of people! 








Ethan Allen is the salesman who will make thousands of calls 
per day on prime pencil purchasers all over the country! 
He'll reach your best prospects and customers when they're 
in a relaxed, receptive mood... reading their copies of 
THE SATURDAY EVENING POST, NEWSWEEK, U. S. NEWS 
AND WORLD REPORT and BUSINESS WEEK. This famous 
Revolutionary War hero . . . famous too, as a Dixon advertis- 
ing “personality” . . . will do his selling for Dixon dealers in 
a powerful new advertising campaign. - 
The theme of the campaign: 

‘Modern America Writes Better with Dixon 
Ticonderoga .. . The Pencil of Progress!” 


The theme for Dixon dealers: 
‘More Pencil Profits in ‘57 with Dixon Ticonderoga!”’ 
Put Ethan Allen to work for you! Call, wire, write: 


D IXO N 


THE ‘OSEPH DIXON CRUCIBLE COMPANY 
Pencil Sales Division — Dept. UCI Jersey City 3, N. J. 
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Parker Chooses ‘‘Miss Penette’’ Queen... 


Beauty queen, offi- 
cial company hostess 
and machine operator 
all in one. That’s 
the situation Marlene 
O’Meara finds herself 
in after employees of 
the Parker Pen Co 
named her their offi- 
cial queen and host 
ess for 1957. Her 
selection marks the 
first time a produc 
tion employee was 
named to the “Miss 
Penette’’ honors 


W. H. Davis Company Opens 
New Houston Headquarters 

W. H. Davis Company, Inc., Houston, Tex. distributor of 
Facit calculators, Odhner adding machines the Halda type- 
writers, has moved to new and larger sales and service head- 
quarters at 4623-29 Fannin St 





Opening Day Ceremonies . . . at the new Houston headquarters 
of W. H. Davis Co., Inc., were lvan Radberg 
(center), Swedish Vice Consul in Houston, and Mr. & Mrs 
Carl Gronhagen, Houston district sales manager for Facit, Inc 
Here, they are greeted by Mr. & Mrs. William Davis (right 


attended by 


William (“Bill”) Davis, president of the company, reports 
the expansion move was necessitated by increased demand for 
his oftice machine line in the Houston area. The company 
will continue as exclusive distributor for Facit, Inc. 

The new street floor office is situated in the heart of Hous 
ton’s business section at the intersection of Fannin and Blodg 
ett Sts. with five large floor-to-ceiling windows facing the 
street. Striking feature of the new quarters is the attractive 
decorative scheme with pastel colors coordinated in walls, 
cabinets and unique free-standing pedestals on the showroom 
floor supporting Facit model calculators, adding machines 
and typewriters. 

Also significant is a colorful nine-foot statue of Mr. Facit 
man, trade mark symbol of Facit, Inc., now being erected on 
top of the W. H. Davis Company building 


Dennison Promotes Hayward, Cullen 

Dennison Manufacturing Company has announced the pro- 
motion of Edward P. Hayward to manager of the company’s 
advertising and sales promotion division, and of Richard J 
Cullen to advertising manager. 

Mr. Hayward succeeds Peter A. Schneider, who continues 
as staff adviser on advertising and public relations. The ap- 
pointee has been with Dennison since 1940 and was named 
assistant advertising manager in 1945. Mr. Cullen joined the 
Dennison organization in 1945 and became assistant sales pro 
motion manager in 1948. 
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Cosco Ad 
Campaign 
Launched 


MERE iT 15 


OPERATION <2 


IMPACT! 


Plans for “Operation Impact”, a concentrated national ad- 
vertising Campaign introducing Cosco’s new Director series 
office chairs, have been announced by Hamilton Manufactur- 
ing Corporation. 

The promotion will be spearheaded by four-color, double- 
page spreads in May Fortune and May 25th Business Week. 
Ads will also appear in June Fortune, U. S. News and World 
Report, Management Methods, Nation’s Business, Dun’s Re- 
view & Modern Industry, Newsweek and Business Week. 

Details of the promotion are being announced through a 
heavy advertising schedule in the trade press and in a series 
of mailings to Cosco dealers. 

All Cosco dealers will receive, free, a giant tie-in sales kit 
containing a full-color reprint of Cosco’s double-page con- 
sumer ad; scripts for tie-in radio and television commercials; 
an idea sheet for dealer sales meeting; a suggested merchan- 
dising schedule, co-ordinated with Cosco’s national advertis- 
ing; a catalog of available ad mats; and samples of other 
valuable sales material, including a blotter, a broadside mail- 
er, and two statement enclosures, all with space provided for 
dealer imprint. 

Also available free, for dealers requesting them, are de luxe 
kits containing a lighted “shadow box” display in four colors, 
a blow-up of Cosco’s four-color consumer spread, a window 
display suggestion sheet, and six self-adhesive “come in and 
see” footprint cutouts for dealers’ doorways. 

Cosco’s new Director series office chairs — although bear- 
ing a family resemblance to Cosco’s standard line are pro- 
moted as more generously proportioned, luxuriously cushioned 
with dual-contour molded foam rubber, and styled in smart 
square tubing. The line includes executive, secretarial, con- 
ference and general seating. 

The Hamilton firm also produces chairs, settees, sofas and 
occasional tables for business use. Interested parties have been 
invited to write the manufacturer. 


Smead Distributes Filing Poster. . . 


Smead Mfg. Co. has developed a poster for business course 
classrooms entitled the ‘Science of Filing’’ poster. It explains 
the scientific basis on which the file guides are distributed in 
sets of different sizes. The posters also suggest that the stu- 


dents visit their local stationers to see a practical application 
f the principles outlined on the poster 
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NYGEN Tolex- 

... the supported 
vinyl upholstery — 
that stays — 


in business longer 


The luxurious beauty and quality _ 
of Nygen Tolex is causing unprecedented 
enthusiasm and demand. Office chair 
manufacturers, dealers and buyers are amazed 
at its rich, soft “feel,” its incomparable comfort. 
With “balanced stretch in all directions” 
for easier, smoother tailoring, Nygen Tolex 
is the ultimate in fine upholstery for office chairs. 
Millions of readers of national magazines are 
learning about Nygen Tolex. Plan now to profit — 
by this assured demand. Write for samples 
of ‘“Pampas”’ (illustrated) or scores of other 
GENERAL patterns or colors now available. 


PLASTICS 
oy hcp eine THE GENERAL TIRE & RUBBER COMPANY 
TEXTILEATHER DIVISION ° Toledo 3, Ohio 
















The older we grow, the more we know. This is not only 
true of people, but of companies, too. . . for a company 
is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PANAMA-BEA YER 
GitObod” Whine 


Coast to Coast Distribution 
Since 1896— “The LINE that can't be matched."’ 
MANIFOLD SUPPLIES CO. 
188 Third Ave., Brooklyn 17, N. Y. 
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advertising clinic 


by JACK BEDFORD 


advertising consultant 


Advertising Is Deductible 
From Income Tax 


@ Problem: This office equipment dealer's letter raises an 
interesting point on advertising. He says, “I have heard that 
Il can save money on my income tax by advertising. Is this 
true?” 

Solution: Every dollar spent for advertising is a legitimate 
business expense. This is a definite deduction from your gross 
income just as any other business expense can be deducted. 
Thus, advertising expenditures do reduce your net profit and 
hence your income tax assessment. 

However, you can reduce your income tax by paying more 
and higher wages, paying more rent, or paying a higher rate 
of interest on business loans. Anything that reduces the margin 
between your cost and the sales price will reduce your income 
tax. 

Considering advertising as an expense does give immediate 
ti i an investment gives an office 
equipment dealer a long term gain with an immediate tax 
saving. 

Most investments—building, fixtures, and improvements— 
are depreciated. For instance, on $1,000 spent for fixtures a 
percentage is deducted as expense each year for the life of 
the fixtures. With a 10 year estimated life for the fixtures, 
you would be able to charge off $100 a year as an expense 
under the straight-line method of depreciation. 

However, on a $1,000 investment in advertising the full 
amount is deductible in ine year. And, the value of the in- 
vestment will continue to pay dividends in the future. 

Advertising is an investment. Money spent today for ad- 
vertising is building good will and a business reputation for 
the future. 

The best reason for advertising today . .. is tomorrow! 





@ Problem: Every office equipment dealer has this problem 
which a western dealer writes about. He asks, “Are donations 
a legitimate advertising expense?” 

Solution: Donations are a legitimate business expense. Many 
office equipment dealers do include donations in their adver- 
tising expense. This may be acceptable, but it gives an incor- 
rect picture of the actual operation of your office equipment 
business. 

To be sure the advertising expense figure for your firm 

gives you a true picture of advertising, all donations should 
be charged to a separate donations account. This includes 
donations for space in school year books and sports programs. 
Even though there may be some advertising value in this 
type of donations, it is best to count it as a donation rather 
than as advertising. 
@ Problem: This promotion-minded office equipment dealer 
asks a question that may give you an idea how you can im- 
prove your local advertising. He asks, “How can I personal- 
ize my advertising so it will be remembered?” 

Solution: There are several ways an office equipment deale1 
can make his advertising more personal. It will depend on 
the dealer and on his own ideas how this can be best accom- 
plished, but here are some suggestions that others have used 
with success 

1. Include Photographs. Photos of yourself. your store 
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Cash Registers 
The Model 355, electric 
4-departmenta! total cash 
register, issues receipts 
Other R Allen models for 
every business. 


"tee 


Full Keyboard Adding Machines 
Full Keyboard machine features 
visible dials and automatic 
totals. Prints clear signal with 
first item and subtraction in 
red. 6 to 13 column capacity. 
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Typewriters 
Visible and automatic margins, 
fabric or carbon ribbon, 11° 

to 26” carriages, 21 two-color 
combinations 























10-Key Adding Machines 

The 10-Key electric adding 
machine with exclusive Memory 
and Recall keys that save time 
by restoring without re-indexing. 
Hand model also available. 


Safes and Insulated Files 
R. C. Allen offers a full line of 
fire and burglary safes and 
insulated files for every 
business need. 















R.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W., Grand Rapids, Michigan 


Please send dealer franchise information. 


NAME 





ADDRESS 





CITY ZONE STATE 





Here's how you profit 


when you feature 
R.C.Allen 


BIGGEST DISCOUNTS in the industry are yours and a bigger 
profit on every sale. Compare R. C. Allen discounts with any other 
business machine line. The figures speak for themselves... 


COMPETITIVE PRICE is where the R. C. Allen line really proves 
itself. No inflated list prices that you know must be cut, but prices thet 
meet or beat every business machine line you can find. 


MORE EXCLUSIVE FEATURES and they are really salesmaking 
features with R. C. Allen. On every R. C. Allen model there are exclusive, 
most-wanted features that competition can't offer. With these exclu- 
sives, you make the competition, not merely meet it when you feature 
R. C. Allen. 


MODEST INVENTORY is another plus with the R. C. Allen line and 
yet you have a business machine for every purpose. Don't load your 
inventory with different brand names. R. C. Allen covers the field and 
you keep your inventory costs down. 


FINEST QUALITY is a tradition in the R. C. Allen line, Compare 
R. C. Allen features from compact design to quiet operation, R. C. Allen 
is the measure of business machine quality. 


EXCLUSIVE FRANCHISES for the R. C. Allen full line or for any 
part of the line may be open in your area. Mail in the coupon at the top 
and take the shortest distance to the best line .. . the R. C. Allen line. 


R.C.Allen 


Business Machines, Inc. 








for Read-at-a-Glance 
VISIBILITY 


Cusiomers are asking for Barkley Plastic Tab Card 







Indexes because they know angular and magnified 
plastic tabs speed filing and finding—saves expen- 
sive filing space too! Make sure you carry adequate 
quantities in stock. 

Three sizes available: 
3x5,4x6,5-x 8. In six 
colors: Green, Amber, 
Red, Pink, Blue, and Clear. 


Write for 
illustrated 
literature. 


Serving 
Stationers 
Since 1921 











| © $990 W. Van Buren Street - Chicago 7, Illinois - 
ing. J ‘ =< Lae 





(inside and exterior), your service department, your employees, 
or your customers will make your advertising more distinc- 
tive and more personalized. Be sure to get photo releases 
from your employees and from your customers if these are 
used in your advertising. 

Office equipment dealers who have used their own picture 
in their advertising on a consistent basis have found that 
this does build recognition. They are called by name by 
complete strangers who have seen the picture in the ad and 
made the correct association. 

2. Write a Column. Some of the most successful advertise- 
ments are written by the business man himself. Columns on 
public comment or home spun philosophy will get readership 
and will help you personalize your advertising. Naturally, 
this will be written in a personal style and will not be du- 
plicated by other office equipment dealers. 

If a column is selected for a personalized advertising pro- 
gram, the office equipment dealer can hire a ghost writer 
to prepare the copy. It will be written in a distinctive style 
and will appear over the name of the dealer as if he wrote 
the copy. 

3. Write Copy as You Talk. For some strange reason, many 
businessmen get stiff and formal when they start to write 
advertising copy. In talking to a customer in the store, a deal- 
er will use terms that are easy to understand, descriptive, and 
colorful. 

Yet, when the copy appears in the advertisement telling 

the same thing, it will lack any personal color. It may take a 
little time to get this style worked out, but when it is done 
it will be easier to read and people will read your advertise- 
ments because they enjoy them. 
@ Problem: This office equipment dealer is interested in mak- 
ing his advertising dollars do as much work as possible. He 
asks, “Will third-class postal rates save money on my direct 
mail advertising?” 

Solution: There are several ways in which you can save 
money by mailing your direct mail advertising at the third- 
class postal rates: (1) it saves time in individually stamping 
each piece of mail; and (2) total postage expense for the 
mailing is less. 

Requirements for third-class matter are that it be a circular. 
This is defined as “a printed letter sent in identical terms to 
several persons. It may bear a type-written, written, or hand- 
stamped date, name, and address of the sender and the ad- 
dressee, salutation and complimentary closing.” 

Office equipment dealers planning to use this method of 
mailing need to secure a permit, Form 3603, from local post- 
masters. Fee for this permit is $10 for each calendar year 
payable in advance. 

Direct mail advertising mailed under the third-class rate is 
printed with the indicia, “Sec. 34.66 P. L. & R.”, with the 
office equipment dealer’s permit number shown. 

Regular rates for third-class matter are 2c for the first two 
ounces plus Ic for each additional once. Bulk rates are 14c per 
pound with a minimum of 1c per piece mailed. 

Separations (keeping all pieces to one section or city in 
separate bundles) are required when ten or more pieces are 
going to any post office. It is best to check with the local 
postmaster for details on handling this to insure a fast han- 
dling of your third-class direct mail advertising. 

Using the third-class rates eliminates the time and effort 
required to apply a stamp to each piece. There is also a dollar 
saving with the bulk rate if enough advertising material is 
being mailed at one time. Cost of the direct mail campaign 
over a year should be figured to spread out the $10 permit 
fee and to measure the total postage cost for third-class 
mailings. 


Booklet Tells New Dimensions in Wholesaling 

The Wholesale Stationers’ Association of the U.S.A. has 
just issued a 12-page booklet which tells of the organization’s 
progress “toward new dimensions in merchandising stationers’ 
products through wholesalers.” The industry’s program for 
the ensuing months is described and committees for each 
of the WSA divisions are listed. 

Copies of the booklet may be obtained by writing the 
office of Donald S. Frey, secretary-treasurer, at 1609 Sherman 
Ave., Evanston, IIl. 
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IN MORE 
THAN LOOKS.. 


Looks alone are not enough when 
it comes to business-seating. Fash- 
ion must be backed by construc- 
tion — style must be supported by 
strength! 

When you sell Fritz-Cross chairs, 
you sell good looks that /ast — you 
sell smart design plus solid engi- 
neering. From casters to cushions 
to covering, Fritz-Cross chairs can 
take it! They've been proving that 
for over 30 years. 


The Fritz-Cross line is a complete line, with a model for 
every purpose, every office scheme and in just about 
every price range. Beautifully upholstered in a full selec- 
tion of finest fabrics and leathers, in colors to match any 
environment. 'Match-mated" grouping of chairs — for 
executive to secretarial to guest — in the same basic 
styling. Write for catalog and dealer's details. 


HA FRITZ-CROSS COMPANY 
300 E. FOURTH STREET, ST. PAUL 1, MINN. 
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Your customers are<q 


GETTING TO KNOW HER 


They see her in consumer advertis- 
ing. Business advertising. Literature. 
Packaging. Publicity. Displays. 
Exhibits. 


This month and next they'll be seeing 
her in local advertising and displays 
around the country — as Old Town 
dealers swing into the big, profit- 
building DAWN carbon paper pro- 
motion. Later in the year she will be 
leading the way in other planned 


promotions, a whole series of sales- 
makers Old Town has lined up for its 
dealers. 


Nan Mackaye—that’s the young 
lady’s name — does an important job 
for Old Town dealers. By establish- 
ing brand recognition in the cus- 
tomer’s mind, she makes selling 
easier — and therefore more 


profitable. 


Mr. Dealer, would you like to have Nan Mackaye go to work for you? 


Just drop us a line. 


OLD TOWN CORPORATION 


General Sales Offices: 750 Pacific Street, Brooklyn 38, N.Y. 
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68-4847 


FILING CABINET LOCK 














by 
NATIONAL 
LOCK 


in all types, sizes and finishes to 
answer your product specifications 






Included in the complete National Lock line 


QUALITY HARDWARE 


are drawer and door cabinet locks, cam locks, } 
...all froml source 


he 
3 @ CASTERS 
: 













filing cabinet locks . . . lever, plate and pin 
tumbler types, also combination locks. A 


National Lock sales engineer will work with @ PULLS 


your designers in recommending the lock @ LATCHES 


(standard or special) to best meet your needs. © PACTENENS 


‘ ‘ ’ f a @ FILE CABINET HARDWARE 
Inquire about this exceptional service. Write 


@ LEG LEVELERS 
for our new Lock Catalog 156 today. 


See our display ... BOOTH 20, NOFA CONVENTION, March 28-31, New Orleans 


NATIONAL LOCK COMPANY 


Rockford, Illinois @ Industrial Hardware Division 
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Sh GA IE\@ A “LOST-SALE” Quiz 


- 






This Proven- 
Profitable 
Fast Seller! 





‘ 
Copyright 1955 William G. Dam bh& 


“THE SHORT-CALL SPARROW’’ 

. calls so briefly on a major account that 
he hardly has time to ask, “Need anything 
today?” 


He loses sales because... 


.>PEN... 






a)... he takes his regular accounts too much 
Writes right, for every- for granted. 

j ‘ y ing. Prov . ° 
thing, on anything. Proved b)...he fails to call on everyone who in- 
by customer acceptance and fluences buying. 
nationally advertised, Flo- 

' c)...he tries to service too many accounts. 
master assures quick turn- 
over at more than an 
adequate margin. This superficial sales call certainly indicated that 


Spencer was taking this account for granted. But 
what actually lost him sales is (b) failing to call on 
line write today for the and sell every one of the men who influenced the 
new Flo-master catalog and company’s buying habits. This would not have hap- 
pened if he had invested sufficient time with this 
large account in order to cultivate a// the people who 


Line up with the Flo-master 


distribution plan. 


influence the sale. 


You should always plan to invest your daily sell- 

ing time in proportion to your prospects’ ability to 

ieaaiai buy. Obviously those high-potential prospects de- 

serve the major amount of your time. Those lesser 

FELT Tir Pens! accounts are not to be overlooked by any means but 
they are called on less frequently. You should call 

On a major account every time you are in the area, 


shaictriphne & DENISON MFG. CO. but plan to see the smaller accounts only every sec- 


HTH AVENUE, NEW YORK 18, N.Y ond or third trip around. 
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Quality Park’s “Basic App 


LAND OF LAKES AND PINES—(QP)—Quality 
Park builds its envelopes around basic selling appeals, 
like protection and freshness. For instance, the 
“theme” of Quality Park’s Champion Clasp Enve- 
lope is protectton. The seams and flaps are extra wide 
and heavily gummed for added protection. The 
Cameo and Parkraft stocks are tough and durable— 
a special safeguard for important mail. And the Poly- 
Pack (Champion Clasps in polyethylene bag) gives you 
soil-free, protected envelopes that boost unit sales. 

Now, consider how freshness becomes the plot of 
the C-Pack story. A C-Pack is 100 Quality Park 











QUALITY PARK ENVELOPE CoO. 


General Office and Factory, 2520 Como Ave., St. Paul 1, Minn. 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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No. 634 or No. 10, 
Regular or Air Mail 






eal” Envelopes Build Sales! 


Envelopes guarded by a heavy, rigid box. No 
crumpled boxes, no dog-eared envelopes, no soil. 
Every envelope, even the last, is just as fresh as the 
first. A pyramid of C-Packs on your counter disap- 
pears in a hurry. 

Join the hundreds of stationers the country over 
who boost sales by selling basic appeals, like “‘protec- 
tion” and “freshness” instead of just envelopes. And 
you'll never lose a sale because you're out of stock; 
Quality Park provides immediate service always. 


P.S.: Quality Park Envelopes sold through dealers only. 


CHAMPION CLASP— 
23 sizes in Cameo 
or Parkraft 






































from the land of lakes and pines 
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, . J JEWEL TON [E* finish in 


_ breathable Du Pont Fabrilite 





vinyl upholste 





for soft yielding comfort on 
furnishings that get heaviest use 


’ . . 
Imagine. ..lustrous iridescence and the texture of raw pongee There's no viny! upholstery like 


silk now available in breathable, durable Du Pont ‘‘Fabrilite”’ Vv Vv 

vinyl upholstery. It’s the new “Siam” pattern with exclusive DU PONT F, P 
“Jewel Tone”* colors—ten harmonizing, lustrous tints, Ga ri E —) 
including nontarnish gold to brighten furnishings that get “PATENT APPLIED FOR 


heaviest use. 
Exclusive Du Pont formulation resists soil and wear. vet 
drapes for easy tailoring. Thousands of invisible pores 
breathe for soft, yielding comfort. Cleanable ‘Fabrilite’’ 
offers high-fashion, decorator styling in upholstery that stays REG. U.S. PAT. OFF 


new-looking for years. BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
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For Fast Service Contact the FABRILITE” 
Distributor Nearest You Listed Below: 


ALABAMA 
Montgomer Fabrics, Inc., 515 Bell Street 
Spradling Supply Company, 2125 Second Avenue, S. 
ARIZONA 
Phoenix Phoenix Trim & Supply Company, 706-08 North 7th Avenue 
CALIFORNIA 
Los Angele 5. ..........Fabric Leather Corporation, 1139 Santee S'reet 
Lindsey & Hall, 1038 South Hope Street 
; ncis Scovel & Sons Company, 1133 Post Street 
COLORADO 
Arvada A. G. Seaver, 5850 Wadsworth Boulevard 
CONNECTICUT 
Hartford § New England Upholstery Supr 38-40 Albany Avenue 
FLORIDA 
nville Wright's Supply Company, 816 Ocean Street, P. O. Box 2296 
36 W. Valentine Company, 618-622 S. W. Eighth Street 
Tampa i ; Gulf Fabrics, |r 107 E. Fortune Street 
GEORGIA 
TE. oo acnrd ke beh alee Erikson Company, 228 Mitchell Street, S. W. 
PE. 0.0 64608. 6660s Rea H. Masur & Son, 1132 Broad Street 
ILLINOIS 
F 10 6 ...A. Hoenigsberger, 123 North Wacker Drive 
Scot Fabrics Company, 546 S. Plymouth Street 
KENTUCKY 
Louisville 2 Herman A. Schildt Company, 323 E. Market Street 
LOUISIANA 
Baton Rouas Tupper Supply Inc., 2117 North Street 
Orlear Tupper Supply, Inc., 2234 Tulane Avenue, P. O. Box 13113 
MARYLAND 
Baltimore 1} C. E. Briddell Company, Inc., 2800 Hampden Avenue 
MASSACHUSETTS 
ston 14 Ane n Textile Company of N. E., Inc , 32-34 Canal Street 
MICHIGAN 
i Rapids 3 Upholstery Supply Co. of Grand Rapids, 325 Fuller Ave., N.E. 
MINNESOTA 
Minneap 3 National Upholstery Supply C nc., 110 N. Fifth Street 
MISSISSIPP! 
Jacksor ...Woolley Brothers, 411 South State Street 
NEW YORK 


Fabric Leather Corporation, 16 West 32nd Street 


New York 


NORTH CAROLINA 


High Point American Supply Co. of N. C., Inc., 308 W. Broad Street 

OHIO 

Cincinnati 2 Harry F. Niehaus & Company, 125 W. Central Parkway 

Cleveland 15 The Ingraham Supply Company, 575 Broadway Avenue 

OKLAHOMA 

Tulsa 8 na Upholstery Supply, Whittier Station, P: O. Box #3185 

OREGON 

Portland 14 McDonald & Company, Inc., 935 S. E. Hawthorne Boulevard 

PENNSLYVANIA 

Philadelph Maen Line Majestic Fabrics, 217 Chestnut Street 

Pittsburgh 22 Peiger & McCaw Company, 101-103 Market Street 
kes-Barr M. H. Smith Company, Inc., 260 S. Main Street 

TENNESSEE 

Memphis 2 Southern Textile & Supply Co., 287 S. Bellevue Boulevard 
h A Wynn & Graff Company, 402 Woodland Street 

TEXAS 

Dallas 1 A. F. Schmalzried & Company, 2650 Main Street 

rt Worth... Reese B. Davis & Company, 316-320 S. Lake Street 

Houston 1 Hiabee & Mitchell, 1415 Dallas Avenue, P. O. Box #1726 

WASHINGTON 

eattle 22 McDonald & Company, Inc., 1424 Tenth Avenue 
kane B. W. Griswold & Company, 319 S. Cedar Street 

WISCONSIN 


Gebhardt, Inc., 21 


QU PONT 


REG. U.S. PAT. OFF. 
BETTER THINGS FOR BETTER LIVING... 


Milwaukee 2? 3 North Broadway 


THROUGH CHEMISTRY 
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Appointments 


Sells Autopoint in New England 


Joseph Sullivan has joined the Autopoint 
Co., division of Cory Corp., as manufac- 
turers’ representative in the Greater New 
England states. He will sell in Maine, 
Vermont, New Hampshire, Rhode Island, 
Massachusetts and Connecticut. 





Frank Lane Represents ‘‘GrayLine"’ 


Frank Lane is now representing Wilson 
Jones Co.’s “‘GrayLine’’ business forms 
in the southeast. He will have his head- 
quarters in Atlanta, Ga., and he will 
cover Florida, Georgia, Virginia, North 
and South Carolina, parts of Tennessee 
and West Virginia, Alabama, l.ouisiana 
and Mississippi. 





Represents Autopoint in South 


D. E. “‘Gene’’ Otta has joined the Auto- 
point Co., division of Cory, as retail 
representative for Texas, Oklahoma, 
Arkansas, Louisiana, Mississippi and 
western Tennessee. Mr. Otta is affili- 
ated with his uncle, Earl R. Otta, as a 
manufacturers’ representative in Dallas, 
Tex. 


Marchant Names National Sales Chief 


Ward J. Koepenick has been named to 
the post of national sales manager of 
Marchant Calculators, Inc. He was ad- 
vanced from the position of Pacific divi- 
sion sales manager in which capacity he 
has served for the past two years. In his 
new post he directs coast to coast opera- 
tions conducted through 24 sales dis- 
tricts. 





To Represent Columbian Art Works 


Lloyd Robinson, Jr., (pictured) became 
associated with Harry B. Gorline, man- 
ufacturers’ representative, on February 
1 and is representing the Columbion Art 
Works in Southern California, Arizona, 
New Mexico, Utah, Colorado, Nevada 
and El Paso, Tex. Mr. Robinson has rep- 
resented the Bates Mfg. Co. for the past 
10 years in the three Pacific Coast 
states, and now he and Mr. Gorline ore 

=== selling the Success line of desk calen- 
dors in the western territory. Mr. Robinson is working out of 
his home at 3755 Fairmeade Road, Pasadena, Calif. (Tele- 
phone Elgin 5-2420). Mr. Gorline’s address is 930 Sutter St., 
San Francisco, from where he, as usual, is covering northern 
California, Oregon, Washington, Montana, Wyoming and 
Idaho, 
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PYBLIVS & SON-> STATIONERS 


me 














"CCXIII...CCXIV...CCXV—ARE YOU 
SURE YOU NEED A FULL REAM 
OF THESE, MR. CAESAR?" 





—— 











Back in 50 B. C., the dealer who stocked a ream or two of 





quality parchment scrolls could count on meeting most cus- 
Spotseald® Adding Ma- 


, . ! . . 
tomers’ office needs for years! Today it takes quality month dios & Otier Bate * Sak 
after month in a wide variety of office paper to insure cus- Blotters, Embossed & Plain * 








File Folders, Manila * Note- 
books, Eye-Tint® & White 
Pads * Plain & Ruled * 
Printed "COPY" Second 
Sheets * Bond & Sulphite 
Papers * Duplicating Papers 


tomer satisfaction — and keep them coming back. 











That’s the kind of quality and variety you can count on 





—when you stock from R-B’s complete line. Our business is 


keeping customers— for you! 





R-B means Repeat Business! You can prove it yourself! * Mimeo Papers * Manifold 


Papers * Manila Second 
Sheets. 











Catalog, price list and Rockwell-Barnes Company 


samples available to qualified 
dealers, upon request. Specialists to the Stationer Since 1903 


35 EAST WACKER DRIVE @®@ CHICAGO 1, ILLINOTS 
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a new complete line of modern desks and tables. 


VICTOR’ BESTLINE 





Now, a new complete line of modern steel desks, tables and accessories is 
available to office equipment dealers. This new quality line of desks is the 
latest addition to the many other profitable VICTOR products. 

Here is a quality line, competitively priced, that easily demonstrates 
superior construction, functional design and inherent beauty that chal- 
lenges duplication. VICTOR BESTLINE desks provide maximum versatility 
for the user during many years of untroubled use. Immediate franchises 
for this new profitable line of VICTOR BESTLINE desks and tables are avail- 
able now in many cities. 





Wide variety of stock models Practical selling features 
Executive Desks Interchangeable drawers 
Clerical Desks Three attractive colors 
Conference Desks Simple adjustable height 
Secretarial Desks Non-glare linoleum tops 
Typewriter Desks Recessed drawer pulls 
Figuration Desks Hooded drawers 
Tables and Accessories Sound-insulated pedestals 


Franchises are limited. Write today for complete information. 


See Victor Bestline desks on display, NOFA, New Orleans, Booths 143-144. 


VICTOR SAFE & EQUIPMENT HMemington Ftand 





315 FOURTH AVENUE - NEW YORK 10, N.Y. 
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There is Nothing 







Finer in Metal 


M-6500 
Deluxe Arm 
Revolving 
Chair 


the CONSUL GROUP 


Here are two beautifully-styled matching chairs, 
featuring luxuriously higher and larger backs for 
greater comfort. Used in office ensembles, these 
y chairs make a strikingly modern group of outstand- 
ing beauty and utility. Seat cushions incorporate a 


Marshall-type spring unit, burlap-covered and 
cushioned with hair pad; back rest and arms are 
cushioned with air foam rubber. Every detail of 


construction and styling speaks of superior quality 
and value. In the CONSUL Group, you offer the 
very finest in metal seating 


SeAP Ree 


M-5500 
Deluxe Side 
Arm Chair 


See us at the 
ag conven- 











Write for complete details today 


MILWAUKEE METAL FURNITURE COMPANY 


101 N. Campbell! Ave., Chicago 12, Illinois 


128 





Heads Friden Systems Division Sales 


Robert C. Lindgren has been appointed 
sales manager of the systems division of 
the Friden Calculating Machine Co., Inc. 
An aggressive sales record at EI Paso, 
Tex., plus success in establishing sys- 
tems for early Friden IDP products and 
his early mechanical training led to Mr. 
Lindgren’s recall to San Leandro, Calif., 
in January, 1955, and the subsequent 
appointment just announced 


Heads Marchant Pacific Division Sales... 


A. K. Barker has been advanced from 
district sales manager at Oakland, 
Calif., to Pacific division sales manager 
in the national sales headquarters of 
Marchant Calculators, Inc. Mr. Barker 
joined Marchant in 1954. He was on 
the staff of the company’s Houston dis- 
trict office until August of 1955, when 
he was promoted to Oakland district 
sales manager. He was selected as Mar- 
chant ‘‘Man of the Year’ for 1956. 





Named Reyburn General Sales Manager 


Alfred F. Cote has been appointed to 
the post of general sales manager for 
The Reyburn Mfg. Co. In active service 
with the U. S. Army in Europe during 
World War ||, Mr. Cote rose to the rank 
of captain in the Corps of Engineers be- 
fore joining the Reyburn organization 
as salesman in the Chicago area. He 
served as treasurer and vice-president 
of Great Lakes Travelers Club. He will 
direct Reyburn sales activities over the 
entire United States. 





Heads Monroe Accounting Machines Sales... 


Donald G. Nelson has been named sales 
manager for accounting machines of the 
Monroe Calculating Machine Co. Crea- 
tion of the new post is in line with plans 
for expansion in the current year and 
coincides with the introduction of sev- 
eral new models including the President 
accounting machine. Mr. Nelson has 
been with the National Cash Register 
Co. for 12 years, for the past three as 
assistant accounting machine sales man- 
ager for one of that firm’s largest of- 
fices 





Myrtie and Boling Appoint R. E. Smith 


Robert E. Smith, of 9908 Dickens Ave., 
Bethesda, Md., has been appointed a 
sales representative of Myrtle Desk Co. 
and Boling Chair Co., according to the 
firms’ joint announcement. Mr. Smith 
will represent the two concerns in Vir- 
ginia, District of Columbia, Maryland, 
West Virginia, Ohio and Michigan. He 
has been associated with the office fur- 
niture industry for the past four years. 
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Magic BINDING POSTS... 


make Liberty Binders more than 50% ex- 
tendable (a 4 in. post binds up to 7 inches 
of material). 15 post lengths . . . 344” and 54” 
16 stock binder sizes handle 
most standard loose leaf records. MADE 
TO ORDER Liberty Binders will fit any 


size sheet with any punching. . 


diameters. 





. a real 
service for your customers. 





Established 
in 1918 


BANKERS BOX COMPANY 


e Franklin Park, Ill 


2606 North 25th Avenue 
Phone; Gladstone 5-7700 
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A 3-DAY ALL-EXPENSE 7% 
STAY FOR 6 PERSONS &@ 


at this deluxe northern lodge! 








Announcing the 


1957 


for 
MERCHANDISING 
ACHIEVEMENT 


YOU ARE INVITED to participate in a new 
and stimulating competition for stationers only 
presented by the makers of “Scorcn” Brand 
Tapes in recognition of the merchandising skill 


shown by stationers all over the country. 
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16 VALUABLE PRIZES will be awarded. Participants will be judged by an 
impartial panel of merchandising experts. Awards will be based on contestants’ 
merchandising of ‘“‘Scorcn’”’ Brand Tapes and related products during the period 
March 1-May 31, 1957. Selection of winners will be determined by such factors 
as special displays and advertising, in-store and out-store sales activity, full line 


distribution and actual sales increases. 


THE GRAND PRIZE is three full days for 6 persons (3 members of your organi- 
zation and their wives), all expenses paid, at famed Roberts Pine Beach Hotel on 
beautiful Gull Lake, Minnesota. Air transportation both ways is included. 


15 FIRST PRIZES of this personalized 
deluxe desk set complete with unique tape 


dispenser will also be awarded. 


JUDGES OF THE CONTEST have been selected because of their wide knowl- 


edge and experience in the field of merchandising. They include: 


ROSE CUSHMAN, Editor, National Stationer 
GEORGE TICE, Managing Editor, Geyer’s Dealer Topics 


ROBERT SCHRANCK, Managing Editor, 
Modern Stationer and Office Equipment Dealer 


WALTER LENNARTSON, Editorial Director, Office Appliances 


Your “Scorcu” Brand Tape Salesman is ready now to register you for the 
1957 Awards for Merchandising Achievement. Get fuil details from him on his 
next call. Remember, everyone has an equal chance to win the Grand Prize or the 
fifteen First Prizes. And your contest effort is sure to mean extra sales and 


extra profits for you! 


See your 


“SCOTCH” Brand Tape 


Salesman for complete details 


The term ‘‘Scotcn” is a registered trademark of Minnesota Mining and Manufacturing Company, St. Paul 6, Minn. 
Exrrt Sales Office: 99 Park Ave., New York 16, N.Y. In Canada: P.O. Box 757, London, Ontario. 













ME MONEY YOUR BUUK! 


The CROWN LINE OF MARKING DEVICES 

IS THE PROFIT MAKING LINE, because of savings 
in Extra QUALITY, Extra DURABILITY, 

Extra ECONOMY and PERFORMANCE 


The CROWWLWEL 


stands up under constant use, is your 


| 











MONEY MAKING and MONEY SAVING LINE 











































































No 

other 
marking 
devices 
compare 
with 
highest 
standards 
set by 
CROWN! 


Why not 
make it 
your line? 





Write 
today 

















for full 
details! 


R. A. STEWART 
& COMPANY, INC. 


80 Duane Street 
New York 7, N. Y. 


WOFI Holds Merchandising 


Conference in Nashville, Tenn. 


Nashville, Tenn. 





A regional merchandising conference was held by the Wood 
Office Furniture Institute on January 26 at the Nashville 
Stationery Company in Nashville, Tenn. 

The theme of the conference was “Modern Merchandising 

Means More Profits.” The Nashville Stationery 

OA Co. was host to visiting dealers from seven sur- 

staff rounding states. They served as an example of 

igs how a dealer; with modernized furniture show- 
rooms can effectively demonstrate modern office 
furniture merchandising techniques. 

The morning program was devoted to a tour of the new 
store which is located approximately one mile from down- 
town Nashville. Dealers observed not only the model offices 
in the office furniture showroom but examined the remainder 
of the new plant as well. In a unique arrangement, the sta- 
tionery department faces the parking lot in the rear as well 
as the enclosed loading platform. Features include the em- 
ployee kitchenette and handy stock storage locations 

Luncheon was held at the Dinkler-Andrew Jackson Hatel 
ballroom in downtown Nashville. The afternoon conference 
was launched with a word of welcome from Raphael Blessing- 


report 





er, president, Wood Office Furniture Institute. Others who 
took part in the afternoon program were Robert Spelman, 
executive director, Wood Office Furniture Institute; Howard 


Gatewood, Taylor Chair Co., served on the advertising and 
sales promotion committee of WOFI; R. M. Tallman, a 
principal of the Nashville Stationery Co.; J. M. Dortch, 
Nashville Stationery Co.; and Mr. Charles Turcotte, director 
of promotion, WOFI. 

Emphasis was placed by these speakers on three major 
points. Foremost was the need for attractive display in the 
dealer showrooms. It was stressed that in order to whet the 
consumer's appetite for the “package” it is essential to show 
him the entire “package”. 

By setting up a model office, complete from ceiling to floor 
covering down to the last desk accessory, the dealer makes 
it easy for his customer to visualize what office moderniza- 
tion can do for him. While admiring such an office display, 
the customer is apt to say, “I want this office as is.” This 
results in a new dimension in thinking on the part of the 
customer. The dealer profits not only on the office furniture 
sold but also on drapes, lamps, carpets, and all the other 
accessory items which are sold at full list. 

Another significant point stressed was the success by many 
dealers who have added full time men selling furniture only. 
Various reasons were noted for the success of this type of 
operation, foremost being the fact that the specialty man 
can afford to spend the time necessary to create new business 
and follow up on old customers. He does not have to follow 
a fixed itinerary and can concentrate on opportunities for 
large sales. Selling creatively, he can uncover needs that re- 
sult in installations at, or near, list price. Dealers were urged 
to adapt this type of furniture specialist to their own organiza- 
tions. 

The third point stressed at the conference was the necessity 
for a proper atmosphere in tools and a modern merchandising 
concept for office furniture. The necessity for suitable floor 
plans and layouts, the helpfulness that a color rendering can 
provide in closing a sale, the use of 3-D color slides, and 
other promotional techniques were discussed. 

WOFTI officials were pleased with the excellent turnout for 
this conference, particularly because many dealers had 
come a considerable distance for the one day affair. Over 75 
registrants were included in all. 


SO 


Eaton New President of Buffalo Stationers 

David H. Eaton, vice-president of the Eaton Office Supply 
Co. Inc., Buffalo, N. Y., has been elected president of the 
Buffalo Stationers Club.—GT 


OA-—3 /57 
























there’s a new design in office efficiency 


CLARIN & : 
AUXILIARY OFFICE CHAIR with tablet writing arm 


Here’s a new, fast selling profit-making line. It’s 2” foam rubber seat—Naugahyde, nylon 


the new CLARIN Commuter tablet arm folding chair or grospoint upholstery. 
Wide choice of frame and upholstery 


that provides quick, comfortable seating and color combinations to match modern 
writing facilities at a moment’s notice. These chairs office decor. 

may be grouped in an office for informal discussions 

or placed in a conference room for a sales meeting OFFICE EQUIPMENT DEALERS... 
or training session. The tablet arm swings up and Send now for complete information! 
locks into position at a scientifically determined 
height for effortless writing or may be swung down 
alongside the chair when not required. The 
Commuter is also available without the tablet arm 
for instantly available seating requirements. Both 
chairs are guaranteed for 10 years! 


CLARIN MANUFACTURING COMPANY 
Dept. 33, 4640 West Harrison St., Chicago 44 


Please send me full information on the new Clarin Commuter 
auxiliary office chairs and the name of your representative. 


NAME 


COMPANY 


CLARIN MANUFACTURING COMPANY ADDRESS 
4640 West Harrison St., Chicago 44 CITY 











You're 
looking 
at the 
newest 
look in 
record 
Safes 


See why it’s making Protectall more than ever 
“The Fastest Selling Line of Safes in America” 


(and why more and more dealers are 
taking on the Protectall line!) 


Never before have businessmen been more awake to the need 





for real protection for their records. And never before have you 
had the record safe to show that would sell itself as fast as the 
new Protectall. 


The gleaming new Operations Pane! . . . with its new ‘‘Counter 
Spy’’ Lock and modern jet-trimmed handle . . . gives it a look 
as modern as a dream car. And the new color-styled shades 
exactly match the newest in office furniture—another fast- 
selling plus for the new Protectall line. 


And don’t forget, every Protectal! Safe bears the independent 
Underwriters’ Laboratories, Inc. ‘‘C’’ label, certifying it has 
passed their severe one-hour fire test. Also carries Under- 
writers’ T-20 Tamper-Resistant and Relocking Device Labels. 
So you're talking real insurance savings, too, when you're 
talking Protectali. Get set now to cash in big on the new 
Protectall line. 


Write for full profit details and catalog 
showing the new line of Protectall Safes 


Protectall Safes 


Dept. 926-C HAMILTON, OHIO 


Division of the Mosier Safe Company 
P.S. See Protectall's newest look in record safes at the Na- 
tional Office Furniture Association Convention at Booth #168. 
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Eugene Barnes Offers Buying Service 

Eugene Barnes Merchandising Advi- 
sory Service is now offering a buying 
service covering decorative accessories 
and gifts for retailers of office furni- 
ture, furnishings and stationery. 

The exclusive service sets up open 
accounts at decorative accessory and gift 
houses in the retailer’s name, allowing 
the dealer to select and purchase com- 
plete decorating stock and gift stock. 

Orders are placed in the retailer’s name 
and sent to him for confirmation. All 
billing is direct from the manufacturer. 

Ihe service will also handle the purchase of special order 
merchandise from descriptions submitted for special customers 
or jobs. 

Mr. Barnes added that his service will furnish merchandise 
stock control forms with special merchandise marking ticket 
samples for control of style merchandise. 

A bulletin will be sent to subscribers each month advising 
on new merchandise in the market, suggesting display and 
advertising ideas and recommending means of integrating 
accessories with basic furniture stocks. 

The Merchandising Advisory Service has a set fee for the 
above program. More information can be obtained by writing 
Eugene Barnes Merchandising Advisory Service, 400 E. 55th 
St., Suite 1|OH, New York 22, N. Y. 





Eugene Barnes 


Committees Meet to Plan 
Eastern Commercial Stationery Show 


Chairmen and committee members who are planning the 
first annual Eastern Commercial Stationery Show met jointly 
on January 24, in the Cabin Grill Restaurant in New York. 

The show is being sponsored by the Stationers Association 
of New York and the Metropolitan Travelers Club. It will run 
four days, October 26 through 29, on the second and third 
floors of the New York Trade Building. 

Chairmen ex-officio Carl C. Judkoff, president of the Station- 
ers Association, and Milton Stone, president of the Metropoli- 
tan Travelers, had charge of the first session. 

Before discussing specific duties and details of each com- 
mittee, the following facts about the show were made clear. 
The purpose of the show is to permit eastern dealers and their 
sales organizations to see the newest commercial stationery 
products, ask questions and become better acquainted with the 
products they have for sale. 

Invitations to the show will be extended to all dealers in 
the northeastern section of the United States, including the 
New England states, the Middle Atlantic states, New York 
metropolitan area, the states of Maryland, Delaware, Virginia 
and the District of Columbia, 

Exhibitors at the show may be any recognized manufacturer 
of commercial stationery, office equipment and supplies regular- 
ly represented in this area by a sales representative or manu- 
facturers’ representative. Those who may attend the show are 
any commercial stationery dealer and the employees of such 
dealers. 

Prospects and customers of such dealers will be admitted 
only when accompanied by a dealer or his representatives. 
Non-exhibiting manufacturers and their representatives and 
employees may not visit the exhibit floors. An intensive publici- 
ty campaign will be conducted to invite dealers in the area 
encompassed by the show to attend and take advantage of the 
opportunity to see the manufacturers’ newest offerings. 

Personal invitations will be extended to dealers by Metro- 
politan Travelers and advertising aids will be furnished to all 
exhibitors for inclusion in their regular mailings to dealers. 

The balance of the meeting was devoted to discussion for 
the purpose of bringing out ideas and clarification of policies 
as well as each committee’s sphere of operation. 





Choose Marchant Manager in Brooklyn 

Randolph Russell, Jr., has been named district sales manager 
of the Brooklyn office of Marchant Calculators, Inc., accord- 
ing to an announcement by William T. Criswell, New York 
division sales manager. 
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Sfur VICTORY CASES GUARANTEE FULL CONVENIENCE AND DURABILITY 










VICTORY 


FIBRE BOARD 
TRANSFER 
STORAGE 
OF G8 2 


Slt makes the Victory case 
in sizes to meet all regular 
transfer filing requirements 


Inside Dimensions 









No. Size Wide High Long 
7591 Letter 12” 10” 2442” 
7594 Cap 15” 10” 2442” 
7590 Invoice 10” 8” 24/2” 
7580 Voucher 9” 4/4” 2442” 
758) Deposit Slip 8” 4” 2442” 
7535 3”x 5” 5/4” 31/4” 24/2” 
7539 342" 9” 9” 34" 2442” 
7546 4”x 6” 6” 4” 2442” 
7549 4”x9” 9” 4” 15” 
7558 5”x 8” 8” 5” 2442” 
7569 4¥2"x10" 10%” 4¥2” 2442” 
7586 67/4"x BY" 81/2” 7” 24/2” 

53/4" 92” 912” 6” 242” 














The Weis Manufacturing Company 
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An importont feature of The Victory Case is 
the exclusive strengthening insert that gives 
added reinforcement to the ends and bottom 
where ordinary cases fail. It slips easily into 
place during assembly. 


Monroe, Michigan 
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that’s why MUTUAL 
¢ PUNCHES 


G SELL FASTER! 


All Centamatic Punches ore equipped with 2 guides which automatically 
center the paper. All models are equipped with removable trays. Heavy steel 
construction, finished in gray enamel! with nickel-plated hand lever ond 
guides, individually boxed. 


No. 300 CENTAMATIC MULTIPLE PUNCH 


This punch does the work of 8 punches (as illustrated 
at right). By setting the ball bearing selectors, you can 
punch two or three ," round holes through 12 sheets 
of 16 ib. paper. Base 4%," x 9%". 

i tie eet eadindbadviensaveceveces 








$13.75 





No. 200 TWO HOLE 
CENTAMATIC PUNCH 
Punches two 4," round holes, 23%,” 
center to center through 25 sheets of 
16 Ib. paper. Base 4%" x 7%”. 
ST UE isos: unlesuntstondcasacteal $5.00 





No. 400 DIAL - CONTROL 
CENTAMATIC PUNCH 
Completely automatic action — no 
fusing — no calculating — no paper 
folding. By merely setting the dial 
and adjusting Centamatic guides, 
you can punch two or three ¥/," holes 
through 20 sheets of 16 Ib. paper. 
Base 5%" x 11%”. 

IED dcckctncsusdsauscenasess $35.00 





STATIONERS SUPPLY CORPORATION 
Manufacturers of Centamatic Punches 
268 FouMth Ave., New York 10, N. Y. 
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Deaths 


George Birch Wray, 


whose career in the office furniture 
business spanned a period of 55 years, 
died suddenly on the morning of Janu- 
ary 22 while on his way to work in New 
York City. 

Often termed “the dean of the office 
furniture industry” the decedent was 
known from coast to coast by manu- 
facturers, dealers and consumers for his 
tireless efforts to serve. He was manu- 
facturers’ representative in the east for 
Jasper Office Furniture Co., Excellent 
Cabinet Works Corp., Quigley Furniture Co., Nucraft Furni- 
ture Co., Congress Chair Co., and Jasper Table Co. 

Born on August 15, 1882, in Apollo, Pa., he first became 
employed selling stationery and office equipment for his father, 
who conducted a drug and stationery store in his native city. 

From Apollo, Mr. Wray went to the William B. Burford 
Printing Co., in Indianapolis, Ind. to Hoosier Printing Co., in 
Muncie, Ind., for several years and then to Everybody’s Book 
Store in Dayton, Ohio. From there he went to the William 
B. Burford Printing Co., Indianapolis, Ind., and after eight 
years, to George A. Drake Co., in Detroit. He had such ac- 
counts as Ford and Dodge Brothers during World War I. 

From Detroit he went to a sales managership at Quigley 
Furniture Co., Whitesboro, N.Y., and he soon was traveling 
all 48 states for Quigley, a fact which accounts for his wide 
knowledge of the industry and his many friends. 

About 1927 he took his own office in New York City as 
a manufacturers’ representative and he concentrated on the 
east rather than traveling so much. He remained at the same 
address until his death. A nephew, John Barnes, has been a 
business associate for the past five years. 

He was vice-president and director of the Quigley Furniture 
Co., a member of the New York Athletic Club, a life member 
of Rotary and one of the founders of the Indianapolis Rotary 
Club, a member of the Masonic Lodge, a member of the 
Collectors’ Club of New York City, vice-president of the 
Masonic Stamp Club and a member of several other philatelic 
clubs, member of NOFA and the New York Chapter, and 
a director of the Offureps Club of New York, Inc. 

His hobbies were varied. He was an ardent stamp collector 
and an authority on stamps issued for Sanitary Fairs, fore- 
runner of the American Red Cross Society. He was an en- 
thusiastic Yankee baseball fan and enjoyed a frequent game of 
golf. 

In recognition of his work for the Federation of Jewish Phi- 
lanthropies he was a guest of honor at the annual dinner held 
December 15, 1953, in New York City. 

From his long-time friend and office furniture industry as- 
sociate, Moe Turman, comes this tribute: 





GEORGE BIRCH WRAY 


Exponent of positive thinking — ageless youth — proponent 
of the precept that if it is worth doing, it is worth doing well 
— has passed on to join the ancestors who gave him his 
heritage: a good heart, a splendid character, a fine mind — 
always a considerate and gentle man. 

George walked among us for more than 70 years. He was 
a factory representative who showed his wares to distributing 
dealers. He threw behind each sale the warranty of reliability 
and dependability. He was the kind of salesman who knew 
his goods. He would not undertake distribution if a factory 
was not reliable, if the goods were not well made, and in 
every instance he acted as if he with his own hands had made 
what he sold. Hence, he assumed a personal liability that 
made him sought after as a buying source. 

George carried a lot of side lines in the human field. He 
was a great solicitor for great causes. He worked actively all 
his life for the Red Cross, the Greater New York Fund, the 
National Foundation for Infantile Paralysis, among many 
others. His sidelines knew no color lines, no racial limitations. 
I myself know, for example, that he helped raise money for 
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Begin with this service... 


end with a sale! 


How Invincible kit and catalog 
make you an office planning 
expert overnight .. . 

for soaring sales 


and profits ! 








No training needed when you use the In- 
vincible office planning kit. It’s simple, easy 
and effective! First step — with kit survey 
folder you rough out prospect's office space, 
furniture and personnel needs, etc. 


In your own office you use plan graph provided to * You take back your plan — visual proof of what 


lay out new furniture your prospect needs. Use Invincible furniture can do for your prospect's office 
supply of cut-outs, scaled exactly to all the various efficiency, beauty and productivity. He'll want the 
Invincible units, color-keyed to catalog departments furniture and can select it from this catalog of In- 
(desks, chairs, files, modular-design units, etc.) vincible’s remarkably complete line. 
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Ha 
4 BUSINESS 
WEEK 








That's your foolproof follow-up to Invincible’s And those buying decisions will be all in your 
smash ad campaign — 4-color full-page ads in the favor! Multiple orders of Invincible’s complete 
top business publications — selling your service to modern line . . . furniture that guarantees real cus- 
the thousands who want that service and who make tomer satisfaction and extensive repeat business for 
the furniture buying decisions! ) big years ahead in sales and profits! 


Put the Invincible office planning kit to work—right now—to tie in with Invincible 
advertising and let service help make your sales! Write for complete details today. 





Invincible 
guards 
retailer 
profits — 
sells only 
to franchised 
Invincible 
dealers 


Business engineered for better business living 






INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
In Conada: A. R. Dovey Company, Ltd., Factory Representative, 1163 Caledonia Rood, Toronto 10, Conada 
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Justrite Line Introduces 
Jumbo First Class Mailers 
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For hasty handling and swift postal delivery of 
large mail matter, Justrite introduces its jumbo First 
Class Mailer. It bold green-diamond border design 
has been approved by postal authorities to serve 
as a signal for rapid action. 


The First Class Mailer is available in two popular 
mailing sizes, 71/2" x 101/2"" and 91/2" x 12/2" 
perfect for enclosing important mail too large for 
regular commercial envelopes. The Mailer is made 
of sturdy Buff Kraft stock and comes in open end 
style for easy insertion and positive sealing. 


This useful envelope can be furnished from the 
factory with or without your customer’s imprint. 
And, of course, orders can be dropshipped direct 
to your customers under your label. 


The First Class Mailer is but one of the many 
envelope products in Justrite’s complete line. Others 
include Jumbo Air Mail Envelopes, Bank By Mail 
systems, Tamperproof Safety-Fold Envelopes, Pro- 
motion and Collection Envelopes, Zenith Bank Pass 
Book Jackets, Insurance Agency Envelopes, and 
countless more. 


Write either Justrite Company for Price List 3-4 
and more information on these and other items in 
Justrite’s complete line of standard and specialty 
envelope products. 

TWO MODERN FACTORIES 


NORTHERN STATES ENVELOPE COMPANY, INC. 
300 East Fourth Street * Saint Paul |, Minnesota 


JUSTRITE ENVELOPE MANUFACTURING CO., INC. 
523 Stewart Avenue, S.W. . Atlenta, Georgia 


SOLD FOR RESALE ONLY 
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the United Jewish Appeal and the Federation of Jewish Philan- 
thropies. He gave generously of his own money — and only 
now that he has passed is some of his personal giving to in- 
dividuals and causes coming to light. 

He was a great admirer of Dr. Norman Vincent Peale and 
shared with Dr. Peale the positive, optimistic approach to life. 
He always found time for everybody. He was considerate of 
all people, loved them, sought them out. One of his great 
qualities was faith in the future. It showed in his interest in 
the small dealer as well as the larger one. He always saw 
growth ahead and was ready to help everyone grow. 

He had a unique brand of laughter and good cheer which he 
dispensed freely. He was welcomed everywhere and literally 
brightened every corner where he appeared. 

George passed away at what is considered by most people 
to be a ripe old age. But such were the heart, the spirit and 
the deeds of George Birch Wray that all who love him — and 


they are all who know him — will say: “George died too 
young!” 
May he rest in eternal peace. 
* 


Mrs. Marie Louise Horr, 

85, of La Grange, Ill., mother of Cortland B. Horr, vice-presi- 
dent of Horder’s, Inc., and the Associated Stationers Supply 
Company, died January 16 in the Hinsdale Sanitarium and 
Hospital after a brief illness. 

Mrs. Horr was the widow of the late Charles P. Horr, 
former Chicago manufacturer. A LaGrange resident for more 
than 50 years, she was president of the La Grange Woman's 
Club in 1915-1917 and for the past decade had been chair- 
man of its Past Presidents group. 

She was an organizer and charter member of the La Grange 
Infant Welfare Society, and also helped organize the La 
Grange Community Nurse Association. In 1934 she was given 
a special honorary citation by the La Grange Post, American 
Legion, for her efforts in servicemen’s committee work dur- 
ing World War I and help to the La Grange Speedway Hos- 
pital Association. 

Surviving beside her son are a daughter, Mrs. Arthur W. 
Sprague, whose husband is state senator from the 2nd 
District Illinois, and six grandchildren. 

& 


Frederick W. Reindel, 

91, former vice-president and general manager of the Brooks 
Company, Cleveland, where he worked for 73 years, died 
January 4 after a four-month illness. 

Retiring last spring, Mr. Reindel had been vice-president 
and general manager of the stationery and printing firm for 
the last 25 years. 

His widow, Salina; a son, Harold F., New York City; three 
daughters, Mrs. Margaret Smith, Mrs. Kathrine Owen, and 
Mrs. Marian Jordan; 12 grandchildren, and two great grand- 
children survive—AK 

o 


Harry H. Biber, 
president of Universal Paper Goods Co., died suddenly of a 
heart attack in Los Angeles on January 21. 

Mr. Biber was born in Dresden, Germany, on August 1, 
1906, and is a graduate of Heidelburg University. He later 
became a resident of California and a citizen of the United 
States in 1926. He took over the presidency of the Universal 
Paper Goods Co. in 1942. 

He is survived by his widow, Dorothy; a son, John, and a 
daughter, Barbara, all of Los Angeles. His parents, Mr. and 
Mrs. Fritz Biber and a sister, Mrs. Lilo Mueller, live in 
Germany 


Howard C. Maley, 
for more than a half century employed by the B. L. Marble 
Chair Company, died January 3 in Bedford, Ohio, Municipal 
Hospital. He was 72 and had been retired since 1950. 
The decedent started with the chair company while a boy 
and eventually represented the firm in a sales territory includ 
ing Ohio, West Virginia, Michigan and Indiana. 
Surviving are the widow, with whom Mr. Maley observed 
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Cell more 
with this tected 
kitten contest 


Prizes for Users! 


Companion 


Dealer Salesmen’s Contest! 


“NAME THE KITTEN” CONTEST FOR CONSUMERS 


a. 


SELIS CARTER'S NEW ELECTRIC LINE FOR YOU 


NATIONALLY 
ADVERTISED IN LIFE! 


This Contest will get Action! There are 
50 Consumer Prizes — 


@ West Indies 8-day Trip for Two 
@ 6 Portable G-E TV Sets 
@ 43 Other Prizes 


LIFE advertising starts February 25, 
continues in March 25 issue... and 
Carter's hits again with Contest ads 
in The Office and Modern Office 
Procedures in March and April! 


For complete details, 
write today! 





OA-3 /57 


Lt © 


Since 1858 specialists in Fine products for Office, School, Home and Industry: 
Carbon Papers; Typewriter Ribbons; Adhesives; Stamp Pads and Inks; wy vee aed Supplies; 
Writing, Drawing and indelible Inks; Eradicators; Artist Colors; Marking 


THE CARTER'S INK COMPANY, CAMBRIDGE 42, MASSACHUSETTS 


__ TESTED 
TIE-IN PLAN FOR YOU! 


We've tested this Consumer Contest in 
a leading Eastern City and know... 


@ it produces good leads from 
companies that use Electric Type- 
writers. 


@ these leads can run into worth- 
while sales and new customers 
for you. 


But .. . of course, your success depends 
on your effective use of point-of-sale 
material, and Consumer entry blanks 
we provide — FREE — and in the en- 
thusiasm with which your salesmen 
follow the leads from Life, The Office 
and Modern Office Procedures. 







evices and Inks. 





COMPANION CONTEST 
FOR 
YOUR SALESMEN TOO! 


There are 26 prizes for the top 26 
dealer-salesmen who sell or demon- 
strate one or more items in Carter's 
Electric Line to the greatest number of 
different companies, company divisions, 
offices, firms or institutions in the U. S., 
Alaska and Hawaii. 


@ West Indies 8-Day Trip for Two 
@ 25 Fine 1957 G-E Table Radios 


Your Carter salesman will supply you 
with complete Contest rules and Certi- 
fied Call Forms for your salesmen. 
Closing date (May 22, 1957) is one 
month after Consumer Contest. You 
make profitable sales. Your salesmen 
can win prizes ... PROVIDED you tie-in 
with this important promotion! 


Carter's “Electric Line” is 
the first complete line of 
carbons and ribbons spe- 
cifically designed for all 
leading makes of electric 
typewriters. 
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belongs in 
your 
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It’s 


NEW YORK CHICAGO HOUSTON 
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Pa 


the NEW 


PEERLESS 
12-pager featuring 


MODULETTES 


and Removable 


PARTITIONS 


This new sales aid illustrates and fully explains 
all features and selling facts of modular units... 
the well known PEERLESS MODULETTES and 
removable PARTITIONS. 


If you’re a franchise Peerless Dealer and have 
not received your copies, order them today. Non- 
franchise dealers will find this newest sales-aid an 
excellent introduction to the fast selling Peerless 
line. It may be that the Peerless franchise is open 
in your sales area... 


we'll be glad to talk it over. 






PEERLESS 


“ STEEL EQUIPMENT CO. 
Our 27% Went 6600 Hasbrook Ave., Philadelphia 11, Pa 


LOS ANGELES 
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YOUR CUSTOMERS WILL BE ASKING ABOUT THIS 


ALMOST INVISIBLE GLASS WITHOUT GLARE 
NON-REFLECTIVE UNDER FLUORESCENT-INCANDESCENT OR NATURAL SUN LIGHT 


NEW 


TRU-SITE 


fel, Bici® yi: 


Glass Top 


| ré 














THERE IS A PROFITABLE ARRANGEMENT 
ON TRU-SITE 
WITH Y \aneie. DEALER 





PDEAR BOR 
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FINE PRODUCTS FOR 
EVERY COPYING REQUIREMENT 


MASTER UNITS 
FOR SPIRIT DUPLICATING 


All types, styles 
and finishes — 
clear or metallic 


coatings. 





¢ Pleasant, effective 
¢ Uniform — quick drying cream for removing 


Hektograph and other 


ing — non-corrosive 
Best fluid for all spirit ink stains — in new 
duplicators. light, plastic jars. 





OTHER PRODUCTS 
Carbon Papers of every description 
— pencil — Hektograph 
e Inked ribbons — SILK 
every office machine 
Printed Master Units 
¢ World Famous Copy-Right and Stand-By Copy- 
holders. 

HANDSOME MODERN PACKAGES « REALISTIC PRICES 
Please write for catalogue, price lists, SAMPLES 
and dealership or franchise information 


~- typewriter 


NYLON — COTTON for 


ot Beebe eens bcos Seek @ Member, | 


oa ; 
lla nufacli ers 


Copyholders — Duplicating Supplies — Carbons Ribbons 


110 West 18th Street* New York 11, N. Y.* Cable: CURTYOUNG 





144 














their golden wedding anniversary in 1955; a son, Glenn, and 


two grandchildren. 
a 


Rollin H. Sprague, 

for 32 years secretary of the Weis Man- 
ufacturing Co., and a member of the 
firm for 45 years before his retirement 
last summer following an illness, died in 
Ypsilanti, Mich., on January 27. 

Mr. Sprague was born in Elyria, Ohio, 
and studied at Oberlin Business College 
and Hiram College. He joined Weis in 
1911, as a worker in the printing plant. 
He soon became foreman and then pur- 
chasing agent. For 25 years he was ad- 
vertising director and secretary since 
1924. His duties were decreas*¢ in 1938 following an illness, 
and in 1953 he went into semi-retirement, still holding the 
post of secretary and member of the board. 

He was a member of the Monroe, Mich., Board of Edu- 
cation for 23 years. Survivors include his widow, Zella, and a 
daughter, Mrs. Hugo Lahti, Whitewater, Wis. 

e 





Nigel H. Eason, 

New York salesman for Columbia Ribbon & Carbon Mfg. 
Co., died December 7, after a short illness. Mr. Eason joined 
the Columbia organization in 1942 and served first on the 
west coast until 1944. He was transferred to New York where 
he was working with both wholesale and retail accounts in 
northern New Jersey until the time of his death. He is sur- 
vived by his widow, Hazel, and his son, Richard. 

e 


Horace T. Jones, 
office manager for Noll Business Machines, Inc., died suddenly 
on December 12. Mr. Jones was for many years comptroller 
of Underwood Corporation’s Philadelphia office 

° 


Oscar H. Smith, 

owner, founder and a director for more than 19 years of the 
Smith Typewriter Exchange, Inc., of Washington, D.C., died 
January 28 of a coronary occlusion while at work in his office. 
Mr. Smith was 55 years old. 

He is survived by his widow, Ethel M. Smith, who is now 
president of the corporation. Two sons, Forrest B. and Sidney 
R., also survive as well as Mr. Smith’s mother, Henrietta 
Smith. 

« 


George E. Zangmeister, 

56, manager of the United Office Machines, Lockport, N. Y., 

store since 1946, died December 31, 1956. He began manag- 

ing the Lockport unit after more than 25 years in sales and 

service work for several Buffalo office machine concerns.—GT 
* 


Edwin C. Leonard, 

executive vice-president of Panama-Beaver, Inc., died January 

6. He was a member of the firm since 1920. Surviving is his 

widow, Margaret. Services were held January 9, in Chicago. 
e 


Clayton N. Wood, 

former president of the F. E. Hale Manufacturing Co., died 
following a short illness in Fort Pierce, Fla. Mr. Wood was 
with the company from 1909 until 1953 when he retired. 


Goodfrend Moves Chicago Factory 

Bernie Goodfrend has stated that the Goodfrend Manufac- 
turing Corp. is now located in a new factory at 1846 W. 
Carroll Ave., Chicago 12, Il. 

The company, as in the past, is making a line of steel office 
specialties including typewriter and utility tables, sorting and 
stationery racks, file chests, check files, file boxes, and other 
equipment 
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Built 
with a 
conscience 


Crestline equipment has never been 4 
built to meet a price—or to establish a 





production records. Ri 
Crestline was created to fulfill i 
an ideal-.and today you find, in : 
every detail of design, operation a 


and finish, the pride of Rs 
’ ae 
fine craftsmanship. a 


That is why Crestline is in a 4 4 
class by itself. Your own insistence Be 
on uncompromising quality, | 


will be amply rewarded by the 
Crestline office or installation 

you specify. We shall be glad to send 
you our newest catalogue. 
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OAKVILLE 





“ec ue oe 


Any time and every time... 
the YELLOW BOX LINE is best! 


Time-tried. .. quality-proved 
.-. customer- preferred! 


Oakville’s complete Yellow Box Line 
of paper-fastening devices simplifies 
your buying, streamlines your inven- 
tory, cuts your handling costs, saves 
you money! From one source — with 
one order — on one invoice you get the 
merchandise your customers want. 
One-stop buying — the Yellow Box 
way — builds sales and profits! 


Concentrate on the Yellow Box Line 
= the line that’s best for you! 


ae: 


A division of SCOVILL 
OAKVILLE. CONNECTICUT 





COMPANY 


e Philadelphio © Boston © Chicago ® San Francisco 





Dates to Remember 
1957 CONVENTIONS 


March 4-7—Wholesale Stationers Ass’n. of U.S.A. merchan- 
dise exhibit, New York Trade Show Building, New York, N.Y. 
March 7-8—Wholesale Stationers Ass’n. of U.S.A. annual 
convention, Commodore Hotel, New York, N.Y. Donald §S. 
Frey, secretary-treasurer, 1609 Sherman Ave., Evanston, IIl. 
March 11-14. Office Management Association of Chicago ex- 
hibit. Conrad Hilton Hotel. George A. Roubik, 105 W. Madi- 
son St., Chicago 2. 

March 24-27—Pacific Luggage and Leather Goods Show, The 
Biltmore Hotel, Los Angeles, Calif. 

March 27-31. National Office Furniture Ass’n. Jung Hotel and 
Municipal Auditorium, New Orleans, La. John R. Gray, ex- 
ecutive director, 327 S. LaSalle St., Chicago 4, IIl. 

April 23-26. National Association of College Stores, Sherman 
Hotel. Russell Reynolds, general manager, 33 W. College St., 
Oberlin, Ohio. 

May 8-10. 30th Annual Credit Conference for Credit Execu- 
tives. Hotel Somerset, Boston, Mass. 

May 12-16—National Office Management Assn. 38th Interna- 
tional Conference and Exposition, Hotel Statler and Shrine Ex- 
position Hall, Los Angeles, Calif. 

May 18-20. Offureps Club of New York second New York 
Office Furniture Trade Show, New York Trade Show Building. 
Offureps Club of New York, 229 Madison Ave., New York 
'7, mY. 

May 24-28—Nineteenth annual convention of Luggage & 
Leather Goods Manufacturers of America, Inc., Grossinger’s, 
Grossinger, N.Y. 

June 2-5. Stationery & Office’ Equipment Guild of Canada, 
Inc.; at Edmonton, Alta., Canada. Fred Smart, secretary man- 
ager, Room 1029, 159 Bay St., Toronto 1, Canada. 

June 30-July 3. National Office Machine Dealers Ass’n. Wil- 
liam Penn Hotel, Pittsburgh, Pa. Harold W. Mann, executive 
secretary, 1542 Hillhurst Ave., Los Angeles 27, Calif. 
September 28-October 2. National Stationery & Office Equip- 
ment Ass’n. Conrad Hilton Hotel, Chicago. Paul E. Burbank, 
executive vice-president, 740 Investment Bldg., Washington 5, 
D.C. 

October 26-29. First Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 
Travelers Club. 

October 28-November 1. National Business Show. New York 
Coliseum, New York City. 





REGIONAL DATES 


Region 
9 Shamrock Hotel, Houston, Tex. April 8, 9 
5 Hotel Cleveland, Cleveland, Ohio April 11, 12, 13 
4 The Vinoy Park Hotel, St. Petersburg, Fla. ‘ 
April 25, 26, 27 
8 Chase Hotel, St. Louis, Mo. April 29, 30 
6 Faust Hotel, Rockford, III. May 6, 7 
0 


l Hotel Ben Lomond, Ogden, Utah May 10, 11 
14 Lafayette Hotel, Long Beach, Calif. May 13, 14 
11 Hotel Winthrop, Tacoma, Wash. May 20, 21 
12 Hotel Awahnee, Yosemite, Calif. May 27, 28 

Hotel Savery, Des Moines, Iowa June 3, 4 


13 Grossinger Country Club, Ferndale, N. Y. — June 10, 11 
2 Hotel Sagamore, Lake George, Bolton Landing, N. Y. - 

June 14, 15 
June 27, 28, 29 


1 Hotel Griswold, Groton, Conn. 
June 30, July 1, 2 


3 Claridge Hotel, Atlantic City, N. J. 
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Fisher Advertising in “Office” and “Modern Office Procedures” . . . Total 
Circulation 142,270 . . . Sells Repro-Black Ink-Pen-Gil to Your Customers 
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juip- ) ; ~s -- : 
_ A Superior New Ball Pen for Gen- 
) . . ° 
' eral Office Use which will Reproduce 
nery Perfectly on Practically All Office 
New Duplicating Machines, including 
litan Offset, Photocopy and Photographic 
/ Equipment. 
York For free sample write Dept. OFA. 
Fisher Pen Co., Forest Park, Ill. 
Guarantee 
“Guaranteed to write 
twice as for os most other 
boll pens ond os well or 
4 better than any you have 
8, 9 ; —. 2. ‘ ever used.” 
2, 13 : = ‘8 R240 Fuhy 
607 r ‘ \ Owner, Fisher Pen Co. 
9, 30 
6, 7 
0, 11 
3, 14 
0, 21 
7, 28 
3, 4 
0, 11 . 
\ © 
4, 15 fan) Be Ready to Meet the Demand... 





Order from Your Wholesaler Today! 
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EXECUTIVE OFFICE IN THE MARQUETTE NATIONAL BANK, MINNEAPOLIS 
THROUGH LEADING DEALERS AND INTERIOR DESIGNERS. 

WRITE FOR RISOM BOOKLET. 

JENS RISOM DESIGN, INC. DEPT. F-2, 49 EAST 53rd STREET, NEW YORK 22 
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* FROM OUR FORTUNE ADVEF AMPA 
FULLY ILLUSTRATE ee Cc 
JENS RISOM DESIGN, INC. 









What makes “Roneo 750” more profitable to dealers? 
“Roneo 750” is quality built by English craftsmen and 
therefore requires extremely little service. “Roneo 
750” has many exclusive features, which makes it 
today’s most desirable Office Printer. “Roneo 750” is 
simple and clean to operate and therefore very easy to 
demonstrate and sell. ‘“‘Roneo 750" has fast and clean 
color change which makes every demonstration ex- 
tremely impressive. “Roneo 750” has the only perfect 
electronic stencil which gives every dealer pride to 
demonstrate. “Roneo 750” gives twice as good ink 


mileage, an economy feature which appeals to every 


customer. If you want more sales per demonstration 


and higher profits per sale, you ought to handle 
“Roneo”’. Write for further information and details to 
“‘addo-x inc’’—300 Park Avenue, New York 22, NY 




















PTTTTiritTe Titties 


THE 
LINE’ of SPIRIT PROCESS 
ADDRESSING MACHINES 


*the line of least resistance 

Since 1948 when we introduced the first spirit process me- 
chanical addressing system we have constantly developed 
and improved the line. Our objective has been to provide 
a simple method of fast, clean, clear mechanical addressing 
at a reasonable price. That our objective has been attained 
is evidenced by the demand for and sales of the Master 
Addresser Those who buy addressing machines buy 
quality plus economy . . . and they buy Master Addresser. 
A demonstration and a comparison of Master Addresser 





values breaks down any buyer's sales resistance. 


POPE EE Ce Ci 
TrrTrTrtrttt ttt tte 


MODEL 40 


pared on standard office typewriter. 


up to 50 times. Tapes automatically 
advance with each imprint. Variable 


Exc. Tax. $57.47. 





MODEL 40-H 


Easy swing foot pedal provides 
faster imprints and smoother 
operation. Leaves both hands 
free for feeding envelopes. Lists 
prepared for Model 40 usable 
in Model 40-H. Sturdy stand 
has adjustable side leaves. 
Incl. supplies and Fed. Exc 
$115.77. 


. 
errr errr 





Tax. 





MODEL 90 
Separate paper address slips (pre- 


dividual holder-cards provide dual 
purpose addressing and record 


ity. Automatic card feeding. Easy 
sorting and filing in 3x5 card trays. 





MODEL 90-H 
Foot operated Model 90-H 


designed for larger lists 
and faster addressing. 
Heavy duty tubular stee! 
table. Adjustable shelves. 
Pivoted tray to hold card 
files. Incl. Fed. Exc. Tax. 
$174.90. 


Write for complete information 





on MASTER ADDRESSER’S line of 
more versatile spirit process ad- 
dressers. 


MASTER ADDRESSER CO. 


6500-OA West Lake St., Minneapolis 16, Minnesota 
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Prints from paper tapes easily pre- : 


500 names per roll. Reproduces list : 


margin guide. Incl. supplies and Fed. : 







pared in any typewriter) in in- : 
keeping system. Greater selectiv- 


Incl. Fed. Exc. Tax. $94.87. : 








Seen at Joseph Dixon Sales Meeting... 





Some top officials of the Joseph Dixon Crucible Co. and the 
American Crayon Co., which recently merged, take part in 
Dixon’s annual sales convention at the Hotel Warwick in New 
York City. E. M. Cabaniss (second from right), chairman of the 
board, the Dixon company, is shown with (left to right) Leland 
P. Spore, executive vice-president; Lynn B. Curtis, vice- | 
president in charge of manufacturing, and Earl L. Curtis, 
president, all of American Crayon Co 





Shown at the Joseph Dixon Crucible Co. annual sales conven- 
tion is the cream of the company’s sales crop—all winners of 
sales awards in either the pencil or industrial divisions. Left 
to right: William M. Robinson (industrial), Allison Park, Pa.; 
E. D. Strom (industrial), Jersey City; Gus Nelson, Jr. (pencils), 
Englewood, N.J.; Arnold Berglund (pencils), Minneapolis; Vaun 
C. Stocker (industrial), Mansfield, Ohio; Raymond C. Heron, 
Jr. (pencils), Baltimore; Ray McChesney (pencils), Asheville, N. 
C.; Herb Eichwald (industrial), Philadelphia, and Scott Purvis 





Sel-index Builds New Plant in Phoenix 

S. L. Hatch, president of Sel-Index Mfg. Corporation, of 
Burbank, Calif., has announced arrangements completed to 
move into the new plant at 1347 N. 22nd Ave., Phoenix, 
Ariz. The new plant, constructed on a half acre in the better 
industrial section is adjacent to the center of the city. 

The company will continue to produce its specially de- 
signed and patented extruded index tabs furnished to many | 
filing supply manufacturers throughout the country. 

The company’s entire operation will be. conducted from 
the Phoenix headquarters where will be added a complete 
department for the design, production and development of 
plastic extruded products for the stationery and equipment 
field. 

Systems Equipment Supply Company, now operated in Bur- 
bank, Calif. as a division of Sel-Index Mfg. Corporation, has 
been taken over by Vince Furrey of Sun-Pacific Office Supply 
Company, of Burbank, Calif. who will continue to operate 
this company as a division of Sun-Pacific. 


Brisk to Travel New York State for Dwyer 

Daniel A. Brisk will now represent the John B. Dwyer Com- 
pany, sales representatives, in New York state, it has been 
announced. He will represent the Cosco, Columbia Steel, Dan- 
Dee, Duo-Tang and Liberty (Bankers Box) lines, states John 
B. Dwyer, who will now confine his work to the New England 
states. 

Mr. Brisk came to the firm after graduation from college 
and, with time out for Army service, has been calling on the | 
trade in New York state since. 
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. Left 
, a 7 
“| LIBRARY SHELVING 
V’ i 
deodl abe 
lle, N 
Purvis P ; 
— Quality-made in every detail... you will be proud to sell 
these Supreme Steel book units! 
on, of New! Smart simplicity in styling! Ultimate in functional design. 
ed h: Greater capacity . .. yet space-conserving. 
oenix, 
better Quality-engineered of finest, heavy-gauge furniture steel. One-piece 
y de- double-wall construction on uprights. Cornice top. Simple-to-install 
many bracket type adjustable shelves. No finished end panels required ... 
from outside surface is unmarred by boltheads or perforations. 
nplete 
nt of In decorator Supreme baked-on enamel colors: Standard green, 
pment standard gray, brown, mist green, desert sage. 
| ~~ Available in closed back and open back units, single or double faced. 
upply Not just 
poram Write for SUPREME STEEL color catalogue illus- 
better see trating complete line of library shelving, cabinets and 
_— sks lockers. 
BEST See the complete Supreme exhibit 

Com- Is Booth 288, NOFA, New Orleans 

been ... but competitively 

Dan- _ ’ 

ts priced! =U PREME 
gland 
lege STEEL EQUIPMENT CORP. 
n the 
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53rd St. and Ist Ave., Brooklyn 32, N. Y. 
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Eberhard Faber Names 
sienythine 


vane 


— . > 

new g rofitable Merit Award Winners | 

The window displays of 68 stationery stores across the 
country have won for their designers “Certificates of Merit” 

», about today’s 

a y ERASERS and contest, it is announced by C. P. Mailloux, sales manager. 

The contest, which attracted dealer participation from 


in Eberhard Faber Pencil Company’s “Life” window display | 
ERASER SELLING Pn rion Rs rs Poon ae mae clon owt mer- 





for you and chandised Eberhard Faber’s full-color advertising in “Life” 
magazine. Eberhard Faber provided a full kit which served 

your sales force as the basis for the window design. 
xs The citation winners, and the stores, are: 

‘ Alabama — Mrs. Louise Kicker, Alabama Office Supply | 


Co., Opelika; Robert E. Smith, Jr., Burton’s Bookstore, Au- 
burn, and Robert W. Offut, Ivan Allen Company, Gadsden. 
Arizona — Morgan Gilbert, Strauch’s, Inc., Mesa. 
California — A. W. Spriggs, Spriggs Stationery, Merced 
Alvin Schmidt, H. S. Crocker Co., Inc., San Francisco; John 
H. Potasz, Schwabacher-Frey Co., San Francisco; Bruce} 
Rogers, H. S. Crocker Co., Inc., Fresno, and Hans Andor, | 
Stationers Corp., Los Angeles. 








Colorado — L. G. Nelson, Nelson Office Supply Co, | 

Greeley; W. H. Kistler, Kistler’s, Denver, and Herbert P. 

LN Woodend, Kendrick-Bellamy Co., Denver. 

N0.330. Of Georgia — L. L. Adams, The White Co., Columbus, and j 

You'll sell MORE erasers just as Mrs. Peggy Baker, Ivan Allen Company, Atlanta. } 
soon as you appraise them in relation Illinois Ray Erickson, Fisher’s Office Equipment Co., | 
to pens, pencils, typewriters and other / Rockford; Norbert P. Bach, The Otto Wagner Store, Freeport; | 
scabies tatdbinte al te thew Male ol D. P. Passmore, University of Chicago Book Store, Chicago; 
eal amasevsagh John A. Mertins, Merck Book Store, Freeport; Guy M.} 

today’s tremendous volum P Veitch, Cless O. Burras Stationery Co., Oak Park; Mrs. | 


in business, industry, schools Frances Nowicki, Holiday Stationery & Card Shop, Chicago; 
Saul Hurtig, Puig’s Commercial Stationery, Chicago, and L. 
Andersen, Andersen Office Supplies & Equipment, Chicago. 


Indiana — Robert C. Maurer, Office Engineers, Inc., South | 


and colleges. 


went 


A good eraser must not only cle 





spe ian amie sation ic . “ 10. 333 Bend. 
eae eney See WEEN, OOS © Iowa — H. J. Claussen, Zoeckler’s, Davenport, and Harold | 
Rubber quality and textures must Hayden, Koch Bros., Des Moines. 
be best — and best suited — for a Louisiana — Mrs. Mayme Mule, Mule-Durel Inc., New| 
wide variety of erasing a y * Orleans. 
requirements. wy Rx / Massachusetts — Wm. H. Cutting, Thomas Groom & Co, | 
: ae, / Boston; Arthur Palley and Harold Sadowsky, Palley Office } 
These are the reasons why you / ss y/ Supply Co., Worcester, and Leonard Fenzig, Hammond Sta- 
should send for, read, and profit from ne. 2028 Ww tionery Co., Jamaica Place. i 
this new full color catalog on PINK Michigan — A. B. Lyman, Daniel’s Co., Muskegon, and 
Weldon Roberts Erasers, World's * LP» Miss Dorothy O’Dwyer, Central Office Supply Co., Detroit. ' 
Standard for quality, versatility Ss 4 \ Minnesota — Robert F. Czapiewski, Jones & Kroger Com 
and volume sales. WRITE FOR <a - J Winona, and Richard Mockler, McClain and Hedman Corp., | 
YOUR COPY TODAY! Cl EANER 4 : LOD “ St. Paul. ; 4 
AA So : Nebraska — Frank P. Napravnik, Omaha Stationery Co. | 
WELDON ROBERTS RUBBER CO. << Se Omaha. | 
~~ , New Jersey — Jack Burkhauser, Dwyer Bros., Trenton. : 





365 Sixth Avenue, Newark 7, N. J. New Mexico — Miss Arlene Hyde, Albuquerque Station- 
ery Co., Albuquerque. 

New York — C. Carnwright, Snyder’s, Newburgh; David S. 
Andrzejewski, Geer Dunn Co., Jamestown; Jack Sullivan, 
Hoelscher’s Inc., Buffalo; Robert Novak, Pierson’s Bingham- 
- “ss ton; Jack Cariola, Rochester Stationery Co., Rochester; P. F. 
BALL POINT 4ante wa Wright, Bardeen’s Inc., Syracuse; Miss Olive K. Smith, Lock- 

sa : port Office Equipment, Lockport, and James Kavanaugh, 
Eaton Office Supply Co., Buffalo. 

North Carolina — Miss Pearl Maggi, Smith Printing Co., 
Lenoir. 

Ohio — Natham Cheyfitz, Marshall-Smith, Inc., Cleveland: | 
Miss Marjorie Dowds, Gelsanliter’s Inc., Mount Vernon; = 
Gordon P. Matheson, Burrows Bros., Cleveland, and C. A. 
Rebhun, The Paper Shop, Cincinnati. 

Oklahoma — Gene Sprow, of Southwestern Stationery & } 
Office Supply, Ponca City. 

Oregon — Gordon Marshall, The J. K. Gill Co., Portland. 
ES Pennsylvania — Joseph A. Stuhl, Hoskins Co., Philadelphia; 
Correct Mistakes in Any Language Q Harry R. Evans, Kurtz Stationery Store, Inc., Clearfield; Joho 

3 H. Lang, H. T. White Co., Philadelphia; Joseph P. Messino, 
Angferr Office Supply & Equipment Co., Scranton; Wm. E. 
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DRAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 
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For maximum strength 
and long life, all LYON 
chairs feature channel 
frame construction, the 
same as in your automo- 
bile. Seats and backs are 
contoured for real comfort. 





CE CARTS 


“LYON QUALITY DESIGN 










makes 


THE DIFFERENCE=” 







STEEL FOLDING CHAIRS, for example. When you 
buy folding chairs, you’re investing in comfortable, 
safe seating. Compare Lyon chairs by those standards 
before you buy. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 


We can manufacture special items to your specifications. 


LYON METAL PRODUCTS, INC. 


General Offices: 328 Monroe Ave., Avrora, Ill. 
Factories in Aurora, Ill. and York, Pa. 
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PROFIT VAL 


One Source of Supply 
for all your Paper 
Fastening Needs 












; 
| 


| | 
Ww 


a VAIL FASTENING 














DEVICES 











IN 5 SPARKLING COLORS 
PLUS GOLD AND CHROME 





Now, more than ever, wise stationers realize 
that it is sound policy to sell quality products. 
And more than that... they realize that it is 
economy to combine their staple orders with 
their requirements for CLIPS — PINS — FAS- 
TENERS — and THUMB TACKS. It means a 
saving in freight — time: — handling — book- 
keeping and other definite cost factors. This 
modern, efficient and profitable policy of buy- 
ing paper fastening devices insures a well bal- 
anced inventory which satisfies old customers 
and attracts new ones. 


IMMEDIATE SERVICE AT ATTRACTIVE PRICES 


\' ae: ee Se” 
MANUFACTURING 


COMPANY 


ist 95th Street Chicago 19, Illinois 





Eichenlaub, Jr., Sanner Office Supply Co., Erie; Miss Frances 
Baker, Dunn Stationery & Supply Co., Titusville, and J. E. 
Bricker, Office Outfitters of Erie, Erie. 

Texas — Oliver Ratcliff, Paul Anderson Co., San Antonio, 

Virginia — Mrs. Aline Alderson, Roanoke Book & Station- 
ery Co., Roanoke; E. Lansdale Lumpkin, Virginia Stationery 
Co., Inc., Richmond, and Walter D. Heindl, Stationers Incor- 
porated, Richmond. 

Washington, D. C. — E. M. Bryan Co., Washington, D. C., 
and Philip Mudd, Commercial Office Furniture Co., Wash- 
ington, D. C. 

Washington — John Pratt, Lowman & Hanford Co., Seattle, 

West Virginia — Miss Bertha Mechalek, May Office Serv- 
ice, Beckley, and Miss Juanita F. Bias, Morgan’s Inc., Hunt- 
ington. 

Wisconsin — B’Ann Blied, Blied Office Supply, Madison. 

Previously announced were the names of the designers of 
the five windows which won the first four prizes. They are: 

S. D. Simpson, J. T. Townes Printing Co., Danville, Va.; 
Miss Irene Morris, Ivan Allen Company, Augusta, Ga.; E. §. 
Howard, E. S. Howard Co., Oswego, N. Y.; Mrs. Mary Har- 
rison, Palo Alto Stationers, Inc., Palo Alto, Calif. and J. 
Henry Fisher, Pound & Moore Co., Charlotte, N. C. 

The judging was on the basis of photographs of their win- 
dow displays submitted by the entrants. To assure absolute 
impartiality in judging the windows, the Point of Purchase 
Advertising Institute assigned the judges. They were: 

O. H. Stark, of Snyder and Black and a POPAI vice-presi- 
dent; W. E. Foster, of W. E. Foster Associates, and R. H. 
Winslow, of Winslow Associates. 





Peirce Dictation Systems Dealers Named 

Office Machine Supply Company, 
Peirce Dictation Systems, Inc., distribu- 
tor in Iowa, has named two dealers in 
that state. 

Wolff Typewriter Co., 401 S. Federal, 
Mason City, lowa, was appointed as deal- 
er to cover the counties of Winnebago, 
Worth, Mitchell, Hancock, Cerro Gordo, 
Floyd, Wright, Franklin and Butler in 
Iowa as well as Freeborn and Mower 
counties in Minnesota. 

Walker’s Office Supplies & Equipment 
Company, Fairfield, lowa, will cover the 
lowa counties of Keokuk, Washington, Wapello, Jefferson, 
Henry, Davis, Van Buren, Lee, Des Moines and Louisa. 

These dealers will handle Peirce individual, network, super 
network, telephone and PBX dictation-transcription systems, 
along with recently-introduced battery-powered Peirce Secre- 
tary portable dictation machine. 





E. G. Walker, Jr. 





Esterbrook Pen Adds Salesmen 


The Esterbrook Pen Company has added two salesmen to 
its field sales force, according to John T. Brown, general sales 
manager. 

Neil F. Ford will cover the territory consisting of eastern 
Missouri and central and southern Illinois. His major cities 
will include St. Louis (where he lives and where he will make 
his headquarters), East St. Louis, Ill., Springfield, Ill., and 
Jefferson City, Mo. 

Bernhard A. Waetjen has been named to cover the eastern 
Pennsylvania territory with principal cities to include Harris- 
burg, Wilkes-Barre, Scranton, Allentown and Easton. He 
resides at 5501 Plymouth Ave., Pennsauken, N.J. 





Two Addo Booklets Released 

Aktiebolaget Addo, parent company of Addo Machine Co., 
Inc., and other organizations throughout the world, recently 
published two booklets. 

The first is “Figures” the sixth edition of the company’s 
house magazine. This booklet follows Addo progress the 
world over. The second book, a report on the international 
advertising program of the company, describes how Addo is 
reaching customers in more than 100 countries by advertising 
in Time magazine. 
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In the versatile and complete Eaton’s Berkshire Typewriter Paper line, Eminence 
Bond is a country-wide volume sales producer because it offers quality features 
but is economically priced and perfectly suited to so many business needs. 

Eaton’s Eminence Bond has a fine appearance, a distinctive cockle finish and 
is manufactured consistent with the high standards of nationally recognized 
Berkshire quality. 

Every one of your customers will have a dozen uses for this paper. Recom- 
mend it, knowing that it will give full satisfaction and that your customers will 
thank you (and come back for more) because you’ve helped them economize wisely. 

Available in reams from 8 lb. through 20 lb. weights in all wanted sizes; in 
100-sheet packets and matching envelopes. 


The Scope of the Berkshire Line Sets Your Sights on Sales and More Sales! 


Eaton’s Berkshire Parchment Bond—for the best letterheads Eaton’s Diamond White Bond—whitest white typewriter paper 
and all permanent documents. ever made; for letterheads and all business and professional work. 
Eaton’s Berkshire Linen Bond—where permanency is wanted Eaton’s Souvenir Bond—for all general work where great per- 
but the highest grade is not essential. manency is not needed. 

Eaton’s Berkshire Bond—quality with economy. Very popular, Eaton’s Cascade Bond (Wove)—Eaton’s Gloria Linen (Laid) 
especially for legal work. —very satisfactory for work where low price is essential. 


Eaton’s Corrasable Bond—erases without a trace—with a flick of a pencil eraser. 


({lso Manifold Papers . Duplicate Copy Papers ° Manuscript Covers = Air Mail Specialties ° Envelopes 


EATON'S 
BERKSHIRE TYPEWRITER PAPERS 


as 
EATON PAPER CORPORATION 4% PITTSFIELD, MASSACHUSETTS 
“rman . 
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Business machines go 


on Bassick casters 


...in this “Office-of-the-Year” 
Merit-award-winning Texas bank 


Republic National Bank of Dallas’ new 40-story building 
is the last word in luxury and efficiency. 

On the fourth floor the accounting, bookkeeping, mail and 
transit departments are equipped to handle 290,000 individ- 
ual items of business a day swiftly and efficiently. Part of that 
equipment is the forest of business machines you see above 
on Bassick casters. 

Smooth rolling, easy swivelling Bassick casters belong in 
a merit award winning “Office of the Year.” They move qui- 
etly and protect floors and furniture. 

Bassick casters and glides can be profitable products for 
you to sell. Render the best service to your customers by 
selling the best products—Bassick! THE BASSICK COMPANY, 
Bridgeport 2, Conn. In Canada: Belleville, Ont. 711A 







Bassick Rubber-Cushion glides are 
another way to protect office floors 
and furniture. Broad flat hardened 
steel bases slide quietly, easily, never 

k mark floors. Rubber cushions 
take shock loads. Adapters for 
metal or tubular furniture legs. 


Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 





4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





If I didn’t already know business was good, the continued 
remodeling and expanding going on in the deah ole foth 
would amply testify to said good business. 

Rawley-Apperson, Inc., over Winston Salem way, has just 
put in some of that Bulman stuff (Wonder if stock ‘in that 
outfit could be had?) and has plans for some more later on. 
Carl doesn’t have a world of room but believe me he is making 
the most of what there is. Now that Mr. Phaff is handling 
the “front” the office supply section is coming in for a much 
bigger share of the pie. 

. 

Just got word from another “Bulmanized” store. This time 
it’s our Sally down in Orangeburg, S.C. Sally writes that they 
are moving to much larger quarters and Harry Bush, with Bul- 
man, is doing the fixtures. So that means just one thing, Sally 
is now in the “big league”. The new expansion speaks mighty 
well of the job Sally is doing and I know she is going to be 
thrilled with the new store. It makes us proud, too, Sally, 
especially to have knowed you “when”. The grand opening 
was expected to be February 15 and I’m quite sure Orange- 
burg will turn out in force to help celebrate. 

. 

Suill another one in South Carolina that is a big step for- 
ward. Mullins it is, and Ellis Office Supply is the firm. Mr. 
Ellis started off in a modest way about two years ago on a 
side street, but now he is smack in the middle of things. Fact 
is he is next to the “money bags” of the town—the bank. 
The address is 105 N. Main St. The new store is complete 
with modern glass front measuring 20 x 100 feet with plenty 
of storage space at the rear. 

. 

By golly it looks like we got some Alabama folks all 
stirred up and sending news items at long last. Sho’ wuz 
a long drought wasn’t it boys? The Birmingham area just 
couldn’t get along without the Dickinsons it seems so Dick 
and Mama came back and are opening the Bessemer Office 
Supply Co., 207-209 Seventeenth St., North. 

Dick says it ain’t a big deal but I have a very fond recollec- 
tion of one of Birmingham’s more prominent office supply 
firm’s small beginning out in Bessemer so—who knows? I 
have visions of that 28 x 40 foot spot approximating the 
“bosses” private office a few years hence (she'll let you use 
part of it Dick) so keep us informed Dick and may all the 
bumps be small ones. 

e 

Pretty sure I’ve already mentioned Joe Zic & Company’s 
new home in Anniston, Ala., but I’m not so sure of still an- 
other “announcement” Joe and Georgia made about the same 
time. A lil’ steno signed in and she should go far towards 
seeing to it that their nights are as interesting as the new 
store is making their days. Anyhoo—two orchids to you both 
Joe and Georgia. 

: 

Still in Alabam’. Bay Minette, and the Baldwin Times in 
particular, celebrated open house on January 18, for the 
Times’ new home. There is a much larger facility and better 
location too, so with the stationery department being con- 
siderably enlarged “our” staff should take quite a jump. Bill 
Stewart will still buy for both offices from Monroeville. 

. 

Walker Printing Co., Montgomery, incorporated on January 
1, and plan is to greatly expand the supplies and equipment 
section. Good steel lines are wanted so go get ‘em boys. It 
ain’t too often a man says “come and get it” like that. 

& 

Remember I told you last month about Ted Myers “taking 
off” from our meeting in Atlanta when he got a phone call 
from the hospital? Well—Louise did it to him gain. Yep— 
another girl. Pore ole Ted. Most people would give up but 
not that boy. My “informant” do say that they are already 
thinking about the next one—a boy of cus! 

* 


Herb Kilgore, former buyer at the College Inn at Ga. 
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Always out in front... 


Cellophone Tape 


Ciwaw- Faay To te Esqmemnbent 


Only “ScoTcH” Cellophane 
Tape gives you the 

unique AIR CUSHION 
CORE... Look for it! 


This distinctive corrugated core 

on commercial rolls of ““ScotcH”’ Brand 
tape is important to you. It keeps 
your tape in top condition for 

easy unwind, prevents 

bothersome “‘telescoping”’ 

and resultant waste of tape. 


The AIR CUSHION CORE is another exclusive 
quality feature of 


SCOTCH Cellophane Tape 


BRAND 


The term “Scotcn”’ is a registered trademark of Minnesota Mining and Manufacturing Company, St. Paul 6, Minn. Export Sales 
Office: 99 Park Ave., New York 16, N. Y. In Canada: P.O. Box 757, London, Ontario. 
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R-E-V-O-L-U-T-1-O-N-A-R-Y¥ 


| COUNTER-SPY’’ Combination 
| Lock capable of 1,000,000 changes, 
numbers on the edge of the dial 
instead of on the face. When 
| a 
| numbers ore plain to you only 





ART STEEL CO., ING. 
170 West 233rd Street + New York 63, New York 
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DON’T BE FOOLED! INSIST ON 
APPROVED LABELS! 


SPEC | FI-D | evar TO COMPLY wit ie ae 
ce MANUFACTURERS NATIONAL ASSOCy47/0 
Sh FRE “INSULATED ‘SAFE W 


Seema OC CAT. NO 


 sart MANUFACTURERS. NATIONAL ASSOC IAT py 
BURGLARY-RESISTIVE CHEST 
SMNA GROUP lame 


@ ‘fab : a 
ynderwrters Laboratories 4in 
RELOCKING DEVICE 
GRouP | 


COMPLIES WITH 
ni GOVERNMENT SPEC/p/_, 


cot AA—S—BIA u/ 


Ons 
» fsdorslories Bq FIRE CLASSIFICATION C 
ph 1-20 TAMPER 
SAF E GH {esis Tan 0008 
You more than 65% 


Cover: on insurance Premiums 


Pays for itself! 
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Q What is a filing cabinet? 

A A filing cabinet is a housing intended to provide filing capacity. 

Q How many letter file copies can be housed per inch? 

A Normal second sheets can be filed: Onionskin — 300° to the inch; 
Ordinary second sheets — 250* to the inch; Bond paper — 200° to 
the inch (*est.). 

Q How many filing inches in a Steelmaster 4-drawer filing cabinet? 

A 2900, 2800, 7800 series -  , 2600, 2700 series— , SAF Series 
—  , 5000 series— 

Q How many second sheets can be filed in a Steelmaster filing cabinet? 

A 2900, 2800, 7800 series— sheets, 2600, 2700 series— 
sheets, saF series— sheets, 5000 series— sheets. 

Q How many letters must you dictate a day to fill up a Steelmaster 4- 
drawer filing cabinet? 

A Assuming an average of 20 letters a day and an average 200-day year, 
it would take one year to fill one of Steelmast'sr’s rs filing drawers. 

Q How long would it take on the average to fill up a Steelmaster 4- 
drawer filing cabinet? 

A 4 years. (Interpellation—As the man says, “That's pretty good!”) 

Q How long will Steelmaster’s filing equipment last? 


A Steel is permanent and under average usage, Steelmaster’s files will 
last for years and years and years. > 
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@ What does your filing cabinet dolar buy for you? 
A Filing capacity, service, longevity, style and 1 





Steelmaster’s 7 series to meet all needs 
2900-2600-2800-SAF-7800- 5000-2700 




























LOOKING FOR 
THE BEST ?... 


FULTON is constructed 
for QUALITY .. . it is 
now the Fastest Moving 


Volume Line! 


AND INKS... assures 


customer satisfaction... THE NATION’S 
NO. 1 CHOICE IN THE TRADE. Precision 
made for incomparable products by our 







many years of specialized experience. 








DRI-KWIK STAMP PAD ... expertly con- 
structed of specially woven felt and muslin 
on a perfectly insulated block. 






DRI-KWIK INKS... prepared 
by exclusive formula, odor- 
less, and dries instantly. 
Available Red, Violet, 
Blue, Green, Black. 









PROFITABLE! Customer con- 
fidence always assured when 
you DEAL FULTON... THE 
PROFIT MAKING LINE. 
DEALER PROTECTION .. . extends to every pur- 
chase, regardless of quantity. You buy more reli- 
ability, more economy, and better service at no 
additional cost. And when you WANT THE BEST, you, 
naturally CHOOSE FULTON! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 


“Manutacturers of Marking Devices for Over 49 Years” 
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Tech is leaving that post for a traveling job with K & E, 
Don’t know yet who the new buyer will be. 
* 

All of us were deeply saddened when news of Stan Moller- 
strom’s death was received. Stan suffered a heart attack on 
Christmas Day and died in a local hospital in Winter Park, 
Fla., the same day. Burial was in Knoxville, Tenn. 

a 

W. A. McCallie, Office Supply Co., Knoxville, had a heart 
attack around December 1, and was still in Fort Sanders hos- 
pital the first of the year. I understand he was coming along 
fine, however, and was expected to go home shortly. 

. 

Neal Ball, Ball Office Equipment, Maryville, Tenn., suffered 
an attack too while in Pennington Gap, Va. He was confined 
to a hospital there. Have been unable to get any further 
dope on this, so we'll have to wait until one of my “boys” 
comes through. 

* 

Although this one ain’t in our district many of us know 
Curtis Buie, for many years with Hederman and Dement 
Printing Co., out in Mississippi, and more recently with M. E. 
Yeadaker at the Tucker Printing House, Jackson, Miss. Curtis, 
too, had a heart attack on the Thursday before Christmas 
and for several days was on the critical list. I'm very glad 
to report, however, that he is now at home but will require 
a long time of quiet and rest before getting back to his 
territory. 

rs 

Have none of the details on this but it seems that Bill 

Parkes is no longer with Foster & Parkes Co., Nashville. 
* 

White Frost is now back at the buying desk at S. B. New- 
man Co., Knoxville. 

* 

Reported last month that Alex Culpepper, Memphis, had 
busted his knee but it turned out not to be quite that serious, 
although serious enough. He pulled some ligaments apart, 
and that brother is sometimes as tough as a break. 

. 

By the time this hits the streets it will be almost conven- 
tion time so this will have to be my last whack at you laggards 
who haven’t made that reservation. You have seen the various 
mailing pieces sent out by Joe Alvarez, the Association and 
Sanford-Hall. More are to follow, so nobody can claim he 
wasn’t duly informed as to what was going on. I thought that 
“Air Travel Pass” included by Joe Rodgers Office Supply, 
Cleveland, Tenn. especially clever. Don’t forget to get together 
anything that has a Western flavor for use at the Travelers 
party. 

Man that is gonna be a party we will be talking about 
for many years to come. Steaks—as you like ‘em—right 
from a genuwine chuck wagon. Why not come on down a 
few days early and soak up an extra portion of that Florida 
sunshine and maybe take a crack at the fishing. 

The Blues will be hitting then and unless you have already 
gotten in a mess of them things you ain’t lived yet. 

° 

If you do attend by all means “register”. In past conven- 
tions all of us have noted a number of exceptions to this and 
certainly it helped nobody. The small registration fee is badly 
needed by the association to help defray such things as the 
Governor’s expense, cost of programs, badges, publicity, favors 
and a multitude of small items. 

Not a penny goes to the Travelers party. That is an expense 
we take on strictly by ourselves. Aside from the above it also 
gives a more accurate count of the number present. 

© 

Now, one for the Travelers. Our party has always been one 
to be remembered, but it takes a whale of a lot of work to 
put on and relatively few have always done 90% of this work. 
There have always been enough “Chiefs” but nowhere near 
enough “Indians” so—PLEASE all of you check with us for 
your share of the work and I’m sure nobody will have to 
miss much of the fun. 

4 

Many thanks to Bill (S.P.) Boyd, Joe Maura, “Inky” 
Lydiard and Joe Shanks for their help this month. ’Smatter 
Johnny, too busy counting your money? 
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OPENS THE DOOR TO YEAR-’ROUND PROFITS! 


Our 25th Anniversary—1932-1957 





Stick oud Sol 


— DUO-TANG 


LOOSE-LEAF COVERS 


America’s 


Fastest-Selling Binders 


If you are looking for steady sales 
and profits every day in the year, you 
can’t afford to overlook Duo-Tang 
loose-leaf covers. There is no 
off-season in the demand for these 
outstanding binders because 
customers need them for so many 
loose-leaf requirements— from 
the simplest briefs to the most 
elaborate presentations, and catalogs. 

Duo-Tang covers are available in 
such a wide range of colors and 
materials that buyers are bound to 
find just what they need—in quality, 
appearance and utility. 

Start stocking and featuring 
Duo-Tang and get your share of the 
year-round profits. 


The original 
loose-leaf 
cover with 
built-in 
fasteners. 


Ask for sample of 
this Duo-Tang 
**Package’’ low- 
cost printed cover 
service now availa- 
ble from Ellings- 
worth. 














MODERN 
DESIGN 
PLUS 







Model No. 523 
Arm Revolving Chair 





OLD 
FASHIONED 
COMFORT 


Brings Customers Back 
Again and Again 


Model No. 521 
Arm Chair 


Here’s a pair that goes anywhere. And your customers 
will appreciate the executive look at a Jack Benny price. 

Gregson’s No. 520 Series has that modern day look plus 
old fashioned comfort that would please even grandpa. 
The solid Walnut Arm Swivel Chair and Companion Arm 
Chair are available in a wide range of colors, in Nauga- 
hyde or top grain leather. Deep coil springs and foam rub- 
ber, plus scuff plates and 2-inch ball bearing casters, add to 
the life of the chair, and to the comfort of your customers. 

Sell your customers comfort and beauty in office furni- 
ture at a price they can well afford .. . Gregson’s Arm 
Swivel Chair and Companion Arm Chair . . . the perfect 
pair, for any office. 


DEALER INQUIRIES INVITED 























GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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5th District Notes 





PAT PATTERSON, correspendent 
3710 Grosvenor Road, Cleveland 18, Ohie 


Contrary to previous information giv- 
en this correspondent, January 30 was 
the date for Detroit’s 1957 Cavalcade of 
Sales, sponsored by the Motor City 
Travelers Club. A _ travelers’ kick-off 
luncheon was heid in the Shelby Room 
of Hotel Fort Shelby. The attendance 
was terrific—the boys (?) really showed 
up in force. 

The guests present and their topics 
were: Governor Gene Grenon. Gregory 
& Leonard Office Equipment Co., Inc., 
“Fifth District Regional Convention in 
Cleveland—April 11 to 13”; Homer Lay, manager of NSOEA. 
“1957 National Convention in Chicago”; and Frank Graham, 
Yawman and Erbe Manufacturing Co., “Activities of the 
Fifth District Travelers Club.” 

John Mislan, Eberhard Faber Pencil Co., was in charge of 
arrangements, and did an outstanding job. 

Ihe sales rally started with a cocktail party and dinner in 
the Coral Room of the hotel. Speakers included Dale Madden, 
vice president of Leadership, Inc., who gave an inspirational 
talk on You Don’t Sell Things, You Sell People; Russell B. 
Kobins, vice-president of The L. A. Young Spring & Wire 
Corp., who recently toured Russia, and who spoke on Russia— 
Through A Salesman’s Eyes. 

[he Motor City Travelers Club, in conjunction with an 
independent industrial management firm, gave the illuminating 
results of a survey of Detroit stationery dealers business. This 
opened quite a few eyes and straightened a few dozers up in 
their seats. This second Calvalcade of Sales is the clincher on 
making this a must annual affair. 

* 

NEW DEALER—Bob Kavanaugh. formerly with Garrigan’s 
Inc., Springfield, Ohio, opened his own business on February | 
at 103 W. College Ave, in that city. Welcome mat is out for 
all travelers. .....+ The S. & W. Office Equipment Co., 
under the supervision of Walter Swedersky, has opened a 
beautiful store at 215 E. Eighth St. in Cincinnati. The store is 
set up on a self-serve layout with Gene Pendleton as store 
manager, and comely Miss Carol Moon as his assistant. 

+. 

WARM THOUGHTS FROM UNDER THE SNOW—The 
Cleveland Chapter Fifth District Travelers Club held its 
monthly meeting on January 28, where plans were initiated 
for the annual golf outing this summer. Ken Ackland, Amberg 
File & Index Co., chapter chairman, is in charge of arrange- 
ments. 





« 

Sables, Inc., Detroit, started the New Year by moving to a 
new and spacious location at 3162 E. Jefferson Ave. Nick 
Ferrari is general manager of the concern. 

rs 

HOW THE WEALTHY OTHER HALF LIVES—Bettye 
and Jack Luke, (manufacturers’ representative), are whiling the 
nasty winter away under the sun in the West Indies. ..... 
The Bob Schuders, Louberts Stationers, Inc., Dayton, Ohio, 
just returned from a Florida sojourn. Bob is back at the salt 
mines with a deep tan, and looks as fit as three fiddles. 

. 

Norman Pagel’s many friends will be happy to hear of his 
return to the industry. Mr. Pagel formerly was with Acme 
Paper Co., Detroit. He left after a serious illness and joined 
Service Office Supply Co. of that city the first of the year. 
Welcome back, Norm. 

e 

WEDDING BELLS—Faye Spivey, Central Ohio Paper Co., 
Indianapolis, able and very attractive assistant to Ed Northam 
there, took the fatal step with Chester Potts on January 12. 
After the honeymoon in Florida, Faye plans to continue in her 
job. (Sigh.) 

eo » 
NOT SO GOOD NEWS—Ray Benza, popular proprietor of 
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Whatever line of are you ready to fill the 
conventional 
NEW NEEDS 


duplicating products 
you riow handle of today’s customers? 





Revolutionary changes and improvements in typewriters and 
duplicating machines now call for the carbon and ribbon products 
that provide reliably good results with these new machines. 


To meet more fully all of today’s requirements Allied research 
has developed a whole new concept in specialized products. 


Take, for instance, one example: 


colored ribbons 
to match lietterheads 








With colored letterheads so popular, Allied Dealers enjoy a com- 
. petitive advantage in selling ribbons to match their customers’ 

world's finest letterheads. Exact matches are produced from our stock of 27 
duplicating products: color shades in fabric ribbons and 30 different shades of carbon 


among the 


paper ribbons. 


Flagship patented metallic 


back carbon paper Let the Allied man® show you one or more of these newest develop- 


ments, which you can add to your current line, to fill the needs of 
your most a customers today—and you'll begin to get 
acquainted with the value of an Allied franchise. 


* P.S. Or we'll be glad to send you details by mail. Just write to Dept. B3. 


AL LUE D. carson ano risson manuracturine CORPORATION, INC. 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: So. Main, Los Angeles 7, Calif. 


Flagship carbon paper ribbons 
Offset ribbons 


Tabulating ribbons 





Addressograph ribbons 


Diazo ribbons 





Hotel Register carbons 
Artist transfer carbons 
School packs 
Carbon binders 
= Spirit carbons 


Stencils 
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wu 
TO HELP YOU SELL 





This colorful 12-page brochure 
is available for mailing to 
your customers and prospects 


You'll agree the Hercules® line of Home Vaults 
is the finest in the industry. Now here is the 
finest piece of literature Meilink has ever 
offered its dealers — a really handsome, in- 
formative brochure illustrating and describing 
Hercules Home Vaults, Wall Vaults, Closet 
Vaults, Safe-T-Vaults, Letter Vaults, Card 
Files, as well as Models 1X and 2UB Safes. 
A wonderful mailing piece — a wonderful leav- 
ing piece. Write immediately for samples and 
complete information. 

See you in booths 52 and 53 at the 

NOFA Show March 28-31, New Orleans. 


This Hercules Sales Display stand 
takes 3 feet of floor space and 
holds a half dozen or more items. 
You should have one. Write us. 





STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


A, B ‘and C LABEL SAFES, HOME VAULTS, INSULATED FILES, 
_ BUSINESS MACHINE AND TYPEWRITER STANDS 





| i a 
SINCE 1899 
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R. E. Kindel & Co., Cincinnati, suffered a heart attack og 
Christmas Day. He has been in critical condition at Bethesdgy 
Hospital in Cincinnati (no visitors), and we hope he is backs 
on his feet when you read this. His home address is 43§ 
Wood St., Cincinnati 19, Ohio. 
ry 
DEATH—AI Huy, long-time salesman for S. Barkers’ Sor 
Co., Cleveland, suffered a fatal heart attack on January 13, 

: George H. Moseman, who spent most of his ad 
life in the industry, died January 7 in Hollywood, Californi 
Mr. Moseman spent many years with Richmond & Backus j 
Detroit, and went to the west coast after retiring last summe 

. ql 

TRAVELER TID-BITS—Herman L. (Doc) Davis left W. 

Gunlocke Chair Co., and is now connected with Stow & Davigy 
Furniture Co. and Steelcase, Inc. He will cover Ohio, Indian 
Kentucky and western Pennsylvania....... Frank Elstun ig” 
the new representative for Venus Pen & Pencil Co. out off 
Cincinnati. He resides at 3551 Potomac Ave. in that city....9 
Don Stevenson, a member of our travelers’ Club, has | bees 
appointed sales manager of McMillan Book Co. in Syracuse) 
New York. Our congrats to a very nice guy... . Bob 
Beekman, All Steel Equipment Co., has added public speakis ; 
to his other accomplishments. He addressed the Jack W. Carly 
son Co. of Clearwater, Florida on Office Planning and Layout) 
the Hi-Twelve Club of Indianapolis on Salesman, Where Art 
Thou?, and will shortly appear at the Lion’s Club in Bedford 
Ind. What are the rates, Bob? 4 









Export Statistics 


of U.S. office machine 
equipment and suppli 












Net Value 4 
Quantity (Dollarshy 
Accounting Machines Non-descriptive, except Punched Card ; 
New . bioui aba 539 810335 
Accounting Machines Descriptive, except Punched Card, New 787 1528449 
List Adding Machines, except Punched Card, New 1865 323143 
Non-List Calculating Machines, except Punched Card, New 133¢ 536052 
Non-List Adding and Printing Calculating Machines, New . 40€ 101648 
Card Punching and Auxiliary Machines, New 201 423433 
Accounting Etc. Machines, Used and Rebuilt 790 23249 
Parts for Accounting Etc. Machines .. 1981359 
Addressing Machines . ) 95824 
Accessories and Parts for Addressing Machines 174782) 
Duplicating Machines, except Lithograph Offset 631 136209 
Duplicating Machines, Lithograph Offset . 48 64605 
Parts for Duplicating Machines . , 102542 
Cash Registers, New 1479 485003 
Cash Registers, Used and Rebuilt ; ‘ 194 33850 
Parts for Cash Registers ........ ds 3475 
Typewriters Standard New except Electric 5032 600814 
Typewriters andard, Electric except Automatic, New 598 165363 | 
Typewriters, Portable New . 2471 149397 
Typewriters Used and Rebuilt, except. Automatic : 2278 100455 
Typewriters, Nes ........ 124 99481 
Parts and Accessories for Typewriters ; 726016 
Staplers, e Office ‘ 47723 69660 
Dictating Machines ... 350 848% 
Mail-Handling Machines and Parts ; : 41246 
Check-Handling Machines and Parts .. 63860 
Office Machines and Parts, Nes . 202439 
Mechanical Pencils, all Materials, Doz. 9876 61647 
Mechanical Pencil Parts ........... ‘ 35519 
Pencils, except Mechanical Black Lead, Gr. 26199 873% 
Pencils, except Mechanical, Nes., Gr. 280¢ 17508 
Pencil Leads . : a," 69864 
Crayons . Fas 37271 
P in Pens, Ball Type, Doz. . 194089 450273 
Pens, except Ball Type, Doz. . 41358 767921 
Refill Ink Cartridges, Doz. 157416 166704 
Fountain Pen and Ball Pen Parts, Nes. 266589 
Fountain Pen Points, Gr. ......... seen aaa 100492 
Carbon Steel Pen Points, Gr. . . 10324 13037 
Desk Pen Sets . ie uelewodade . 16492 43524 
Ir Writing a 84299 
Ink, Ne ; : . 204844 
Carbon Paper 157029 139362 
Ribbons Cloth Inked for Office Machines 57385 
Office ‘Su pplies, Nes. .... 457001 


Nes.—Not elsewhere specified 

Figures for October, 1956; Released in January, 1957 by the U. S. Department 
of Commerce 

(A breakdown by countries is available from the Foreign Division of the Bureal 
of Census, U. S. Department of Commerce, Washington 25, D. C.) 





Dashiell and Taylor to Represent Toledo 

~The Toledo Metal Furniture Co. has announced the appoint 
ment of Jones Dashiell and Ed Taylor of Dashiell and Taylor 
as factory sales representatives in the states of Alabama, 
Florida, Georgia, Kentucky, Mississippi, North Carolina 
South Carolina, Tennessee, Virginia and West Virginia 
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This trademark identifies a 


leading business machine dealer 


point 4. £* 
aylot 
bama 
olina 


“With its added features 


and restyling, 


the 57 Burroughs Ten Key... 


...gives me even more to sell!” 


There are many features that make 
the 1957 Burroughs Ten Key such a 
standout to sell—and use. Here are 
just a few: 


1. Its new finger-fitted, Balance 
Touch keyboard and larger control 
keys give electric response to the 
lightest touch. 

2. You can see its even fresher 
good looks in any one of these color 
choices: Sea Mist Green, Amber 
Gray, Alpine Blue, Capri Coral. 


3. It prints minus amounts and 
credit balances in red. 


4. Totals automatically space up for 
easy reading and tear off, if desired. 


5. It is quality-designed and built 
by Burroughs to operate more easily, 
work faster, live a longer and more 
useful life than any other ten key on 
the market today. 


6. Figure work production is 
boosted even higher with a sharp 
increase in machine speed. 


The Burroughs Ten Key is one 
more outstanding reason why it pays 
to be a Burroughs Dealer. Why not 
look into the Burroughs line of add- 
ing and cash registering machines. 


Write today for full information 
on becoming a dealer. Burroughs 
Corporation, Detroit 32, Michigan. 
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provides more 

comfortable, longer 
lasting seating than 
you’ve ever known 






COMFORT AS YOU LIKE IT — WITH EXTRA 
LARGE SEATS AND BACKRESTS 































® Larger, comfortable contour-shaped 
seats — 1512” wide x 16” deep 


® One-piece contour shaped stee! seat 
(No. 81) or 5-ply hardwood veneer 
contour shaped seat (No. 82) 


® Smooth, baked-on enamel! finish in 
Beige, Azure Grey or Saunder's Green 


STURDY CONSTRUCTION FEATURES ASSURE 
LONGER THAN EVER CHAIR LIFE 


® Heavy 18-gauge electrically seam 
welded tubular steel frames 


® L-shaped steel cross bar beneath 
seat for extra backing strength 


® Built-up steel seat spacers for 
stronger pivot rod bearing points 


® Solid steel pivot and stop rods double 
as frame bracers and strengtheners 


® Tubular steel leg stretchers on front 
and rear legs increase frame rigidity 


® Securely welded seat stops with rub- 
ber silencers minimize folding noise 


DESIGNED AND ENGINEERED FOR COM- 
PLETE SEATING SAFETY 


® Non-marring, annular design rubber 
feet tiaht!y secured over stee! dome 
gliders prevent floor skidding 


® Fully covered folding hinges safe- 
guard against pinching 


® No sharp edaes—all are fully rolled 
and beaded to protect against injury 


® Non-tipping Y-type design permits 
edge of seat sitting without tipping 


CHAIR TRUCKS 


Seven standard sizes 
hold both X-type 
channel or Y-type 
tubular chairs — up- 
right or horizontal. 
Regular or under-stage models 
Demountable ends and exclusive 
chan-angle frames permit stack 
ng empty trucks one on the other 






For new, complete line catalog 
No. 700 as well as brochure 100 








METAL PRODUCTS @ GREEN BAY @ WISCONSIN 
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6th District Notes 


C. O. SCHLAVER, correspondent 
Office Appliances 
600 W. Jackson Bivd., Chicage 6, Ill, 


Governor Byron Johnson of District 6 NSOEA and General 
Chairman Maynard Westring appeared at a recent GLTC 
meeting with a glowing picture of what should be the dis- 
trict’s biggest regional convention at the Faust Hotel in Rock- 
ford May 5, 6, 7. 

Some of the convention highlights are: 

Sunday, May 5—There’s opportunity to play golf in the 
afternoon at beautiful Forest Hills Country Club, on invitation 














5 


Vi, 





Faust Hotel . . . in Rockford to be scene of District 6 NSOEA 
convention activities. 


of Chairman Westring. Dinner for both men and ladies will be 
available there in the evening. 

Monday, May 6—Registration, opportunity for trip through 
the Apsco plant, noon luncheon addressed by outstanding 
speaker and afternoon program featuring NSOEA troupers. 

In the evening, busses will leave the Faust for the famed 
Wagon Wheel restaurant, scene of dinner, music and Aquacade *F 
entertainment in the heated pool. “Se 

Tuesday, May 7—Dealers’ breakfast, a workshop session 
of profit to dealers, noon luncheon sponsored by GLTC and 
open to both men and women, afternoon program of speak- 
ing, House of Friendship at 6:30 and prime ribs of beef ban- 
quet for closing event. 

“We will have a real regional—something that you fellows 
can sell the dealers on attending,” Governor Johnson told 
GLTC members. Despite the augmented program registration 
prices remain the same. 

The five travelers who turn in the most advance paid regis- 
trations will receive tickets ‘7 the GLTC golf tournament of 
their choice. 

* 

President Clem Clemen (G. J. Aigner Co.) of GLTC has 
announced the following committees: 

Fraternal—Harry Venet, chairman; Art Hutchison, co- 
chairman; Neil N. Short, Ben Philbrick and George Huber. 

Finance—Ray J. Eichenlaub, chairman; Benny Allen, co- 
chairman; Herb Johnston. 

Roster—Bill Miller, chairman; Herb Johnston, co-chairman; 
Bill Murray and C. O. Schlaver. 

Membership—Bob Kane, chairman; Bob Reynell, co-chair- 
man; Walter Lennartson, Frank Cognato and Herb Walsh. 

Auditing—Don Sharpe, chairman; Ray J. Eichenlaub, co- 
chairman; Tom Gillice. 

Publicity—C. O. Schlaver, chairman; Bill Murray, co-chair- 
man. 

Trophy drive—Don Sharpe, chairman; Bill Miller, co-chair- 
man. 

June golf—Harry Venet, chairman; Jim Golden, co-chair- “e 
man. 

August golf—Bill Silberstorf, chairman; Ed Deacon, co- 
chairman. 

September Milwaukee golf—Co-ordinator, Benny Allen. 
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sKeith Clark 


WORK-A-DAY 


DESK CALENDARS 





b . ia F - . . 


- Office: 130 West 42nd St NEW YORK 36, N. Y. 


Plant 


SIDNEY, N. Y. 


Cw 
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Modour Decorator Colou 


Special news this year is KEITH CLARK’S con- 
tribution to today’s “high style” office with 
bases in color for desk calendars. Rich, walnut 
brown, modern office gray, clear pastel “mist 
green and “desert tan.” 

















Evoluiwe my, TUWIPA 


SCHEDULE-A-DATE — future date 
the entire year. 

WORK-A-DAY — a calendar pad adaptable to any 
memorandum use with half hour appointment 
schedule. 

SPOTLIGHT DATE — a box indicating the 
date and the present month. 
THREE-MONTH CALENDAR panel 
and following ). 

Full 12-MONTH CALENDAR on every page. 
SPECIAL FEATURES — Large numeral for current 
date; holidays in red; permanent memoranda; 
bonus page with past and future year calendar; 
legal holidays; consecutively numbered days past 
and days ahead on every page. 

MODERN PRINTING and UNCLUTTERED FORMAT 


current 


(current, past, 


scheduling for 





KEITH CLARK calendar pads are available in book 
style or pad style to fit any standard size base for 
every working need. 














ALL THIS AND Mylar TOO 

1958 KEITH CLARK refill pads packaged in spar- 
kling, DuPont Mylar! This polyester film of un- 
usual clarity and toughness protects refill pads 
from soiling, fingermarks, dirt, and wear. KEITH 
CLARK Mylar-packaged refill pads make attrac- 
tive displays that look better and sell better. 
Never lose their “fresh merchandise” appearance, 
never turn yellow or tear at corners and seams. 
Mylar-wrapped KEITH CLARK refills let the cus- 
tomer see what he’s buying, and he likes what 
he sees. 





EN 
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PS 
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‘KEITH CLARK, 


1958 edition of the Keith Clark Catalog 
now available. Free to Stationers. 
Write for Copy. 


af 
“| 





INC. 


=~ Office: 130 West 42nd St., New York 36, N. Y. 


The Calendars that work for you. 





Plant: Sidney, N. Y. 
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Pre-convention luncheon—Charles W. Gilbert, chairman; 
Norbert Burgess, co-chairman. 

Christmas party—Art Hutchison, chairman; Frank Cognato, 
co-chairman 











The golf committee chairmen warmed to their task im- 
mediately despite sub-zero weather and we can announce 
that River Forest Country Club will be the scene of the first 
outing on Thursday, June 20, and Cog Hill Country Club 
has been chosen for the Thursday, August 15, tournament. 

tentative date of Friday, Sept. 6, has been set for the 
iwaukee golf tournament, to be held again at the Tuckaway 
Country Club. Tom Mahoney and Tom Adams will be co- 
chairmen to assist Benny Allen, co-ordinator 


‘ 
4 


. ti. % be \ \ ‘ ‘ ‘ 
(44 5.33 4 eee a A ON 
n- GLTC’ers in New York City . . . Photographed attending the 1 blag! gee’ \ 4 \ 
1 
th annual sales meeting of the Joseph Dixon Crucible Co., in ' DELIV Y % 
at New York City was this GLTC trio. From left: Mel Hodges, 
Harry Hoffman (district manager) and Tom Mahoney. 
. THE FASTEST IN THE 
GLTC’s membership committee is rapidly swelling the rolls 
of the club. Set for the roster as new members are R. P. REGISTER FORM BUSINESS 


——a Carpenter, Sanford Ink Co.; Ken Nelson, White & Wyckoff; 
Paul Hartley, W. A. Sheaffer Pen Co.; Andrew J. Dunn, The 
O’Learys, Inc.; George A. Friedenberg, Parker Pen Co.; Wil- 


Yes ... Royal Register guarantees its dealers 


liam J. Ward, Sturgis Posture Chair Co.; T'vank Rybicki, Rock- the fastest delivery of standard and special 
well Barnes; Howard Benson, Venus Pen & Pencil Corp.; L. ° he busi ! Wh 
W. Curran, Burroughs Corp.; Barney Barnett, Print-O-Matic; standard forms in the business! en your 
Richard A. Barker, Royal Metal Mfg. Co.; William F. Back, customers want rush service, you can count 
The W. H. Gunlocke Chair Co.; Joseph J. Rock, Boorum & . 9 
Pease Co.; Barry M. Spak, Tops Business Forms; and Robert on Royal Register to produce your customer's 
Graham, Stein Bros. Mfg. Co. order in from 2 to 3 weeks, often an only 
it . 
10 days! And, you'll find that Royal’s rapid 


Billy Schmiederer, known and beloved | : : : r 
by most of the travelers, is reported re- delivery builds customer satisfaction for you 





4 wag a a 2 ee . . . adds new accounts . . . broadens your 
lll., from a recent heart ailment. 
And it is good to know that Frank profit base. And, don’t forget, Royal sells 
Lazowski, the Apsco man, is due back . . 
ee on the road soon. A heart attack had only through established dealers. Write for a 
f: kept him at home for a number of copy of the latest Royal Register catalog 
; weeks. . . 
ok ee 3 hk, ke Dick Parrella, Eagle Pencil Co., got today . . . and send your next order for 
or en, Schaitotenes the machinery going for the GLTC register forms to Royal Register. 






birthday ball and then headed for the 
west coast to join Max Spak as a manufacturers’ representa- 
=— tive in the Los Angeles area. Genial Richard, with Eagle for 
4% years, has a Boston background and now crosses the 
continent to spread his sunshine and light. Good selling, 


fellow! 
»g ‘nemesis 
Two Elected to Victor Adding Machine Board 
Vernon Loucks, well known Chicago lawyer, and Harold 
_ O'Connell, a senior vice president of the Continental Bank, 
“Seay Chicago, were elected to the board of directors of Victor Add- . 
a ing Machine Co. Announcement was made by A. C. Buehler, pile ' 
~~ president and chairman of the board. “i? ont 
Mr. O’Connell replaces Norman B. Collins as a_ board YOU CAN COUNT ON } te al S FOR RAPID DELIVERY 
& member. Mr. Collins, who is chairman of the National Secu- : 7 /s 
rity Bank of Chicago, resigned some six months ago. The NASHUA | oomeae| BETTENDORF 
| election of Mr. Loucks, legal counsel for the Victor organiza- NEW HAMPSHIRE cov 1OwA 
J tion over some years, brings to six the number of board —————— 








members for the company. 
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Build sales volume 


with VAIEGO ’s 


fast selling satin finish 


Office Accessories! 





Valco’s 1956 office acces- 
sories... designed for 
greater beauty, more dura- 
bility and maximum utility 
-».mean more sales and 
V more profits for you. All 
items are of highest quality 
satin finished aluminum. 











No. 408 
Statesman 
Costumer 


73” height. 11” 
diam. upright. 16” 
diam. base. 122” 
diam. drum, 8 double 
hooks. 





~~ © f 
-€& LL 








No. 25 

Duchess 

Torchier 
65” height. 1%” 
diam. upright. 14” 
diam. base. 14” 
diam. shade. 3-way 
Mogul socket. 























No. 1500 
es Nobility 
tm — Costumer 
No. 17-C 66” height. 1%” 
Monarch diam. base. 
Costumer 








72” height. 112” 
diam. upright. 14” 
diam. base. 4 double 
hooks. 











Write for details and prices on the 
complete line of Valco accessories. 


WAC ORC ORR soren 
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7th District Notes 


BRUCE A. BLACKBOURN, correspondent 
5526 Vermont St., Minneapolis 16, Minn, 





The Des Moines regional June 2, 3, and 4, 1957, is really 
shaping up to be the biggest and most interesting in “Lucky 
Seven” history. Governor Wally Hubbs and General Chairman 
Bob Brown have been busy with committee meetings, insuring 
that we will beat last year’s record. And again this year a lucky 
couple will get an all-expense paid vacation trip. 

Bill King of Storey Kenworth, 309 Locust, Des Moines, 
lowa, is in charge of hotel reservations, so contact him for 
rooms. 

* 

Range Office Supply at Virginia has opened a new store 

in Grand Rapids, Minn. It’s very nice. 
. 

Hyde Typewriter & Equipment Co. is remodeling the store 
and is putting in Berry fixtures throughout. This will give 
the firm the finest store in southern Minnesota as well as in 
Fairmont. 

° 

Willard Brown is now doing the buying at Morris Sanford 
Company, Cedar Rapids, lowa. 

© 

Midwest Beach Co., Sioux Falls, S. D, !:as been busy re- 
modeling the printing plant and putting ia a new furniture 
display. 

. 

On December 2, 1956, little Thomas John O'Toole arrived. 
The father is Thomas M. O’Toole of O'Toole & Sons of 
Dubuque, lowa. 

Bob Overturf of Klipto Loose Leaf, Mason City, lowa, 
was to sail for Italy on March 6 with his wife and daughter 
Sally. They will bicycle 3000 miles through Italy, France, 
Switzerland, Austria, Germany, Denmark and into Oslo, 
Norway. By the way, Sally is only five years old. Bob has 
promised to drop us a line and let us know how the trip 
goes. 

a 

Lynn K. Zech of Dickinson, N. D. has bought Brainerd Of- 
fice Supply & Gift Shop at 324 S. Sixth St., Brainerd, Minn. 
Lynn has been manager of the J. C. Penny Co. store in 
Dickinson, N. D. 

. 

Loyal Carlon of Bates Manufacturing Co. is leaving the 
Midwest and will be working the southern California territory. 
Can’t blame Loyal for going as the day he told me about 
it—it was 15 below in Minneapolis. Dale Marshall will take 
over the territory for Bates and we certainly want to welcome 
him to “Lucky” 7 land. 

. 

Austin Office Supply in Austin, Minn. is moving to new and 

enlarged quarters in the very near future. 


Underwood Unveils Posting Machine .. . 


The new Underwood 
portable posting ma- 
chine was introduced 
recently to 500 com- 
pany salesmen in Hol- 
lywood Beach, Fla. In 
the picture, G J 
Logueville, right, sales 
manager for Under- 
wood accounting ma- 
chines, explains fea- 
tures of the ‘‘Post- 
Master 92° to Bill 
Coffman, for 40 years 
an Underwood execu- 
tive in San Francisco. 
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Write 


: helps you pull 
3 for profit, 





Ever need a helping hand on the other end? Ever lose chips 
because a manufacturer would not take hold? 


W ouldn’t hurry with stock you promised to a customer. 

W ouldn’t give you special packing, or an imprint, or 
information that might keep the wolves away. Once he sold you, 
you could go climb a tree till he wanted to sell you again. 


That doesn’t happen when you deal with WRITE. 


WE NEVER LEAVE OUR DEALERS OUT IN THE WOODS 


We sell you stock ... but in addition we give you service. 
W e’re growing big, but any dealer can reach our management 


and get service right away. 





Everybody knows we make excellent carbon papers, typewriter 


ribbons, Typ-Rol type cleaner. Ask around and Ask 
you'll find out about our excellent service to dealers... us today 
and how hard we work to keep a dealer’s goodwill. for 
more 
information. 











write 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N, ¥, © Factory: BRIDGEPORT 2, CONN, 
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rolling up new sales records 


SUPERDEX 


roll labels 











THE WARSHAW MANUFACTURING CO., INC. 


1 MAIN STREET BROOKLYN 1 


172 








8th District Notes 


2001 S. Hanley Rd., St. Lovis 17, Mo. 


[he 8th District NSOEA second pre-planning meeting was 
held Friday and Saturday, February 1 and 2, at the Chase 
Hotel in St. Louis. It was conducted under the leadership 
of Governor Sid Anderson, Latsch Bros.; Omaha—Lou Blair, 
convention general chairman, Blair Office Supply Co.; St. 
Louis—and Midwest Travelers president, John Low, Minne- 
sota Mining Co., Kansas City, Mo. 

A very interesting and constructive meeting was held. All 
plans were formulated and details ironed out in order to make 
the 8th District meeting, April 28, 29 and 30 at the Chase 
Hotel, St. Louis, the best we have ever had. 

Herbert Held, Blackwell-Wielandy Company, St. Louis, who 
is hotel reservations chairman, announced that he has been 
flooded with requests for rooms. He suggesied that if you 
have not made your reservation as yet, do so immediately. 

[The following people gave their time and spent their own 
money in order to attend this meeting. Won’t you do your 
part by getting your hotel reservations in early so it will make 
our planning job easier if we can have an early count. From 
all indications, it is going to be bigger, and rooms, meals and 
entertainment much better. Those who attended were: 

Governor Sidney Anderson, Latsch Bros., Lincoln, Neb.; 
Art Reed, Latsch Bros., Lincoln, Neb.; Vaughn Williams, 
Schooley’s, Kansas City, Mo.; Howard Blanchard, Fiddlers, 
Kansas City, Kan.; Howard Hendricks, Allen Stamp, Kansas 
City, Mo.; Ray Kline, Security Stationers, Kansas City, Mo.; 
Lt. Governor Karl Tolefson, Bartlesville Staty. Co., Bartles- 
ville, Okla.; Lt. Governor R. R. Bricker, Bricker Typewriter 
Co., Norfolk, Neb.; Lt Governor Chester Kennedy, W. J. 
Kennedy Staty. Co., St. Louis, Mo. 

General chairman, Lou Blair, Blair Office Supply, St. Louis, 
Mo.; Izzy Voda, Wallace Pencil Co., St. Louis, Mo.; Carl 
Schultz, Eagle Pencil Co., St. Louis, Mo.; Glen Evans, Co- 
lumbia Ribbon & Carbon, Kansas City, Mo.; Dave Neuhaus, 
Invincible & Stebco, Kansas City, Mo.; Clint Cooper, Ester- 
brook Pen Co., Kansas City, Mo.; John Low, Minnesota Min- 
ing, Kansas City, Mo.; “Mac” McGahey, Federal Staty. Co., 
Kansas City, Mo.; John Chowning, Federal Staty. Co., Kansas 
City, Mo.; Al Perry, Federal Staty. Co., Tulsa, Okla. 

Max Keating, mfrs.’ agent, Kansas City, Mo.; John Griffith, 
Ace Office Supply, St. Louis, Mo.; L. Wingert, mfrs.’ agent, 
St. Louis, Mo.; Dan Finch, Minnesota Mining, St. Louis, Mo.; 
Bill Froehle, Boorum & Pease, St. Louis, Mo.; Maxwell Ander- 
son, Oxford Filing, St. Louis, Mo.; Walter Dzen, Skinner- 
Kennedy, St. Louis, Mo.; Herb Buschart, Buschart Bros., St. 
Louis, Mo.; Herb Held, Blackwell-Wielandy, St. Louis, Mo. 

William Kennedy, W. J. Kennedy, St. Louis, Mo.; Bill 
Kincaid, Schaar Bros., St. Louis, Mo.; Dick Fuller, Smead 
Mfg., St. Louis, Mo.; Robert Burkard, Miller Printing, St. 
Louis, Mo., Charles Peeper, Clark-Peeper, Clayton, Mo.; 
Gene Walker, Clark-Peeper, Clayton, Mo.; Neal Ford, Ester- 
brook Pen, St. Louis, Mo.; Matt Courtney, Lackland Office 
Supply, St. Louis, Mo.; Al Bartens, Shallcross, St. Louis, Mo.; 
Merril Kensinger, Carter Ink, St. Louis, Mo.; and George 
Tappner, mfrs.’ agent, St. Louis, Mo. 

* 


Harley Wantz, age 83, for over half a century stationery 
buyer at Skinner-Kennedy Printing & Stationery Co., St. 
Louis, Mo., passed away Friday, February 1 after a brief 
illness. Harley retired from Skinner-Kennedy several years 
ago; however, he was active in the St. Louis Stationers Asso- 
ciation until his death. 

« 

Billy Schmeiderer, retired, and past buyer at Buxton-Skin- 
ner, St. Louis, for 54 years, suffered a heart attack at his 
home at 1114 6th Ave., Des Plaines, Ill. Billy is getting along 
just fine and I would appreciate his many friends sending him 
a card or a letter. We all hope you get well in a hurry! 

° 


Chester Parrott, assistant to Walter Ruedy, S. G. Adams 
Co., St. Louis, is in St. Lukes Hospital with a foot infection. 
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Is this YOUR customer: 


Can't blame him for being a little sore. That desk with 
the big dent is an all-welded construction. Maybe this 
feature was part of your sales talk when he bought 
the desk. It's just a pain in the neck to him now because 
he can't replace the damaged pedestal. 

This can't happen with WESCO Fashionaire or Econ- 
omaire desks because your customers can replace 
damaged sections swiftly and easily. Just another point 
of good customer relations well in mind when our 


WESCO—The Stamp of Quality in Office Equipment! 


Oo}! 6O 








Visit us in Booths 109 and 110 
NOFA show, New Orleans, Mar. 28-31 
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c2signers put the plans together for these finest low 
priced desks. 

Repeat sales are long range stuff. The satisfaction 
your customers experience today with WESCO's econ- 
omy priced desk and file lines will bring them back 
again tomorrow. 

For tomorrow's sales—Sell WESCO today! 

Builders of Fashionaire and Economaire desks— 
suspension and non-suspension files—Add-a-Files. 


ESTERN MFG Co 






AURORA. I\LL- 


\“_/3aS30ernm 


MANUFACTURING COMPANY 


AURORA ° PLLINOTUS 








; 








MT. OLIVE, 





barreled 
service ... 


MASS. 


ILL. 





on the complete Hano line 


To provide the fast, complete service for dealers 
that is such an important part of Hano policy, we 
operate two plants and warehouses. These help 
provide the shipping service Hano dealers want 


ee 


@ Registers and forms 


@ Snap-a-Part forms 
e Continuous forms 













General and Sales Offices: 
HOLYOKE, MASSACHUSETTS 
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@ Tabulating forms 
e@ Stock forms 
e@ Accessories 


See how Hano Dealers make 
profits on the complete line. 
Ask for the folders: This is 
Hano and Business Forms 
Profit with Hano. Some 
dealerships open in the South, 
Southwest and Midwest for 
established stationers. 


COMPANY, INC. 


Warehouse and Branch Plant 
MT, OLIVE, ILLINOIS 


We are all hoping you will be back on the job real soon! 
rs 

We are all sorry to hear of the death of Frank Palmer, pres- 
ident of Levison-Blythe Ink Co., St. Louis, Mo. Frank was 
stricken with a heart attack approximately six months ago 
and died as a result of a severe attack in January. He was a 
past member of the board of directors of the National School 
Service Institute and for many years a member of the St. 
Louis Stationers Association. The Levison-Blythe Co. will be 
carried on by his widow, Julia Palmer, who is very well known 
to the industry. 

. 

Vaughn T. Williams, 45 East Fifty-fourth Street, Kansas 
City, Mo. was elected president of the Guadalupe Center. 
The center, a United Campaign agency, serves the Mexican 
area. English and citizenship classes, sports, crafts and a child 
health center are in the program. This year the center will 
receive $15,000 from United Campaign. Mr. Williams is a 
salesman for the Schooley Stationery Co. He also is secre- 
tary of the Liberty Memorial Association, secretary of the 
American Legion Trust Association and treasurer of the Amer- 
ican Legion, Fifth District of Missouri. Good luck Vaughn 
in your new adventure! 

“MEET ME IN ST. LOUIE” 
Chase Hotel 
April 28 - 29 - 30, 1957 


9th District Notes 





M, H. “‘MIKE’’ HOLBERG, correspondent 
5939 Berkshire Lane, Dallas, Tex. 


The information on the Texas Travelers Wives’ Club Christ- 
mas party and pictures arrived a couple of days too late to 
make the last issue, but we'll mention that the “girls” enter- 
tained the “boys” at the Chalet. 

There were 61 present including former members Eddie 
and Irene Jungbluth, now of New York City; and George 
and Cathron Deutsch, now of Denton. 

We understand that everyone present had a grand time 
and enjoyed a delicious steak dinner. President Lyndall Grant 
and her entertainment committee—Rose Eix, Eilma Roark, 
Lucille Musgrave, Pearl Blakey and Lynn Stempel—did a won- 
derful job of planning the party. We also understand that the 
girls had luncheon and a style show at the Statler-Hilton Hotel 
in Dallas on January 16. 

e 

Milton Ford, convention chairman for the Printers & Sta- 
tioners Association of Louisiana, sends word that the ninth 
annual convention will be held in Monroe, La., March 8-10. 

A record crowd is expected to attend the three-day meeting 
at the Frances Hotel in Monroe. The program calls for the 
annual Suppliers’ Party to be held Friday evening, March 8, 
at the Bayou DeSiard Country Club in the form of a cocktail 
hour and buffet supper. 

The regular business sessions will begin on Saturday morn- 
ing and feature the following speakers: 

Robert Sprott, sales manager of The Globe-Wernicke Co., 
“Modular Office Furniture”; Cortland B. Horr, sales manager 
of Associated Stationers Supply Co., “Office Form Design”; 
Gene Holcombe, Ennis Tag & Salesbook Co., “Creative Sell- 
ing of One-Time Carbon Forms and Register Forms”; Donald 
Kenyon of Eastman Kodak, “New Products and Processes; 
How They Can Aid the Commercial Printer and Lithog- 
rapher”; A. E. Crothers, National Cash Register Co.; E. S. 
Nederostek, Minnesota Mining & Manufacturing Company, 
“New Lithographic Processes”; and Marvin Hartung, governor 
of the Ninth Region, NSOEA. 

The Monroe printers and stationers will be hosts to a cock- 
tail hour Saturday evening, this followed by banquet and dance. 

The convention will close Sunday morning with regular 
business session and election of officers. 

. 

Many thanks to Al Okerberg, Corry-Jamestown represent- 
ative in the Southwest, who sends word that there is a new 
dealer in Plainview, Tex., Mason-Waggoner Office Supply & 
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More Eye Appeal - More Try Appeal - More Buy Appecl 


LUX CO ssa 


... Gl anybody could wish for! 





Model No. 3165 Model No. 3275 Model No. 3280 
Stamped “Silent Steel’’ Base Tubular Base Tubular Base 
Square Tube Back Round Tube Back One-Piece Back 


Everybody likes LUXCO Chairs COME SEE US! 


@ Secretary—prefers the firm, comfortable support, 
smart, modern styling. 


@ Office Manager—recognizes the tremendous values 
— with high priced features at low cost! 


@ Dealer—wants the easy-to-sell chairs because it’s 
the line with more buy appeal! 


Ask for Full Information 


i’ BADGER inc. 


LA CROSSE, 


BOOTHS 111 & 112 
NOFA CONVENTION 
NEW ORLEANS March 28 — April 1 

© NEW Secretarial Chairs 
« NEw Executive Chair< 
° NEW Office Machine Stand. 





A Complete Line of Steel Chairs, Stools, 
Stands and a DeLuxe Personal File 


wmf ¢ | 
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IT’S EFFICIENCY 
WITH THE 
MODERN LOOK! 







eee ee eee eeeeeeeeeeeeeeeeeeeeeeeee 
eeeeeeeee eee eeeeeeeeeeeeeeeeeeee 





Time-savers on the desk top...and with the 
modern look you want! Everybody approves 
when you select desk top equipment designed 
by the Bert M. Morris Co. They're matched in 
color, style, and utility! 

Include this modern desk top equipment in 
your office planning. Available from the Bert 
M. Morris Co. is a 1957 Catalog to help you 
plan wisely. Write for it! 


ESSENTIALS IN EVERY OFFICE 
MORRIS SAFE-T-SET 


Beauty with efficiency—large ink supply can't 
leak, won't spill, is easy to fill. 

MORRIS MEMO HOLDERS 

Holds standard memo paper. Available with 
ball point pen attached. 

MORRIS PHONE REST 

Frees both hands. Fits all phones—either 
shoulder. 

MORRIS TRAYS—LETTER & LEGAL 

Easy access with rear suspension. Stacks to any 
height. 

MORRISHARP ELECTRIC 

PENCIL SHARPENER 

Fast, self-starting. Cutting stops when desired 
point is obtained—choice of medium, fine, 
extra-fine. 

MORRIS ASH TRAY 

HE-MAN size... Perfect for sales meetings... 
removable glass liner...matches newest style 
in steel office furniture. 


BERT M. ORRIS CO. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd., 


Montreal, Quebec 
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Equipment Company, located at 113 W. 7th St. in Plainview. 
The business is owned by Mick Mason and Toby Waggoner. 
Paul Clements is the buyer. Paul was formerly located with 
Eaton Stationery Company at Plainview. Mr. Mason was form- 
erly in the insurance business, and Mr. Waggoner in the 
advertising field. These gentlemen bought out the office supply 
and furniture department of the Herald-News Publishing Com- 
pany, who will continue with newspaper and printing work 
only. 
* 
From Dallas comes word that Jerry Ligon of Arkansas fame 
has joined Service Printing in Dallas. 
6 
Jack Hanson, Jr. in Waco, Texas, tells us that Joe Russell 
is breaking in on the buyer's desk with his firm. Jack will be 
outside as soon as Joe takes over. 
° 
Other news from Dallas is that Buck Snow, formerly with 
Wesanco of Oklahoma City, is now sales manager for Indus- 
trial Office Supply in Dallas. 
° 
As time goes on, we are faced with the sad duty to report 
the passing of old friends. Our deepest sympathy to the family 
of W. O. Millican, Jr., who died last December 20 after a 
short illness. He is survived by his widow and two sons, David 
and George Millican. George is the representative for MacMil- 
lan in the Southwest. Many of the senior travelers will remem- 
ber W. O., as he was with the L. A. Barnes Company in Fort 
Worth for many years. More recently, he was with Interna- 
tional Accounts as the district sales manager. 
ra 
We are very sorry to learn that Dewey Mayton’s mother 
has been extremely ill. Dewey is the Mayton half of Mayton 
& Roddy Office Supply in Fort Worth. We hope by this writ- 
ing that her condition is much improved. 
Remember, NSOEA at the “Glamrock” in Houston — April 
7, 8 and 9. 


H. & M. Ribbon 5 Caibon 
Celebrates 50th Year 


This year marks the golden anniversary of the H. & M. 
Ribbon & Carbon Co., wholesale and retail firm in Seattle 
Wash. 

The business, which operates in all parts of the United 








. W. H. McElfatrick, Sr., is still active as pres- 
ident of the company. 


Founder . 


States and is also an export firm, chiefly distributes on the 
Pacific Coast, in Hawaii and Alaska. There are main offices in 
Portland, Ore., and Tacoma, Wash. as well as in Seattle, em- 
ploying at total of 60 people. 

It is still headed by W. H. McElfatrick, Sr., the founder 
and president. H. & M. activities cover the entire carbon and 
ribbon field. The firm is a dealer for 12 manufacturers, acts 
as distributor for the Gestetner stencil duplicator and the 
Heyer spirit duplicator, and is a dealer for Eastman Kodak 
Verifax. 
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INine-—to-—Frive: helps Wm. F. Hindley Co. grow... 


hs = 








and Robert David Carr & Company takes a well-deserved bow! 


Last year, the Hindley Co. celebrated its 30th anniversary and Trenton, N. J., 
saluted one of its most progressive mechanical contracting firms. 1956 was 
also remarkable in this fast-growing organization’s forward-looking program 
by its acquisition, through Mr. Carr’s efforts, of a functional Nine-to-Five 
installation. Here, in comparatively small space, is a complete control and 
accounting department handling many operations and a payroll for 150 per- 
sons at peak periods. Proof positive that Columbia’s concept of modular office 
furniture is not only attractive, arrangeable and space-saving but intensely 





practical. 
Nine-to-Five and standard furniture as well as 
famous Columbia filing cabinets are sold only Attend the National 
through authorized dealers. You are cordially in- “ao Furniture 
; , \ onvention, 
vited to discover how you may make more satisfied March 28-31, 
customers through a Columbia affiliation. Write New Orleans 
for information. 











Columbia Steel Equipment Company 


FORT WASHINGTON, PENNSYLVANIA 
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--- CURMANCO ...... 
OFFICE TOOLS 


A Complete Line 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 


Clears Your Desk For Action! 


NEW TRAYS WITH 
QLETTER RACK CUT OUT FRONTS 





Sorts, classifies and distributes the 
papers of your daily work. Inward- 
ly sloping trays catch and hold 
papers. Label holders on both sides. 
No corner posts to dodge. Electric- 
ally welded, ready to use. 


OLIVE GREEN—MIST GREEN—GRAY—COPPER TAN—BROWN —; 
NO. 102 LETTER SIZE 2 tray and base..$5.50 LEGAL SIZE 


NO. 103 LETTER SIZE 3 tray and base..$6.50 ADD $2.00 
NO. 104 LETTER SIZE 4 tray and base. .$7.25 








Daily Business Sorter! 


SORTING TRAY 7 


Active papers can be re- 
ferred to instantly ... open 
like a book. When used with 
A-Z index, folders or tab 
guides the corrugations in 
the bottom prevent slipping. 
OLIVE GREEN 


NO. 115 LETTER SIZE without index $4.00 
NO. 116 LEGAL SIZE without index $5.00 




















STATIONERY 
SEPARATOR 
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NO. 310 LETTER SIZE with 5 divisions—Wt. 4 Ibs. $4.50 ‘| 





PIGEON HOLE FILE 


Keeps letters, pads and forms 
separated wherever they are 
used . . . Shipping Room, Stock 
Room or Office. Pockets 1” 
apart. Letter size 812 x 11%, 
— Welded. Ready to use. 
BUSINESS ROUTINE 








NO. 106 LETTER SIZE with 6 divisions—Wt. 7 Ibs $ 7.50 
NO. 107 LETTER SIZE with 12 divisions—Wt. 10 Ibs $15.00 











Adjustable Center Drawer 






DESK TRAY 


Pins, Pencils, Paper 
Clips and other 

needed desk drawer 
material available without clutter and confusion 





ART STEEL 
OLIVE GREEN FINISH 








PACKED 12 TO CARTON 
NO. 425—4” x 1%” x 18” to 31” adjustable. 12 to carton $2 0 | 


MAIL SORTER 








employees, 
customers. : 
20 BIG t 
POCKETS : 
AtoZ } 


; s 
SIZE 7x4'/.x20'/2" 


GRAY—_——BROWN 














GREEN 


NO. 144 — Weight 6 Ibs. $10.00 














ORDER TODAY! 
CURRIER MANUFACTURING CO. 


_—- 2448 W. LARPENTEUR AVE., ST. PAUL 8, MINN. 














10th District Notes 


TOM VARNUM, correspondent 
9400 Ridge Road, Arvada, Colo. 





The stationers in southern Colorado, New Mexico, Arizona 
and Texas were very pleased to have President Eisenhower 
visit their area a few weeks ago. He did see some rain while 
he was touring the drought stricken states but was convinced 
of the urgent need for aid and eventual solution of the water 
problem. You might be surprised to learn that in many towns 
the stationers are forced to carry accounts for a full year 

. that is, from one harvest to the next... and if there’s 
a poor harvest one year . . . But the concern is nationwide 
now and there’s high hope for the future. 

© 

Arizona has one week of constant rain each year and | 
was fortunate (?) to see it recently. Here’s some news from the 
Valley of the Sun! 

Marston’s has a beautiful new location in Phoenix at 3209 
No. Central. It’s a larger store with brand new fixtures and 
a sample room with well-displayed merchandise. The move 
began on January 2. 

O’Day’s in Scottsdale has been purchased by L. M. Dean, 
formerly of Loudensville, Ohio. 

In Tucson, you'll find Tucson Office Supply Company has 
moved to 1520 East Broadway. The boys have 7,000 square 
feet of display space in their new store and, I believe, the 
only revolving turn-table furniture display in these parts. They 
built it themselves and it’s really a professional job. 

Jerry Hawkes is the new purchasing agent at the Howard 
& Stofft store in Tucson. The promotion was effective Novem- 
ber 15th. 

Bill Darrell, formerly of H & S, is now sales manager at 
the Tucson Blue Print Co. 

* 

In El Paso, Tex., Field-Parker Co. has appointed Mr. Spann 
as manager and buyer. Norman Johnson recently moved to 
Oklahoma. 

. 

News was just released that Gene Caulkins is now the sole 
owner of the New Mexico School Supply Co. in Albuquerque, 
N. M. 

2 

In Denver, Kendrick-Bellamy Co. has acquired the services 
of Jim Favors as manager of their furniture department. Jim 
is from Colorado Springs and would like to meet the repre- 
sentatives as soon as possible. 

© 

Very happy to report that Carl Nicoulin spent the holidays 

at home and is much improved. 
* 

Fred Jenkins inked his way to Denver recently . . 

of course. 


. Carter's, 


« 

Ed Tardy, National Blank Book, was in Denver but his 
trip was interrupted by a case of the flu. 

Py 

And Chet Smith, A. W. Faber, had a strep throat just be- 
fore his recent trip to the Mile-Hi-City. Looks like that time 
of year again. 

* 

Mr. Grisholm of Strong’s in Albuquerque underwent major 

surgery about January 20th and ts reported doing fine. 
. 

William (Bill) VanNess of the Eberhard Faber Pencil Co. 
will be covering the entire state of Arizona in the future. 
Bill is working out of Los Angeles, home address: 620 East 
Longden Avenue, Arcadia, Calif. 

e 

As of March 1 this year John Harvey becomes the K & E 
representative in the area. Mr. Harvey is presently an execu- 
tive of the Kendrick-Bellamy Co. He will continue to make 
his home in Denver, covering a three-state area. 

All together now, Albany Hotel on Friday noon. 
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DENNISON 
is now national distributor 
of the complete resale line of 








This means added convenience for Dennison 


wholesalers and dealers because— 


* Famous Scotch Tapes — the leading brand — are available through 
the Dennison national sales organization. 


* All resale Scotch Tapes can be purchased at standard prices along 
with Dennison products. 


* Scotch Tape can be combined with Dennison merchandise for prepaid 
shipping weights. 


ORDER IN THE REGULAR WAY! 


Dennison 


MANUFACTURING COMPANY 


FRAMINGHAM, MASSACHUSETTS 





SCOTCH CELLOPHANE TAPE SCOTCH MASKING TAPE SCOTCH COLORED PLASTIC TAPE 
SCOTCH DRAFTING TAPE SCOTCH FREEZER TAPE SCOTCH 33 PLASTIC ELECTRICAL TAPE 
SCOTCH GIFT WRAP TAPE SCOTCH PERMANENT MENDING TAPE SCOTCH WRITE-ON LABELS 
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‘SWIFT 


ADDING MACHINES 


Surveys show that 
4 times as many 
customers can—and 
will buy a SWIFT 
because... 
ONLY SWIFT offers 
these 4 Great 
Features at 


the 





COMPLETE \ 
PORTABILITY \ } 
weighs only 61 Ibs. Less 
than any other machine 








SWIFT has 12 other features 


usually found only in expen- 


DIALS SS sive machines. Every SWIFT 


for continuous totals ; 
machine is guaranteed. Fill 





° 
Ps rr 
HWY out coupon below for com- 
se 

STROKE for high speed, 


one-hand operation 


3]9}9} 9}9} 9) 3]313] 
GREATER n 


CAPACITY 9 column addi- 
tion and multiplication 


fa SWIFT BUSINESS MACHINES CORP. 


plete profit-making story. 





No obligation. 





ae 
, : 1 
1 Great Barrington, Mass. Dept.G \ 
I : - , : 
ry Send free information about Swift Adding Machine. , 
. es i 
, 1 
1 COMPANY ' 
, ! 

ADDRESS 

i i 
u 
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l1th District Notes 


KENNETH SUTHERLAND, correspondent . 
8036 $.W. 9th Ave., Portland 1, Ore. 





The Portland group of Oregon Trail Travelers held their 
annual Christmas party as the Columbia Athletic Club in 
Portland. 

The evening included cocktail hour, dinner and dancing. 
The couples enjoying a pleasant evening were: Mr. & Mrs. 
Ken Dickensheet, Mr. & Mrs. William Gagnon, Mr. & Mrs, | 
Scott Waters, Mr. & Mrs. Vigil Meskil, Mr. & Mrs. J. D.® 
Bender, Mr. & Mrs. Francis Fowlkes, J. D. Layman and Miss % 
Naomi Prenard, Dan Andres and Miss Lillian Bean, Mr. & 
Mrs. Ed McCarthy, Mr. & Mrs. Hal Sullivan; Mr. & Mrs. 
Dick Zeisler, Mr. & Mrs. Russ Stephens, Mr. & Mrs. Burrell 
Webb, and Mr. & Mrs. Cecil Branch. 

Yours truly was able to attend for just a few minutes. Hav- 
ing Jeanne in the hospital with an infection took the fun out 
of the evening. 

Russ Stephens was appointed entertainment chairman for 
Portland for 1957 and will have charge of the arrangements 
for the 1957 party. 

We wish to thank Joan & Hal Sullivan and Dick & Bess 
Zeisler for the splendid arrangements they made for the largest 
and most successful party held in Portland. 

We understand Seattle had a wonderful turnout at the party 
held December 27 at the Sand Point Country Club. 

2 

We extend our sympathy to Robert B. Helwig in the loss 
of his mother, Mrs. Alma Helwig, who died January |. Mrs. 
Helwig was the wife of the founder, Charlie Helwig and at 
the time of her death was president of the family firm, a posi- 
tion she had held since August, 1955. 

e 

We are all saddened to learn that our friend Wayne Larkin 
died early in January in Seattle. We extend our sympathy to 
his wife, Grace, and the rest of the family. Wayne had spent K 








The Right Business Combination | 
A NEW YEAR and 
A NEW STARK 


CALENDAR 


— 





CALENDAR 


pads, available in al! sizes, are lithogr: on high 
grade bond paper OF UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast, 
2-color lithograph printing enables us to give you the best in 
quality and prompt service. | 


write or plone fer complete details 
“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS éncorporated 


100-112 BISSELL ST. * PHONE 3c: * JOLIET, ILL. 
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WATSON 3200 Line Counter Height Units are designed for counter front attractiveness, and under- 
the-counter service. A convenient 42" high working surface can be covered with continuous Linoleum, 
Texolite or other type top. 
More than 40 choices allow arrangements to suit any filing requirements. INDIVIDUAL COUNT- 
ER FRONTS, IN FOUR WIDTHS, provide for variety in appearance, ease in erection, and future 
- expansion. Black enamel bases are adjustable to allow toe clearance at front and/or back. 


Usual WATSON Top-Quality construction throughout! 


@ LETTER FILES @ CHECK FILES @ KNEE SPACE UNITS | 
= @ LEGAL FILES @ DOCUMENT FILES @ CUPBOARD UNITS 
ith @ CARD FILES @ ROLLER SHELF UNITS 
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VALET WALLMOUNTS 


2' 2", 3' 2” and 4’ 2” units which mount 
Ohm ets amo hei tiote) (<i. Zot) ME) ole(ol-MBbel(-od (olel ¢ 
to make longer lengths. Accommodate 
3 hats and coats per foot. 


~*e PRICE VALRT 


MM. REG, 


The established, nationally advertised line, spe- 
cified by leading architects; carried by quality 
outfitters; standard equipment in modern offices, 
factories and institutions . .. the profitable line 
to sell. 


$6 el aneenicaeeee 


= 
This efficient Office Valet an- 

gwers the small office wraps LIDS . 
problem—provides 6 individual 


Yel Mt) ole (ol-t- MME IE) olecel-lobejelong mimelei: 
hangers, with built-in umbrella 
stand and overdhoe platform. 
Keeps wraps aired, dry, in 
press. Will not tip over 


tee ieee Re 


3U-4 


(Illustrated) is a 
basic 4’ 3’’ VALET 
RACK which ac- 
commeoedates 12. 
mos 3, 5° 3" 
Valet Racks, and, 
Fy elot obs olel sbelemmerele ts 
on units that make continuous racks of longer and 
greater lengths and capacity. Save floor space—ac- 
commodate 3 persons per running foot. 


Write for catalog sheets, dealer sales helps, ov-3 


Vogel-Peterson Co. 


1127 WEST 37th STREET 
CHICAGO 3, ILLINOIS 
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most of his life in Portland with the exception of his time 
with the armed forces in World War II. 
e 

Gordon’s Stationery Company has announced a change of 
ownership and a move to new and larger quarters at 1133 
N.W. Glisan in Portland. 

Gordon R. Liefke, who started the firm a year ago, has sold 
half interest to Mike Terulli, who has become a full partner. 
Mike has been associated with other stationery and printing 
houses for some 11 years. The company handles office sup- 
plies, equipment and all types of commercial printing. 

* 

General Office Supply of Vancouver, Wash., has been sold 
to Darold La Vette and moved to a new location at 1705 
Broadway. 

Darold will specialize in office equipment and _ stationery 
products. 

* 

Bigelow Office Supply, Olympia, Wash., has moved to a 
new location at 121 W. Sth St. Having moved from 503 
Columbia St., Bob is enjoying the increase in area the new 
location gives him. 

7 

Had a nice card from Mr. & Mrs. Jim Davison, who are 
enjoying a cruise to Australia. Brother, with this last few 
days of winter in the Northwest, we sure wish we were along. 


Bartlesville Stationery Names Manager 

K. C. Tollefsen, president of the Bartlesville Stationery 
Co., announced the appointment of Norman W. Johnson as 
the company’s maaager. 

Mr. Johnson brings to the Bartlesville Stationery Company 
the experience and background of over 17 years in the sta- 
tionery business. In addition to his other duties, he will be 
responsible for buying office supplies and equipment. Mr, 
Johnson was formerly buyer and floor manager at Field 
Parker Company in El Paso, Tex. 








Manufacturers of 


STEEL OFFICE SPECIALTIES 





Steel Adjustable 
SORTING RACK 
No. 112— 


as illustrated 


also THE LEADING 


LINE 

PERSONAL + GIANT 
* COMBINATION 
CHECK and CARD FILES 
LETTER TRAYS 
STATIONERY RACKS 
BOND BOXES 

TYPING STANDS 


(5 QODFREND manutacturing corporation 


1846 W. CARROLL AVENUE, CHICAGO 12, ILLINOIS 
Phone IN 8-7300 
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Smashing 
Success 


the result of the teamwork 


you get from Bulman 


Martyr and Shine Office Supply and Equipment Co., 
Sacramento, California, is a smashing success .. . the 
direct result of teamwork with Bulman. Having sev- 
eral ideas in mind for their new store, M&S called 
in a Bulman store engineer. A floor plan incorporat- 
ing these ideas with departmental color scheme, 
merchandising, traffic flow and expert steel fixturiza- 
tion was developed by Bulman. This experienced 
teamwork turned M & S ideas into realities that paid 
off. According to Mr. L. Martyr, “October 
showed an increase of 100% over October of 

last year. We're sold on Bulman’s fixtures 

and invaluable experience.” 


THE Bulman CORPORATION 


Grand Rapids 2, Michigan 
The Greatest Name in Self-Selection 


OA-3 /57 


Efficiently arranged and beautiful, this store is the 
outcome of the teamwork of Martyr and Shine and 
the Bulman Corporation. 


The grid system of fixturizing regulates traffic flow. 
Open displays on modern steel fixtures has helped 
increase store's figures 100%. 


Bulman merchandises office machines with related 
office supplies to increase sales of this merchandise. 
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of Office 





Available... 


with a new line of 
Black and Gold 
Anodized Products. 
You may not be 

on our mailing list — 
send for your 

free copy, today. 


LINDENHURST, NEW YORK 


12th District Notes 


Warren J. Hodgdon, correspondent 
778 Storybook Court 
Novato, California 





[here was quite a turnout of Travelers at the January 21 
meeting of the “49er’s” Club. The question came up about 
raising the annual dues slightly in 1958 to compensate for 
increased costs of operations. The motion was met favorably 
by all members present. 

Those present also got behind President Dan Kerr when he 
suggested that we all make every effort to see that the Sales 
Rally at the Sheraton Palace, San Francisco, February 4 is 
a success 

t * 

The Spring meeting of the Northern California Stationers 
is set for March 8 at the Mt. Diablo Country Club. Charlie 
Laumeister, A. Lietz Co., will be in charge of all arrange- 
ments. Ed Nightingale, president of the Northern California 
Stationers, and Tom McWhorter have suggested a panel be 
set up so that dealer members present may discuss problems 
of mutual interest. 

* 

George Nelson, formerly of A. Carlisle & Co. of Nevada 
is now with Morrill & Machabee of Reno, Nevada. 

© 

King’s Office Supplies and Equipment Co., Inc., has re- 
cently incorporated and also moved into a beautiful new 
store in Santa Rosa, Calif. 


5 
Richardson Heads 3-M Division Sales 


Promotion of O. F. Richardson to sales manager for com- 
mercial products, retail trades tape division, has been an- 
nounced by Minnesota Mining & Manufacturing Company. 

Mr. Richardson will be responsible for stationery trades 
sales and for certain phases of the long roll cellophane tape 
program. An employee of 3M since 1940, he has been divi- 
sional branch sales manager at Dallas for the past nine years. 
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SELL THE Best -SELL MOORE 
~ (Map Companies do- EXCLUSIVELY) 
—-MOORE METLHEDS ARE 
~ Nationally Adve: tised 


\ . . 
Makers of famous MOORE Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST PHILADELPHIA 44, PA 
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No. JE-750-DA 














JUNIOR EXECUTIVE POSTURE CHAIR 


Tine-keat for 


17 S. CHERRY STREET ° AKRON 8, OHIO 
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tte eantonneceneeeniens 


CHECK THESE FEATURES 


Natural satin brushed aluminum finish on the frame. 
Genuine foam rubber cushioning throughout. 


. 
+ 
Beauty . Gracefully styled. 


Upholstering is available in a wide variety of materials and 
colors. 


Comfort @ Materials can be furnished in any desired combination. 


® A beautiful product by expert craftsmen. 


SPECIFICATIONS 
Economy 7e00A 





Overall Wolgh?...ccccccsccccccccccccccccccsccceses 30” to 36” 
oge Seat OO. BedPecccccccvcscccdswsoceducescdvveceses 18” to 21” 
Durability NF I OTE eT it I IO ABE: 08 98 19/4" 
Rast GE Cine cobs intchaccedcchneseéess Sigeecueeee 18” 
Malate 6B Gallin.cc cc nccccnccdesccccvacesesdensesanienens 12” 
WEE 6b Cie coc ccdcccecesescvcscccscccéicucenesbenl 4," 
Rroarame GebwGeR AsMb. ccc csccccccavcccscccnscesessess 20%," 
Diameter GE BeiOs oc vc ccccccvccnvecccvccccseucesecesessee 26” 
Cet 48 iins cccnetvccccenscdnceeenses cessesnesan 541, Ibs. 
Silpglingg WEIGH. oo cc cccccccccccccseccccececccceceees 65 Ibs i 








America’s Standard of Business Seating 


DISTRIBUTORS 
4 METROPOLITAN N. Y. & EXPORT D 


ALUMINUM SEATING wporlion 


AVTNA SAFE CO... 46 W. 20th St.. N. YT. 





PA. 
SAFE & EQUIPMENT WHOLESALERS. 260 &. Fifth St.. Philadeiphia 6, Pa. 


WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calif. 
WAREHOUSES: Los A i San Francisco, Seattic 
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WORKERS’ HOURLY p 


OFFICE WORKERS’ Do 
propuction gors ¥ 


COST PER HOUR GOES 


“TIFFANY FEATURES 


a 


Wn 


@ More efficient operators; 
less fatigue and irritation 
from noise and vibrations. 

@ Fewer accidents; no tripping 
over casters; smooth edges i 
prevent snagged hose and scratches; 





MODEL 


no machines toppled over. 5000 
®@ Portability. Machines used more hours With 2 drop 
per day...easily moved wherever leaves— 


needed. Model 5002. 

@ Extra desk space... the right machine Also, 354” 
in the right place, without cluttering high for stand-up 
desks. work. 


A Tiffany Stand costs less than $1.00 per year of service! 


Model 5000 (illustrated) typifies the superior features of a 
Tiffany Stand. Heavy, all-steel construction lasts through years 
of continuous use. Machine noises disperse through open top, 
away from operator. Retractable casters; iron castings anchor 
stand firmly in place when used. Top fully adjustable to lock in 
place almost all machines. Large drop leaf. 


Mr. Dealer—national advertising pre-sells Tiffany Stands 
for you. For further information, write Dept. OA. 


an 
syYt#] # Stand Co. 


MO 
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Sunny Side of the 
Golden State Travelers 


by the “‘Golden Dust Twins”, 
George Frey, George Lazier 
One of the main things accomplished at the annual holiday 
luncheon was the election of officers, who are: 
President—Walter Waldvogel, National Blank Book Co. 
First vice-president—Bill Lashbrook, Esterbrook Pen Co. 
Second vice-president—Willis Clark, manufacturers’ repre- 
sentative. 
Third vice-president—Jim Montgomery, manufacturers’ rep- 
resentative. 
Treasurer—Charlie Evans, Sanford Ink Co. 
Secretary—Bob Lauterjung, Quality Park Envelope Co. 
Ralph Maneval did an outstanding job as president during 
1956 and all members and friends thank him sincerely for 
all that he put into the job. 





* 

The dinner dance in the Crystal Room of the Beverly Hills 
Hotel was a successful event chairmanned by Mr. & Mrs, 
Herman Hirdler. After working so hard, Herman was unable 
to attend, due to illness. 

Highlight of the evening was the singing by Roy Baugh- 
man, accompanied by the orchestra. 

* 

Charlie Evans says: “By studying diligently from the age 
of 18 to 80, a person can learn about half as much as he 
thought he knew at 18.” 

€ 

Our deepest sympathy to Mr. & Mrs. Stewart Last on the 
death of their daughter and son-in-law in an automobile ac- 
cident recently. 

° 

“Woody” Olson of Hopper’s Office Furniture in Glendale 
died recently. Woody was 32 years of age when stricken with 
polio last August. Death came while he was at home, using 
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BOOKKEEPING MACHINES 


Burrough — National 


Remington — Sunstrand 


ADDRESSOGRAPHS 
GRAPHOTY PES 
CALCULATORS 

BRANDT COIN MACHINES 

KARDEX CABINETS 


Top prices paid for late machines. Please 
submit complete details when writing. 








BOOKKEEPING MACHINES INC. 





434 Broadway — Dept. OA — N.Y. 13, N.Y. WA 5-1459 
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MODERN OFFICE FURNITURE 
AND MODERN SAFES AND FILES 
BELONG TOGETHER 


They belong together in modern execu- 
tive offices. They belong together in every 
grouping of office furniture in 


your show windows or showroom. 


What we mean by ‘‘modern”’ in safes 
and files will be clearly demonstrated in our 


showing at the N.O.F.A. Convention. 


Come in and you'll see that we mean 
modern design, important new functional 


features, modern decorator colors. 


HERRING - HALL - MARVIN 


a. SAFE COMPANY 
vy — 
a ALMA Hamilton, Ohio 
a . See us in 
sare Spaces 125-126-127 
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ABOVE. The-Herring:Hall-Marvin SAFE 
RECORD FILE is actually a fire-resistive safe. 
Two, three and four-drawer models are avail- 
able; legal and letter sizes. Colors to match the 
decor of the modern office. 


LEFT. Model 5533 is one of 22 deluxe 
model record safes in the 1957 Herring: Hall- 
Marvin line. Note the smart, new chromium- 
finished operation panel. New features include 
‘Private View’’ dial and Chi-Ten (newly-devel- 
oped metal) plate to protect locking mechanism 
against carbide-tipped drills. Safes are available 
in choice of three modern decorator colors. 


STOP WHERE YOU SEE THIS SIGN 







M aRVvIN 


;ALI 
Hit “gg 
P oaft> 
nSTIVE et 
~ St - 
——a - 


pl K i 
a" 
We'll have it on display in our space at the N. 0. F. A. Convention 


Exhibit. Please remind us to tell you how you may get one for 
your store. 
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Equip the Office... 


Then the Plant... 


with profitable drafting 
room furniture by ANCO! 


ANCO helps the Dealer 3 ways... 


1. PROVEN QUALITY PRODUCTS 
Nationally advertised, thousands of ANCO 
tables in constant use at foremost draft- 
ing rooms. 
2. GREATER PROFITS 
Dealer buys direct from ANCO. ANCO 
sells thru dealers only. 
3. DELIVERY 
Enlarged production capacity assures de- 
livery when needed. 


‘ 
4 





Lia REG. 2 


DELUXE FOUR POST TABLES 


Millions of hours of use and frequent re- 
orders by the nation’s largest industries at- 
test to the superior quality of ANCO design, 
materials and craftsmanship. 

SIZES FROM 38” x 60” THRU 44” x 84” 





BILT-RITE PEDESTAL TABLES 
The finest pedestal type tables made, faster 
selling and more profitable. Many unique and 
special features. 

SIZES FROM 23” x 31” THRU 44” x 72” 


For FREE Literature and Prices 
address DEPT. AO 


ANCO WOOD SPECIALTIES, INC. 


71-08 80th STREET, GLENDALE 27, N. Y. 











a portable respirator. All of Woody’s friends extend deepest 
sympathy to the family. 
« 

Jack Pope, Honolulu Paper Co., Ltd., Honolulu, Hawaii, 
resigned as vice-president in charge of purchasing, effective 
January 31. Det Ho has been named manager of the pur- 
chasing department. 

* 

Del McClenathen, Los Angeles News Co., retired effective 
January 1 after almost 50 years in the stationery business, 
He first went to work for Blake, Moffitt & Towne in their 
stationery department in 1914. Del had been with the News 
Co. for more than 36 years and now will spend part of his 
retirement at his store in Santa Monica, Alpha Stationers. 

« 

Bob Reid (American Pad & Paper Co.) spent several weeks 
in Hawaii during December. He was there on business and 
then took a couple of weeks’ vacation to enjoy water skiing, 
surf boarding and spear fishing. He came back brown as a 
Maluhini and reports having a wonderful time. 

* 

Mr. & Mrs. Carl Draper (manufacturers’ representative) 
were visitors in Hawaii, too, recently. 

© 

Mr. & Mrs. Jerry LeCuyer and family of Seattle enjoyed 
a holiday vacation in Hawaii. 

2 

Joe Burger and Ed Bergman of Art Steel Co., New York 
City, were in Los Angeles in connection with the erection of 
the new Art Steel plant in East Los Angeles. They spent a 
few days in Palm Springs in order to absorb some of the 
famous sunshine, but ended up getting rained out with our 
long overdue rainstorm. 

e 

Florence Kenyon, Forest Stationers, Santa Monica, became 
quite attached to her typewriter one afternoon. In fact, she 
became so attached to it, she lost some skin on her arm. Be 
more careful Florence, these machines can be dangerous. 


GIANT - NEW 
1957 


ALVIN CATALOG | === 


complete line of... 


e Drawing Sets e Drafting Materials 
e Drafting Instruments e Drawing Equipment 
e Designing Aids e Measuring Devices 














This new, fully illustrated catalog 
is chock full of practical merchan- 
dise for engineers, draftsmen, ar- 
chitects, designers, students, etc. 
ALVIN MECHANICAL 
LEAD HOLDERS 


@ Sure-grip mechanism pre- 
vents lead from slipping 

®@ Push-button, coil spring 
action quickly adjusts lead 
to desired length. . .perfect- 
ly balanced, featherweight 


ATTRACTIVE 
barrel of hard ru » 
nao TRADE DISCOUNTS 


@ Jet black finish 


Before you buy... 
See ALVIN CATALOG! Send Today ! 


ALVIN & COMPANY INC. Windsor, Connecticut 
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business? 








OA-3 /57 


combines quality 
with economy 


Plenty of huge new office buildings 
springing up in every city .. . and plenty 
of calls for “PARTITIONERS”, the 
handsome space dividers with exclusive 
quality features that make them worth 
even more though they cost less. 

Are you getting your share of new 


| MARHAY $i -BEDIVISION © R 


VISIT OUR EXHIBIT, NOFA 


. 


Getting your share of {ff new business? 
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CONVENTION, BOOTH 54, NEW ORLEANS, LA. 
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Your Vertical Filing Sales 
The ATLAS Way! 


FOR OFFSET PLATES, NEGATIVES 
AND STENCILS 





ATLAS DELUXE MODELS 


Constructed of heavy gauge steel, piano 
hinge, locking stop-arms, reinforced 
hanger frames with plated runners, ball 
bearing swivel casters 

A Deluxe (illustrated) 25'/2" high, 
13” wide, 26” deep-Files 
plates etc to 10'/," wide 

B Deluxe 25'/," high, 15” wide, 26” 
deep-Files plates, negs etc to 13” wide 
C Deluxe 251." high, 24” wide, 26” 
deep-Files plates, negs etc to 21” wide 





a“ 


stencils, 





ATLAS JUMBO MODELS 


Two drawer cradle suspension cabinets 
manufactured of extra heavy steel. 
Thumb ‘atch, reinforced hanger frames 
with plated runners 

A Jumbo (illustrated) 52” high, 16” 
wide, 28” deep-Files plates, stencils 
etc. to 101,” wide. 

C Jumbo 52” high, 26” wide, 28” 
deep-Files plates, negs etc to 21” wide 
OTHER ATLAS MODELS* Portable, Twin- 
Deluxe, Stack unit, Efficiency Models, 
Wall Frame 





ATLAS HANGERS 


Only Atlas Manufactures oa 
line of patented hangers in 11'/2", 14” 
and 22” widths. 

Nega-Plate Hanger (illustrated) 
Equipped with two heavy enve- 
lopes for offset plates and nega- 
tives. Available in 11'/2" and 22” 
widths 

DSH Hangers-for standard stencils 

DGR Hangers-for foreign heading sten- 

cils 

PSC Hangers-for straight edge plates, 

negatives, stencils 

SH Hangers-for serrated edge offset 


complete 





plates 
PH Hangers-for pinhole edge offset 
plates 
GIH Hangers-for group and specialty 
filing 


TIE-IN WITH ATLAS FOR GREATER PROFITS 
NOFA SHOW — BOOTH 21 


Revised price list, current literature and your new tie await 
you in New Orleans 

















ATLAS STENCIL FILES CORP. + 16716 WESTFIELD AVENUE + CLEVELAND 10, OHIO 
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Seen & Heard in 


Southern California 





by J. EDWARD TUFFT, 
2012 Huntington Dr., $. Pasadena, Calif. 


Attendance at the Golden State Travelers 1957 Sales Rally 
reached a total of 628, largest on record. The theme this 
year was “Dynamic Selling.” 

The “Dealer-Salesman of 1956” award was presented to 
Ed Thor, salesman for Atlas Stationers, Los Angeles, by 
Walter Waidvogel, National Blank Book Co., president of the 
Golden State Travelers. 

Ernest Daniels was general chairman of the event. Speakers 
participating included Richard H. Maurer, manager of dealer 
salts for the Burroughs Corp.; Adrian H. Pembroke, president 
of the Pembroke Co., Salt Lake City and Paul E. Burbank, 
executive vice-president of the NSOEA. 

« 

A blind stationer, Harry Steinmetz, of Norwalk, a Los 
Angeles suburb, iost his wallet containing $162 in much 
needed cash. Following a public appeal, the wallet was re- 
turned along with some checks which had been lost with it. 
Mr. Steinmetz is well known here, and the incident attracted 
local interest. 

. 

A “Do-It-Yourself” type of ceremony initiated work on 
the plant being built at Searcy, Ark., by the Clary Corpora- 
tion, according to Hugh L. Clary, president. 

He said that nearly all residents of Searcy brought their own 
shovels and bit into the ground with them at the unique 
opening ceremonies. 

The site comprises eleven acres, and the new plant will 
have 75,000 square feet of floor space. It is expected that the 
building can be occupied by May, 1957. 

* 

More than 700 men attended the ninth Business Outiook 

Conference held at the Biltmore Hotel in Los Angeles begin- 








handling of 
AND TABLES 


For easier, faster 
| FOLDING CHAIRS 
1 | f H 


i *Saves time! 






*Saves effort! 


*Reduces noise 
and confusion! 





*Helps solve stor- 
age problems! 


Simplify moving and storage of 


— : folding chairs and tables with a 

Ai S_A1 Midwest Caddy. Designed to 

\ ‘ IT handle all types of folding chairs 

nd and tables. Adjustable models 

1 available for partial loads. Built 

Complete line of for rugged service. Easy to 
folding tables handle. 





Choral and band stands 


Folding platforms & stages 
Write for complete catalog, today! 


FOLDING PRODUCTS 


Sales Corp. 


Ay. * ] a 
ROSELLE, ILL. 


Dept. 56J 
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in more ways than one 


BROWNE-MORSE 


has the 


EDGE! 


GOLDENAIRE MODERN-EDGE 
DESKS FOR '57 








True! In more ways than one, BROWNE-MORSE does 
have the edge in 1957! 


America’s foremost manufacturer of quality office 
furniture proudly presents the golden-anniversary 
GOLDENAIRE modern-edge Desk, truly years ahead 
in both styling and functional design. 


The difference is the edge, the modern-edge, fea- 
turing anodized aluminum trim, hardened for a life- 
time of beauty and mar-free use. Desks are space- 
saving because they fit snugly against walls and other 
office furniture. And with the modern-edge, more of 
the desk top area is valuable work space. 


Important, too, is the modern-edge design which 
assures that the GOLDENAIRE will fit handsomely 
into the styling of your present office furniture. 


BROWNE-MORSE is proud to feature many more 
exclusive advantages in celebrating its fiftieth year of 
production. You'll be proud to make Browne-Morse 
Furniture a working part of your office. 








tops tor EXECUTI $ 





CHECK THESE BONUS ADVANTAGES 


® Wear-proof, burn-proof, ink-proof, chip- 
resistant tops of PLASTITE e Full length 
drawer supports e Sound insulated e 
Durable construction e Adjustable aluminum 


legs @ Baked-on colors 


Manufacturers of fine Desks, Chairs, 
Tables and File Cabinets 







a 
BROWNE-MORSE COMPANY 
MUSKEGON, MICHIGAN 


prowne 
» orse 


COMPANY 
MUGKEGON, MICHIGAN 
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Colo 


The WAME that means “THE MOST” in 


carbon papers, Inked Ribbons, Hectograph Supplie® 




















Exclusive ‘‘Carbon 
Gripper'’ makes typ- 
ing easier, better! 
Included free with 
Codo Carbon Paper 
(Except Typocraft) 


TOP STYLING 


The appearance of Codo packaging complements 
1e fine product inside! Eye-appealing boxes 
the f product KE ye-appeal I 
play an important part in selling the product 
. . . Codo packages are so distinctive, customers 
recognize them instantly. 


MANUFACTURING 
CORPORATION 


Factory: Coraopolis, Pa. 


79 Madison Ave. 401 Wood St. 564 W. Monroe St. 
New York 16,N.Y. Pittsburgh 22, Pa. Chicago 6, Ill. 
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ning on Tuesday, January 8. Thomas P. Phelan, program 
chairman and executive vice-president of the Los Angeles 
division of the Pacific Coast Stock Exchange, reports that 
sO great was the interest in the theme (the business outlook 
for the coming year) that 19 different groups joined the Los 
Angeles Chamber of Commerce in sponsoring the event. 

A large number of the major business office supply firms 
took a primary interest in the theme since it was vital to their 
business totals for the present year. 

2 

At this writing details are practically completed for the 
Southern California Business Show to be held at the Am- 
bassador Hotel, February 19-22. Since this is the 10th annual 
show to be held under the auspices of the Los Angeles Chap- 
ter of the National Association of Cost Accountants the theme 
chosen for the show is “A Decade of Progress”. 

The number of exhibits increases each year and the inter- 
est in the “almost-human” office machinery now being shown 
through the medium of active demonstrations makes the show 
more meaningful each year. Facilities at the Ambassador 
have been re-designed in recent years for the greatest con- 
venience of both exhibitors and guests. 

« 

Robert G. Dee has been appointed general sales manager of 
the ElectroData Division of the Burroughs Corporation. He 
will supervis2 sales in the United States and Canada for 
Datatron digital computing systems. J. F. Kalbach has been 
named field engineering manager. He will be responsible for 
over-all administration of field engineering activities. John F, 
Hinchey is the new manager responsible for the testing, in- 
specting, and quality control on high speed electronic com- 
puters. 


e 

The Gold Desk and Safe Company, 345 E. 3rd St., Los 

Angeles, has taken over an adjacent building involving 22,000 

square feet of floor space which is being used for a retail 

store for used office furniture as well as for additional ware- 
house space. 

This company is now celebrating its 20th anniversary in 





No. 8127 





Wide assortment of chairs and occasional tables. Write for catalog. 


AMERICAN CHAIR COMPANY 
SHEBOYGAN WISCONSIN 


Permanent Displays: CHICAGO — Space 1650, Merchandise Mart 
NEW YORK — Decorative Arts Center, 305 E. 63rd St., (9th Floor) 
MIAMI — 3900 Biscayne Boulevard BOSTON — 92 Newberry St. | 
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Ever Ready’s | 
New Packag e / yn ae 















longer left to chance. Your cus- 
tomers get exactly what they 
want without time-consuming 
descriptions of style, size and 
drilling. 














Better display — the new Ever 
Ready refill package adds greater 
sales impact to counter, window 
or island display. 



















; Reduces spoilage — the cause of 
costly spoilage (when refills must 
be replaced after cartons have 
been opened to show the con- 
tents to the customer) has been 


eliminated Everything is now in 
clear view 





Self-service—meets the challenge 
of modern merchandising. Pro- 
vides you with a selling method 
customers like and are accus- 
tomed to. And relieves the pres- 

sure on regular and part-time 

employees during the seasonal 
selling peak. 













time with refill customers. Take 
only long enough to ring up the 
sale 


Saves time — clerks can handle 
3 more sales per hour. Spend less 












Stimulates “impulse” buying — 
30% of ALL retail sales are made 
on impulse. Self-service packag- 


ing gives you a new selling tool 
to increase sales. 


Old-fashioned, “blind” packaging is a 

thing of the past: You no longer have to guess what your 
customers are trying to describe when they want 

a new Ever Ready refill for their desk calendars. Now 


the page style, size and drilling are in FULL VIEW. The 





1958 Edition of Ever Ready’s complete line of 


A complete “‘Calendar Department’ to multiply 
calendar sales can be set up im an area of only 


refills are packaged in cellophane. 24” x 36”. 


(> EVER READY CALENDAR MANUFACTURING CO. 


130 BAY STREET, JERSEY Cry, Sw 2a 
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business. The growth has been rapid, and Louis Gold, the pro- 
prietor reports that the year 1956 was the biggest year in the 
history of the firm and prospects for 1957 are at this writing 
extremely bright. 

. 

The new home for the Southern California Adding Ma- 
chine Company, following a move made necessary by the 
fact that a new freeway will cause removal of the present 
business home, will be at 3201 S. Figueroa St. where a new 
building will be erected. 

Gordon Miller, past president of the National Office Ma- 
chine Dealers Association, who heads the corporation, reports 
that his son, Duane C. Miller, and Ed Johnson, formerly a 
salesman, are now members of the firm. The present location 
is at 1248 E. Figueroa St. Incidentally, the new location will 
give one-third more floor space than the present one and offer 
twice the parking area. 

At this writing Mr. Miller has just returned from the meet- 
ing of the board of directors of the national association, held 
at Kansas City. He expressed himself as favorable to a resolu- 
tion which asked abandonment of a practice by some manu- 
facturers of omitting serial numbers from typed invoices. 

© 

J. A. Freeman and Company, 35 S. Los Robles Ave., Pasa- 
dena, enlarged and modernized its store recently. By adding 
stationery, particularly commercial stationery, as a new and 
separate department, the firm has found a wonderful traffic 
builder. As a consequence, it is also a good business builder 








for the other departments — office machines, steel furniture, 
and the rest. 
The new commercial stationery department is one of the = - 


first complete Berry fixture layouts on the Coast, a fact imade 
possible by starting from scratch. 

A new commercial stationery salesman, for the present 
selling both on the floor and outside, is Jerry Carlson. Mr. — 
Carlson comes from Omaha. ‘ 


J. A. Freeman, head of the firm, who was ill for several 
The best way to up-grade your line of type- 


THAT ADDOMETER 
ADDING MACHINES 
writer and office machine stands is by offering S 
the Consolett. 
= AT ONLY 
MAXIMUM SAFETY—the Consolett provides top a 
protection for expensive office machinery. The 


rugged, all-steel construction insures complete 
stability—at rest or on the move. 


PLEASING APPEARANCE—blends in any office 
and harmonizes with other equipment. Choice of 
three attractive colors. 


WORKING CONVENIENCE—the Consolett of- 
fers comfort and privacy to please operators. 
Roomy top handles machine and copy. Stand @ There's logic plus proof 
: rae behind Addometer’s sales appeal. 
rolls easily on four casters—anchors at the touch Addometer fills a definite need for a portable low- 
of a toe. cost adding machine among accountants, small and 
: large businesses, professional men, retailers, service 
stations, farmers, architects, and many others. The 
remarkable 8-column Addometer adds, subtracts 
direct, multiplies as speedily and efficiently as many 
STOLPER STEEL PRODUCTS CORP. big, expensive adding machines—yet costs only 
$14.95! It has exclusive features which no other 
machine offers. 














Send in coupon for 
literature and prices. 





STOLPER STEEL PRODUCTS CORP. 


340 Pilgrim Road, Menomonee Falls, Wisconsin FREE ; 
display stand with every 
order of 6 or more Addometers 











Name 
: get started with this special offer 

Address today! Sitesi 
: ise Reliable Typewriter & Adding Machine Company 

whe 7 “y" 305 W. Monroe Street + Chicago 6, Illinois 
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Set your sights on the broad bookcase market 


These attractive H-O-N Bookcases These fine units combine quality appear- 
appeal to a broad, broad market; not ance and excellent performance — at 
just a small, exclusive clientele. And prices your customers can accept. Avail- 


H-O-N offers you a wide selection of 12 able in 30 Series (30" high) and 48 Series 


different models to better serve your cus- (48" high), in either 18" or | 1-5" depths. 
tomers’ requirements. H-O-N's distinctive Open front and glass or steel sliding door 
ivi; alee ade mages: models. Shelves adjustable on |/>" centers. 
eS SS ee ee Doors operate with finger-flick ease on 


and repeat sales. quiet nylon rollers in steel travelers. 
Many dealers have found substantial sales If you aren't carrying these bookcases in 
volume in H-O-N bookcases; that here is a stock now, send us an initial order — and 


product line worth pushing. Practically set your sights. 
every commercial, professional and institu- 
tional account on your books is a prospec- 
tive customer. The records conclusively 


show that an initial sale frequently leads to 


continued repeat business. THE H-O-N CO. MUSCATINE, IOWA 








SEE YOU AT BOOTH 220 AT THE NOFA SHOW IN NEW ORLEANS, MARCH 28-31. 
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SELLS LIKE HOTCAKES! 









“because 


| /EASIEST 
‘0 

USE 
DUPLICATING INK 


ON THE MARKET! 






Ss > 
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es 
1 
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WP 


A duplicator ink that actually @ No oil creep in pad 
dries as it stacks on mimeo @ No offset, smudge, 
bond (and some rag stock). Per- slip-sheeting 
formance guaranteed, too! Little © Wel wet hesten Ge 
wonder, Canode Dri-Rite is a pad in any climate 


favorite in offices everywhere! © Will not clog pads, 
harden in cylinders 
l/, 

In new 1-lb. cans, 2-lb. cans or os detmtan eens 


- 1 ueeze-it package. 
Ya-lb. plastic squeeze-it p e @ For both open and 


Black and 3 colors. closed drums 


Write Today for Details on Private Brand Labeling 


INK SPECIALTIES CO., INC. 


519 North Halsted Street @ Chicago 22, Illinois 
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weeks, is now well on the road to recovery and at this writing 
is on a trip east. 





Interior View . . . of the new Crest Office Equipment Co. 
located at 1531 N. Cahuenga Blvd., Hollywood. The new store 
features both office machinery and office furniture in wood 
and steel, servicing the Beverly Hills area 





Sargent Opens New Showroom and Offices 

Art Crayon Company, Inc., and American Artists’ Color 
Works, Inc., manufacturers of Sargent school supplies, craft 
sets and artists’ materials, have announced a move on March 
| to larger showroom and office space in Suite 1202, 200 Fifth 
Ave., New York 10, N. Y. 

The complete Sargent line will be on display in the new 
air-conditioned showroom. Sales personnel covering the east- 
ern seaboard will use this office as headquarters. All mer- 
chandise will continue to be shipped from the companies’ 
factory in Hazelton, Pa. 


FIRST AGAIN... 


units expressly de- 
signed for small busi- 
ness and professional 
men. 


No. 1913 Fireproof 
Record File has 25 
hanging folders, full 
154" wall of fireproof 
insulation, Yale com- 
bination lock. 





No. 913 Safety De- 
posit Box with key or 
combination lock, re- 
movable tray. 


SEE THESE AND 
OTHERS NOFA 
SHOW, BOOTH 258 
NEW ORLEANS, 
MAR. 27-31 


SCHWAB SAFE CO. 


Lafayette, Indiana 
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7109 Merchandise Mart 






Chicago 54, Illinois 


















































ALUMINUM 


hrift-Kak 


T-801 


Now! An elegant cos- 
tumer within every- 
one’s reach. 


CHECK THESE SPECI- 
FICATIONS: 

Beautiful 1” brushed 
aluminum pole on 
sturdy hammertone 
gray base. 4 polished 
aluminum double hang- 
ers, assembled easily 
with two bolts and hex 
nuts. Tubecrafters’ own 
“Squeeze-lok” in base 
guarantees rigid pole. 


Height, 70”; base dia., 
13”; weig 






Packed in 
cartons of 
six 


SALES DIVISION 





911 WALNUT STREET, PHILADELPHIA 7, PA. 


Send for 
catalog 

of these 
other 
Tubecrafter 
items: 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 


Purchasing and stock control were the main topics dis- 
cussed when 28 representatives of retail outlets in the territory 
attended the January meeting of the Stationers’ Guild of 
Western Ontario. The meeting, held at Glen Allen, in subur- 
ban London, Ont., was chaired by Fred Leaver, Sarnia. 

Jack Hay, president, Hay Stationery Co. Ltd., London, 
outlined his firm’s system of control and ordering, with mem- 
bers questioning aspects involved in self-selection and pre- 
pricing techniques. 

The evening dinner session attracted 65. Guest speaker was 
Cliff Musson, purchasing agent, Chrysler Corp., Windsor, Ont. 
He detailed a purchasing agent’s main duties and intimated 
with some humor the various ramifications of the purchasing 
function, the P.A.’s responsibilities, the first of which, he said, 
must be toward his employer. 

e 

If the Canadian Government repeals its wartime-imposed 
excise tax on fountain pens, ballpoints and mechanical pen- 
cils, as petitioned by the Stationery & Office Equipment 
Guild of Canada, Inc., recently, the Canadian writing equip- 
ment industry will enjoy its best year since World War II. 
That’s the view of Leon H. Black, president, W. A. Sheaffer 
Pen Co. Canada, Ltd., Goderich, Ont. 

The said mass merchandising techniques made low priced 
writing tools available in places like cigar counters, gas sta- 
tions and supermarkets, and that this widening of distribu- 
tion plus more dynamic merchandising should push up pen 
sales even more steeply than in the last decade. He termed 
the existing tax on writing instruments as “a bad tax which 
serves no real purpose.” 

He said it represented only a small per cent of all manu- 
facturers’ excise taxes and produced only an estimated $800,- 


” ina. agai, 
BREAKING ALL RECORDS IN 
SALES FOR 1957...THIS , 


ft 


Real Beauty! @ 
Ideal for Every Office! 


“SPIN-TOP” 


Smoker No. 190 


Automatic—NO SMOKE—NO 
ODOR. Knurled lace design on base 
and head. Ideal for offices, lounges, 
etc. In Goldtone or Silverstone. 
Height 26"—Base 8". Also available 
in Polished Chrome (Specify 
+ 190X). 
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Visit Our Display At 
The NOFA Exhibit — 
Booth #19 











Propucts, INC. 


Dept. OX-2 
111 Pioneer St., Brooklyn 31, N. Y. 


ee 


OA-3 /57 





Mee A ee ee we ee ee 


¥ 


SN ee, 


— 





Of 





“| (T'S HERE! \ GREAT NEW “ECONOMY” LINE! 





ta. 5530 Séyléwer PILOT EXECUTIVE DESK 


en 
ed 
ch 
U Good-looking, sturdy, moderately priced 
v, steel desks and tables especially designed 
to appeal to the hard-to-sell, price-conscious 
buyer. The 5530 PILOT line offers many 
refinements and construction features pre- 
viously found only in higher priced lines. 
Non-glare linoleum tops, aluminum edge 
trim, baked enamel finish, nylon drawer 
guides, and other features too numerous 
to mention. 





ap-3055 Ségliner PILOT COMPANION TABLE 


Dealers! You'll find a ready 
market for this good-looking 
utility line among business and 
professional offices, schools, 
banks, factories, institutions. 
The 5530 PILOT Desk and 
Table Line shown here bridges 
the gap ... enables you to 
close sales you might other- 
wise miss. Feature the 5530, 
and increase your profit po- 
tential. 





s-5530 Shgliner PILOT SECRETARIAL DESK 


Write for Prices, Descriptive Literature, and Complete Specifications. 


ORNA-METAL, INC. - 2412 SO. SEVENTH ST. - ST. LOUIS 4, MO. 
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PORTRAITS 


of Popction! 


The ultimate in 
COMFORT—QUALITY—DESIGN 
A Westin-Nielsen Chair Is Worth 
The Price It Commands 
Worth it because The Custom-Fit 
Proportions make a man feel that 
this chair was built only for him 
(and it was.) 





No. 210 








METAL construction 


The ultimate in modern styling... 
at its finest. 

Deep, molded foam rubber cushions provide luxurious 
seating. Smart, new TRILOK fabrics, top-grain leathers 
and Naugahyde offer a vast choice of combinations with 
beautiful enamel finishes to please the most discriminat- 
ing decorator. 


from the Nielsen Heritage... designers and manufacturers 
of office furniture for over thirty years. 


Westin - Nielsen 
CORPORATION 3 

» *149 South Wabasha Street 

a SAINT PAUL 1, MINNESOTA 





See our display: Booth No. 237, NOFA Exhibit — New Orleans 
March 28th to March 3 Ist. 
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000 in government revenue last year in Canada. He predicted 
repeal of the tax would produce greater revenue in sales tax, 
more than offsetting the loss in excise taxes. It will be late 
March before it will be known if the Government recognizes 
the Guild’s request for removal of the levy. 

* 


Representatives from all across Canada attended the an- 
nual sales meeting of Luckett Loose Leaf, Ltd., Toronto, to- 
gether with heads of the various divisions of the firm. Henry 
Frankenfield, vice-president, C. Howard Hunt Pen Co., Cam- 
den, N. J., was a special speaker. Chairman of the board, 
J. S. Luckett, Sr., announced sales for the calendar year 1956 
had shown a good increase over the previous period and said 
the firm had budgeted for an additional increase this year, 
due to active business conditions and additional facilities exist- 
ent in the firm’s new headquarters in suburban Toronto. An- 
nual dinner session saw the presentation of a 25-year award 
made to Walter Reid Craig, Western Canada representative. 

e 


R. L. Crain Ltd., Ottawa, has appointed G. E. C. Reavley 
as representative for Saskatoon. He has had extensive experi- 
ence in the forms and systems field with the company’s’ Re- 
gina, Sask. branch. 

© 


George B. Chisholm, sales manager, Eberhard Faber Pencil 
Co., (Canada) Ltd., Toronto, predicts the stationery industry’s 
sales this year will surge upward an additional 15% over 
the high point of 1956. He termed the trade a mirror of gen- 
eral business conditions, with business figures reflecting the 
condition of the nation. 

“Right now,” he said, “Canada is one of the most rapidly 
expanding markets in the world. As Canadian business booms, 
in fact even before it can even plan its future growth, it 
needs the goods and services our industry has to offer... 
We are in the position of being a vital adjunct to the most 
vigorous business growth in years. Therefore, sales must go 
up unless we fail to provide the service to our customers that 








THE 
STANDARD OF QUALITY 
IN ALL-STEEL 
OFFICE APPLIANCES 























PENNANT=— PRICED TO SELL ON SIGHT! 
WRITE TODAY for Beautiful 12-Page Color Catalog. 








PARTS MANUFACTURING CORPORATION 


A Divisson ef Blacksteme Manutacturing Co., Inc 
4630 W. Harrison Street * Chicago 44, Illinois 
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MAKERS OF THE WORLD FAMOUS 
PATENTED STA CLEAN METALLIC 
; PROTECTIVE-COATED MASTER UNITS 
U.S. PAT. 2.671.734 


SPECIALIZING IN 


MASTER UNITS 
SPIRIT AND HECTOGRAPH CARBON PAPERS 
SPIRIT CARBON PAPER RIBBONS 


DUPLICATING FLUID 


RECOGNIZED THE WORLD OVER 
FOR THEIR HIGH STANDARDS 


AND DEPENDABLE PERFORMANCE 


SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 


ROSE RIBBON AND 
CARBON MFG. CO., INC. 


D FACTORY 


HARRISON. NEW JERSEY. U.S.A 
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1957's BIGGEST PROFIT 
OPPORTUNITY 


Summira Adding Machines with more practical sales 
features than machines costing twice as much! 


DIRECT FINGER ACTION 
- - - NO STYLUS NEEDED 
The brand new PRINTING Summira 


The lowest priced print- 
ing adding machine with a 
direct subtraction! 


onl, 
$79.95" 


plus F.E.T. 
wt: 81, Ibs. 





@ Uses standard 
paper roll 

@ 2-color ribbon 
prints additions in 
black . . . sub- 
tractions and to- 
tals in red 


STANDARD Summira 


Lowest priced adding machine 
with Direct subtraction! 


on ly 


$45.50" 


including F.E.T. 
wt: 41, Ibs. 





both model Summiras have these sales features: 


Positive checking of each individual entry 

All totals to 9,999,999 or $99,999.99 

Fully guaranteed against wear or factory defect 
Heavy-duty construction, no service problem 

All Nylon gears — require no oil extremely 
durable 

Finger contoured keyboard — requires no stylus 

@ Optional locking device for automatic clearing 


Over $300,000 worth of Summira adding machines have been 
sold in the last three years! This figure proves the tremendous 
acceptance ‘“‘the quality machine at the price’ has received 
from buyers everywhere. No other adding machine can match 
Summira’s trouble-free performance. 

No other adding machine can match Summira’s features at any- 
where neor the price, yet the Summira is one of the sturdiest, 
quality constructed machines on the market. Attractive, chip- 
proof green crackle finish is the same as found on machines 
< twice as much. Soft padded base protects all surfaces. 

ira’s appecrance and compactness sell on sight. 

Write for complete information todey. Summira adding machines 
can your most profitable volume business machine seller 
during the coming year. 

*Prices slightly higher on west coast. 


FREMACO INTERNATIONAL, INC. 
Dept. OA 1—188 W. Randolph Street, Chicago 1, Illinois 








is becoming an increasingly important part of the sales picture, 
Nothing sells in our trade like service.” 
« 

A meeting of directors of the Stationery & Office Equipment 
Guild of Canada, Inc., was held in February at the Sheraton- 
Mount Royal Hotel in Montreal, under the direction of Guild 
president, Arthur G. Lancaster. Preliminary plans for the as- 
sociation’s annual meeting, being held this year in June at 
Edmonton, Alta. were discussed. 

How changes in shopping habits by consumers are affect- 
ing dealers and the importance of specialization in the selling 
of the industry’s products are two subjects scheduled for the 
convention agenda, Fred R. Smart, secretary-manager, re- 
vealed. Special guest speakers have not yet been announced 
although it is known that at least one top-ranking NSOEA 
figure will address delegates. Advance registration was termed 
“encouraging.” 

* 

Charlie Lipman, vice-president, George B. Graff Co., Cam- 
bridge, Mass., was guest speaker at the January meeting of the 
Stationers’ Association of Hamilton, Ont. He outlined a num- 
ber of humorous experiences of his more than 40 years as a 
traveling salesman as well as detailing how dealers could in- 
crease their sales of his firm’s products. 

Guild secretary-manager, Fred R. Smart, officiated at the 
installation of the group’s new slate of officers: President, 
Gregg Ward, Robert Duncan & Co.; secretary, Roy Horlick, 
Cloke & Son, Ltd.; treasurer, Ted Crosthwaite, Lordly Jones 
& Co.; immediate past-president, Bob Larrett, Grand & Toy, 
Ltd. Ernie Mason, at present in Florida on vacation, continues 
as roving reporter. Directors are Jack Cloke, Justin O’Dowd 
and Lordly W. Jones. 

. 

New officers of the Stationers’ Association of Winnipeg, 
Man. are: president, Frank J. Dool, George R. Bradley & Co., 
Ltd.; secretary, Miss Lorna Esdale, Esdale Stationery & Print- 
ing Co.; treasurer, Norman Sweetland; auditor, Sydney Long; 
program chairman, Jack Malcolm. Group meets the second 





FOAM RUBBER 
CHAIR CUSHIONS 


aint | IN 


| Deltwe 
EXECUTIVE 


STYLE 
IN THREE 
SIZES 








Covered with velour—fibre and velour—also corduroy and fibre in 2” 
thickness with boxed edges. 


“Donfoct” 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool see 
sons, the other side with 
woven fibre for het 
weather. 


Filled with new live rub- 
having thousands of 
air cells that breathe with 


every move. 
Colors: Brown, Green. 


Sizes: 17” x 18”——15" x 
17"—14Y_" x 15". 


“Softseat” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12”, 13”, 14”, 15” Diameter 
Write for New Illustrated Foider 
Giving Complete informetion 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
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All controls are in the 
paim of your hand... 
with UNIMATIC 
REMOTE CONTROL 
MICROPHONE 


The new 


Thi 


Commander 


“Makes Dictation Easy as Talking 
to an Old Friend” 









e Dictate 
e Listen 
e Unlimited Review 

e Erase unwanted words 


Mark end of letter... 
electronically 


® Use same machine for 
dictation, transcription 


Lifetime belt—never wears out 


Try it FREE in your office 


Through electronic magic the portable Comptometer 
COMMANDER puts perfect letters on your desk in half the time, 
because it automatically erases unwanted words and phrases 
as you redictate your message. You hand your secretary 
perfect dictation every time. .Yet, dictation is as easy as 
talking to an old friend because ALL controls are in the palm 
of your hand, 


The same machine serves as a transcriber...it’s as easy to 
transcribe as to listen, because, with perfect dictation, 


there’s no need for time-wasting, error-breeding pre-editing. 


Best of all, the Comptometer COMMANDER actually pays for 
itself over and over. The mailable Lifetime guaranteed Erase- 
O-Matic belt wipes clean, electronically, in a second, ready 
for re-use thousands of times. No recurring cost for belts, 
discs, or cylinders. 


Learn how easy dictation can be—how anyone can turn out a 
far greater volume of perfect letters easier, faster! Want 
proof? Mail the coupon! 


< omptometer _ BETTER PR 








| COMPTOMETER—World’s fastest way 
to figure. Try it FREE on your work in 
L your office. Use coupon. 
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Comptometer COMPTOGRAPH “202” Firm 
—No lost hand motion. More fine fea- 
tures than any other 10-key ‘machine. 
Tey it FREE—use coupon. 


| Feit & Tarrant Mfg. Co. 


1700 N. Marshfield Ave., Chicago 22, til. 

In Canada: Canadian Comptometer, itd. 

501 Yonge $t., Toronto 5, Canada 

[_] Arrange a Free office trial for me on: 

["] Send me literature on: 

[_] Comptometer COMMANDER 

[_] compTometer Adding-calculating Machine 
[_] Comptometer compToGraPH “202" 


Name 








Address 
aes State 
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== —Hitch your 
lue profits to, 
this fast ff 

mover! —= 


ELMERS GLUE ALL 


in the handy 
squeeze bottle 


THAT TAKES 
THE GOO OUT 
OF GLUING! 





aaa a) 
Here’s the 
7 . 
modern plastic glue 

















that sells on sight! It’s 
quick-setting. Dries clear, won’t stain. 
Forms a strong, durable bond. Ideal 
for dozens of uses around the home. 
Does a superior job of gluing wood, 
paper, cloth, pottery—any porous 
material. Display it prominently 
for volume impulse sales! Avail- 
able in 1% o7z., 4 0z., and 8 oz. 
squeeze bottles 


ALSO AVAILABLE 
IN THE CONVENIENT 
3, OZ. PLASTIC TUBE 








« SATURDAY EVENING POST 
e POPULAR MECHANICS 
* POPULAR SCIENCE 


PRE-SOLD TO 
YOUR — e MECHANIX ILLUSTRATED 
e BETTER HOMES & GARDENS 
THESE LEAD! 
ra MAGAZINES adneaisn S 


e AMERICAN HOME 
e PARENTS’ 


ELMERS'GLUEAUL i. ine one for you! 


Order from your listing! 


THE BORDEN COMPANY 


———t 





= 


CHEMICAL DIVISION « 350 MADISON AVE., NEW YORK 17, N. Y. 
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Tuesday evening of each month at Moore’s Restaurant, Winni- 
peg. 
° 

Because of the rapid expansion of the business of the 
Kingston, Ont. branch of H. H. Popham Co., Ltd., Ottawa, 
organization of a new company to take over the branch’s 
operations has been effected. New name for the firm will be 
H. H. Popham Kingston Ltd., with H. H. Popham as presi- 
dent of the subsidiary; Robert J. Crothers as vice-president 
and director and George Holloway as a director. Both joined 
the operation in 1954. 

» 

Bert Luft has been appointed special sales consultant by 
Morris Moscovitch, president, Imperial Office Equipment, 
Inc., Montreal. He described Mr. Luft’s experience in the 
office furniture and equipment field as extensive. Immediately 
prior to assuming his new position, he was manager with the 
firm from the time of its founding in 1955. Previously he was 
active in the field for over five years. 

o 

Stanley J. Burke, vice-president and general manager, Ditto 
of Canada, Ltd., Toronto, has been elected president, Cana- 
dian Business Equipment Manufacturers’ Association. 

. 

H. Gordon MacNeil has been named vice-president and 
general manager, MacGregor Paper & Bag Co. Inc., Mont- 
real, and Ian M. Gray assistant general manager and gen- 
eral sales manager. Mr. MacNeil will retain the position of 
secretary-treasurer. Mr. Gray was formerly Ontario branch 
manager. He will now make his headquarters in Montreal. 

ra 

Charles G. Easton, president, Eagle Pencil Co. of Canada, 
Ltd., Toronto, recently entertained 150 Toronto customers 
and business associates at a reception held at the Royal 
York hotel, Toronto. Honored guests included Herman Price, 
vice-president; R. J. Thal, vice-president and general manager, 
and David E. Price, vice-president — sales, of Eagle Pencil 
Co., New York, 

Eight employees were recognized for “exceptional services” 








A proven way 
$ to accumulate 






















STEERS S<7RONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Telier’s Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tegs 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kweartet * Tubular * Gunshell 





BILL STRAPS 
Federal * Colored * Banding 






Write for information! 


HANNIBAL, MO. 





THE C. L. DOWNEY CO. 
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FASTEST EVER—INSIDE. FAST AS EVER OUTSIDE, Odhner reduces multiplying time mechanically. Time gained means work saved. 


New automatic multiplying short-cut Jahner) 


outspeeds, outlives all other ten-key adding machines 


This great new adding machine multiplies in one-third the standard time. The new short-cut Odhner must 
outlive your present unit because it multiplies with a fraction of the customary wear. And with the new 
Magic-Multiplier Row, you select your multiplier easily—with no more cycle counting. The little finger 


handles the two major operating bars: Add-Subtotal and Subtract-Total. 


FACIT CALCULATORS, ODHNER ADDING MACHINES AND HALDA TYPEWRITERS. See the classified phone book or write: 


FACIT INC. 404 Fourth Ave., New York 16, or 235 Montgomery St., San Francisco 4 


rIP-TAP CONTROL. Large operating bars, to the right of the numeral ALL-DAY TEST. Give your fussiest operator one day on the new auto- 


ke espond to a tap of the little-finger tip matic multiplying short-cut Odhner; compare her performance. 
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NG LINE 


OF STYLES and DESIGNS! 


Porturback é 


ONE OF MANY 
INDIANA CHAIRS 


to help make your store 
a One-Stop BuyingCenter 


The No. 141! Executive Posturback Chair 
above is representative of the long line of 
styles and designs that can help make your 
store the place to shop for ALL office furni- 
ture needs. There's an Indiana Chair to fit 
perfectly into every kind of office and to 
harmonize beautifully with any style desk— 
traditional or modern. Made of selected 
hardwoods, upholstered or all-wood. Combine 
good quality with good value—chairs you 
can feature, promote and sell with assurance. 
Chair specialists since 1929. Now, with a new 
two-story warehouse to expedite customer 


service. 


Write today for catalog of best-sellers. 


a Chair Company 


JASPER, INDIANA 








during °56, at the annual supervisors’ dinner of Computing 
Devices of Canada, Ltd., Ottawa. Receiving gold watches 
were Charlie Fortier, Ken Smith, Jean-Paul Duhamel, Cy 
Benn, Duane Wright, Rod McAulay, Jack Whitefield and 
Doug Bassett. Officiating were C. F. Hembery, president, as- 
sisted by Vice-president J. A. Norton and Technical Director 
J. S. Parsons. 
. 

Wendell Holmes, president and general manager, Wendell 
Holmes Bookshop Ltd., and a prominent London, Ont., busi- 
ness figure for nearly a half-century, died recently in his 76th 
year. He had founded his original store in 1907 in London, 
after coming to that city from nearby St. Thomas. Several 
branches later expanded the firm’s operations. 

e 

Fort Frances, Ont. now has a new dealer store. L. A. (Bud) 
Hebert is proprietor of Bud’s Office Supplies, currently being 
equipped with a complete line of the industry’s products, in- 
cluding office furniture and business machines. Mr. Hebert 
was previously connected with the Fort Frances Times Ltd., 
the local newspaper. 

. 

Succeeding B. L. Corbett, who has been assigned special 
duties, Peter B. Smellie has been named purchasing agent for 
R. L. Crain Ltd., Ottawa, Ont. producer of business forms. 
Mr. Smellie was formerly administrative assistant for the 
company. 

s 

A new factory and warehouse building is being erected at 
a cost of $1% million at East Kildonan, Man., by Dominion 
Envelope & Cartons, (Western) Ltd., Winnipeg. 

. 

Formerly with B. C. Electric Co., Harry Freeman has been 
appointed to the office planning and layout staff of Co- 
Ordinated Business Interiors Ltd., Vancouver, B. C. 

s 

Personnel changes effective now at Canada Stamp & Sten- 
cil Co. Ltd., Toronto, makes Keith Leonard sales manager; 
John Thuro, Jr., purchasing agent; Robert Murray, plant man- 


. . THER DEVICE 


tile Cit 
fidee oan 


Cc O WN 


HARTFOROO 





OA-3 /57 





} | 


| 


lc 


| 
i. oe io) 2 oe 2 oe 


+--+ 


> 


+ 


COCO 


Coo 


[oo om eee Ge eee Ge ee Ge Gee ee ee eee ees ees ee 


I a ae 


‘CRRA Rea 


ro ee _ oa 7 












Seva see ei SRR Ree ee 








The 
of its 
ing s 
adve 
it is ; 
Weel 
publ 


Olive 
tisin; 
in w 
them 
curre 
out « 


Four 
ploy: 
Seot! 
its p 


An © 
area. 


Fifth 


OA- 











Phe Olivetti name has won acceptance through the quality 
of its products and of its dealers, and through the advertis- 
ing support given to both. This year will see more Olivetti 
advertising than ever before. Consistent and continuing, 
it is appearing in 16 national magazines, including Business 
Week, Fortune, Newsweek and leading office management 
publications. 

Olivetti dealers receive monthly mailings on Olivetti adver- 
tising, to tell them which machines will be advertised and 
in which magazines during the current month. It helps 
them, when planning their own selling efforts, to tie in with 
current Olivetti advertising and thus to get the most good 
out of it. 

Founded in 1908, the Olivetti enterprise is world-wide; em- 
ploys 17,000 people; maintains factories in Italy, Spain, 
Scotland, South Africa and Argentina; markets and services 
its products in 106 countries. 

An Olivetti franchised dealership may be available in your 
area. Write to the Olivetti Corporation of America, 580 
Fifth Avenue, New York 36, New York. 
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This Olivetti Printing Calculator is an outstanding 
performer as a calculator and as a profit-maker for 
some 550 franchised dealers. Altogether, 14 Olivetti 
office machines are now sold in the United States. 





olivetti 
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Friend... 
are you 


* LOSING WEIGHT 
{in the pocket- 
book) 

° RUN DOWN 
(in the Sales 
dept.) 

¢ TIRED 
(of waiting for 
late deliveries) 


WHAT YOU NEED IS 
“NEW BLOOD!” 








imperial Methods 











| = "GUIDES 


FILE FOLDERS 








NDEX CARDS 









) LABELS 
> 


When sales start sagging and business be- 
gins to show need for a transfusion — look 
first to the "bread and butter" items in 
your stock .... guides, folders, index cards 


and labels. 


FOR QUICK DELIVERY FROM STOCK 
LOW PRICES 
TOP QUALITY 


SEND YOUR ORDER TO: 





FOREST PARA, ILLINOIS. 
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ager. General manager is Carl Thuro who said the firm’s 
sales had shown a marked increase last year. Company pro- 
duces a line of rubber stamps, printing belts and specialized 
marking equipment for industry. 

« 

Dr. F. Cyril James, principal and vice-chancellor of McGill 
University, Montreal, revealed recently that more than $500,- 
000 had been bequeathed to the university for scholarships by 
the late Edgar Moles Wilson. Mr. Wilson was founder of a 
carbon paper company in Montreal, now known as Budge 
Carbon & Ribbon Co. Ltd. 

. 

Salesman in the stationery and office equipment trade for 
40 years, A. T. Caton died recently in a hospital at Ottawa, 
He had traveled Canada and the United States extensively. 
He was 68 years old. 

. 


Theodore L. Fox, vice-president, Victor-McCaskey Ltd. 
Galt, Ont., announced the appointment of Frank Rennie as 
western district dealer manager, and Gordon Hennessy as 
eastern district dealer manager for the company. He said both 
men were selected for their new posts because of extensive 
knowledge of the business equipment market in Canada. Also 
reported was the appointment of Gerry Boyle as Montreal 
branch senior sales supervisor. His new duty will be the train- 
ing and supervision of the branch staff. Named special ac- 
counts representative for the Toronto office is K. R. Morrison, 
with Robert Cunningham, formerly Winnipeg branch office 
manager, becoming branch auditor and trainer for branches 
with headquarters at Galt. 

. 

Salesman in Toronto for nearly 50 years for Office Special- 
ty Mfg. Co. Ltd., Newmarket, Ont., Francis A. Rowlin, 81, 
died recently in London, Ont. He was a native of Hamilton. 

a 


Appointment of M. J. Seeley as an office planning con- 
sultant has been reported by John C. Preston, president, John 


“Old Faithful” 


Allen’s been faithful, too—since 1920 

Our time-tested products are also faithful 
profit-producers for you—made for every 
purse and every purpose. Boxed under our 
brand name or yours. Write today or phone 
BEekman 3-2255 for prompt sample service 
and quotations on our complete line. 





















INKED RIBBONS 


Judicalor 


CARBON PAPER 


ALLEN & COMPANY 


MANUFACTURERS 
DIVISION OF DIXON CARBON & RIBBON CORP. 
11-13 VANDEWATER ST., NEW YORK 38, N. ¥ 
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fa DECI - MAGIC is the world’s first and only 
dge caleulale that f calculator to set decimals automatically in the 
0. 0 U keyboard and all dials. Touching just one key 
for ‘ ont Jf oF ‘| one time guarantees you correct decimals from 
ae 7p : the start of a problem right through to the 
. result. The drifting decimal is gone forever! 
This positive protection against misplaced 
— decimals, plus many other exclusive advanced 
as features, makes Deci- Magic the easiest calcu- 
re. lator to use ever built. 
Also 
real DECI - MAGIC DOES IT ALL FOR YOU—AUTOMATICALLY 
‘a ALL Decimal Setting - ALL Dial Positioning - ALL Clearing 
sOn, 
Tice 
shes 
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81, 
ton 
-On 
ohn 
MARCHANT c 
Poye/X 
CALCULATORS 
OAKLAND 8, CALIFORNIA 
— — Ask your nearby Marchant Man for a demonstration of 
: : y the Deci- Magic or mail this coupon, with your business 
) You touch one key one time to set all your decimals ! se to the address above for Ps = 
‘ =e a Informationon the new Deci-Magic . . . . . 
automatically . ee that’s DECI MAGIC! ; Index to Modern Figuring 
by MarchantMethods . . . ...... TC) 
! 
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As Advertised in The Saturday Evening Post 


14 Victor Champions 
for your customers 
to choose from! 


NEW! ELECTRIC MODELS! 
NEW! DIRECT SUBTRACTION! 
NEW! HAND ADDERS! 
















Full keyboard and 10-key 
keyboard models available in 
electric or hand-operated units 


Now, there are 14 Champion models in the new 
expanded line —hand-operated or electric Champion 
Executives featuring direct subtraction — Champion 
Super Adders in attractive metal cases. Money- 
making discounts and great sales versatility give 
you a better profit opportunity with the Victor 
Champion line. Mail the coupon below for illustrated 
brochure. 


Low-cost cash registers 
—two models available. 
These top sellers offer your 
customer many extra fea- 
tures found only on higher 
priced registers. Be sure 
you get the Victor plan 
outlining the complete 
Champion line. 





Victor Adding Machine Co., Chicago 18, Ill. 
Victor-McCaskey Limited, Galt, Ontario 


Manufacturers of Business Machines, Cash Registers, Business and 
Industrial Systems, Electronic Equipment, Electri-Cars. 

















[-———— Tear out this coupon and mail today! -—-——— 
! Victor Adding Machine Co, | 
| 3900 N. Rockwell St., Chicago 18, Ill. | 
| Please send me the new brochure outlining complete selling plans for the new, | 
| expanded Champion line. | 
| ee a — | 
| Company ___ ~ aeeapeesiiniimninhipeiauiansiiettG 
; Address a idemennsien | 
| City _Zone__State________O"A-3557 | 
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C. Preston Ltd., Montreal. Mr. Seeley was formerly connected 
with a Montreal business trade journal 


Herbert C. Hooks, vice-president — sales, Moore Push-Pin 
Co., Philadelphia, Pa., is giving up his Canadian trade contact- 
ing activities due to pressure of other duties. Now, Frank 
E. P. Arnott, Toronto, who has represented Moore in various 
parts of Canada for the past ten years, takes over the entire 
country as a territory. 


Donald R. Berry, vice-president and general manager, Scrip- 
to of Canada, Ltd., Toronto, in line with the company’s ex- 
pansion program, has announced these appointments: Donald 
Young becomes Canadian sales manager; R. J. Buckley, as- 
sistant secretary and office manager; George Tupholme, as 
Ontario sales representative. The firm is now located in a 
new plant on Bartley Drive in Toronto after some years in a 
downtown location. 


Appointment of J. A. Gauthier as manager, sales adminis- 
tration, has been reported by J. V. Powell, director of sales, 
Minnesota Mining & Mfg. of Canada, Ltd., London, Ont. 
Mr. Gauthier will assist in the formulating and implementing 
of administrative policies. Sales representative in Montreal 
in 1941, he was named district sales manager in 1946, and 
manager for eastern Canada in 1955. H. J. Goodman, sales 
manager, graphic products for 3M in Canada, announced 
the appointment of W. G. Carr as sales manager for Thermo- 
Fax brand copying equipment. Mr. Carr joined the division 
in January, 1952, and has been instrumental in development 
of the company’s printing products in eastern Canada. 

+ 


A. Howard Goodenow, with Underwood Ltd., Toronto, for 
many years, died January 7, following a lingering illness. He 
was well known in the Toronto trade territory. 





PROFIT mess complete Line 
WOOD AND 


METAL BASE 
CUTTING BOARDS 


The Most Versatile 
Cutting Boards 
Ever Designed! 





A host of new features—never before available in cut- 
ting boards—makes the Premier Line a must for YOU! 
Ideal for use in office, plant, art dept., shipping, pro- 
duction, sample dept.—wherever materials from feath- 
ers to light metal must be cut quickly and accurately 
the Premier Line will bring you Saesediabe new profits. 


® Automatic Paper Clamping Device Keeps Material in 
Position @ Rugged, All-Metal Construction @ Hollow Ground, 
Self-Sharpening Blade © Permanently, Accurately Scored 
Half Inch Squares @© Automatic Guard Rail —- Completely 
Accident Proof 


PHOTO 

MATERIALS 2100 West Fulton 
Street, Chicago 12, 

co. Illinois 


TAylor 9-3033 
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FASTER POSTING ... FASTER COLLATING... FASTER COUNTING 


Once you demonstrate the advan- 
tages of SORTKWIK to your 
customers, you’ll have a profit- 
able repeat business that builds 
and builds. 

SORTKWIK is so easy to use—creates a grease- 
less, stainless, tacky film on the fingers to pick 
up papers quickly, easily. Saves time, saves 
tempers, saves fingers from irritating rubber 
fingers and messy sponges. 

Thousands of users in banks, insurance com- 
panies, department stores and general offices 
throughout the country are finding SORTKWIK 
an essential clerical aid to speed paper handling. 





ZY 
Retail $6 
Per Dozen 


GET YOUR SHARE of this repeat busi- 
ness and the new business that’s 
there for the asking. Write for 
newspaper mats and statement 
stuffers to let your customers know 
you carry SorTKWIK. Ads in sizes 
1 col. x 3”, 1 col. x 5” and larger. 





Write for information. 


THESE MAGAZINES ARE PRE-SELLING SORTKWIK FOR YOU! 


THE OFFICE « BURROUGHS CLEARING HOUSE «+ OFFICE MANAGEMENT 
AUDITGRAM + ROUGH NOTES + REPORTER OF DIRECT MAIL 
AMERICAN BANKER 


LEE PRODUCTS COMPANY 


2736 LYNDALE AVE. SO. © MINNEAPOLIS 8, MINN. 





212 





Guest Book 


Ray Voorhees, general manager of Riteform Chair Com- 
pany, Inc., favored OFFICE APPLIANCES with a visit on 
January 23. With only a few details to look after in Chicago, 
he expected to be back home in Quincy, Ill., before the day 
was over. He told of satisfactory progress the company was 
making in its expansion program which was affecting sales 
in all parts of the United States. 





Richard C. Bann and Dale S. Armstrong, of Bann, Inc., 
St. Paul, spent some hours at the office of this journal on 
January 14. Bann, Inc., devises special accounting forms to be 
used in connection with various types of office machines, op- 
erates a printing plant and bindery and produces loose leaf 
binders (post, plastic and ring), ruled forms and indexes, blank 
books and related products. The company formerly concen- 
trated its efforts in the Twin Cities area but has spread out, 
and through dealer connections is doing business in a block of 
northern states, activities extending west to Colorado. It has 
plans in mind for further expanding its trading area and the 
services it has to offer. 


Del Deming of Farnham Stationery & School Supply Com- 
pany, Minneapolis, visited with a member of the OA staff on 
February 6. He had come to Chicago with the manager of a 
new branch store. He called on Horder’s and others in the 
industry in Chicago. A member of the executive group of Dis- 
trict 7, he told of trips to Des Moines with Walter Hubbs, 
district governor, to work with others in making arrangements 
for the “Lucky Seven’s” regional meeting. 


Charles E. Donaghy, of Knoxville, Tenn., visited with the 
office of this journal by telephone February |. He was on a 
business trip doing preliminary work toward marketing a new 
coin handling device which may be announced later in the 
year. He reported an excellent response in a few places where 
the new product was shown. 





NEW! SELF-SERVICE ISLAND 


Magically Increases Your Sales 
Adjustable Shelves 


FLEXO-SPACE 
gives you 


*Plus Sales 
*Plus Profits 


thru 


* Self-Service 
*Mass Display 





Size: 30° W 60”L 





47"H 

FLEXO-SPACE the Sensational Self-Service Island is magically 
increasing Sales for thousands of retail merchants. This amazingly 
low priced Island gives you PLUS Sales because Self-Service makes 
it easier fOr your customers to she Ip. Every item is easy to see - 
easy to handle easy to buy’’. 2 ou'll sell more because you can 
display more. All your merchandise is alive with buying appeal 

ve large shelves give you 300% more selling space than one flat 
type counter. FLEXO-SPACE requires only 124% Sq. Ft. of floor 
area yet you get 50 Sq. Ft. of selling space. Adjustable shelves 
permit you to . display and sell all merchandise regardless of 
size or shape. You can use FLEXO SP. AC E singly for a promo 
tional Island or end to end in you ain aisle Tested and 
Proved'’’ to bring you more business in all departments immediately 
upon use. Use the magic of Self-Service to increase your Sales and 
Profits. Write today for Free catalog on Self-Service. Fixtures 


Whsle. & Mfg. write for low quantity prices 


ADD SALES COMPANY 
878 York St. Manitowoc, Wis. 
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THE SELF SERVICE WAY TO GREATER PROFITS 


Self-service items cost less to handle — save selling time and expense. That's why it pays to 
stock, display and sell Akay self-service, impulse merchandise for volume sales. 


AKAY DELUXE MEMO-MASTER 


This complete memo pad comes with pencil, coiled steel 
all the material 
necessary for a complete self seller. The break-resistant 
plastic holder comes in different colors — black, gray, 
walnut, ivory, red and assorted pastels. Attractively 


pencil holder and continuous paper roll 








AKAY PLASTIC HOLD-A-BOOK 


An ideal book, newspaper and magazine support for 
quick and easy reading. Made of sturdy wire and break- 
resistant plastic in black, ivory, blue, yellow, red and 
assorted pastels. Attractively display-boxed with see-thru 
opening. Terrific as a gift or self-service, impulse-sales 





a ae 





item. Mass display Hold-A-Book and you'll sell in volume 
at a suggested retail of 98c. 


CORPORATION Division of Houser Products, Inc 
4034 North Kolmar Avenue, Chicago 41, III 


display-boxed to move fast at a suggested retail price 
of only 98 













Write for free literature and prices 
to Department 


LOUIS MELIND 


DALLAS 
* Po treet 
CHICAGO 


che M | ork 


LOS ANGELES 


5254 Alhambra Av 


in the box so strong you can stand on it! 


lete stocks 
Sold through dealers only Complete stoc 


Teme lim elaeliesiss 
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she gets things done 
in her 8-hour day! 





SENG FIXTURES 
help build work output 


When typists work in comfort, they work 
efficiently. Swivel office chairs and type- 
writer desks, equipped with Seng mechan- 
ical devices, increase comfort, add hours of 
output to every business day. Employers 
veap the reward in more work done, more 
reliable results. 

Seng action controls for office chairs ad- 
just to suit the user . . . have Nylon bearings 
at vital points to assure smooth, silent tilting 
and turning . . . are precision-built to reduce 
wear. Seng-equipt typewriter desks perm 
the machine to swing smoothly, effortless! 
to typing position, providing a sturdy, level 
platform. 

Do your customers a favor by selling 
them typewriter desks and secretarial chairs 
equipped with genuine Seng fixtures. Let 
precision engineering, foolproof design and 
finest workmanship help you make lifetime 
accounts out of one-time purchasers. 


1450 NORTH DAYTON ST > CHICAGO - 22> ILL. 
MECHANICAL DEVICES FOR OFFICE FURNITURE 


214 








(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





Granted January |, 1957 


2,775,932. Record Maki ing Apparatus. John T. [ 4 Daytor f assignor 
to the Stand Co., Dayton, Ohio 

2 775 936. “Roller ‘Platen Carriage in Address Printing Machines. Franklin E. 
Curt deceased, late of Willoughby, Ohio, by Edith D. Curtis, administratrix 






























2,779,272 2,779,451 
"os ies 
OU e ° * 
‘esha apy: 
; a= 
2,779,541 2,779,542 
Willoughby Jhic gnor tc Addressograph-Multigraph Corp Wilmington, Del 
Illustration 
aun 956. Fountain Pen of the Ball Point Type. Frederick Ray, Montecito, Calif 
2,776,109. Staple Remover. Samuel Segal, New York, N. Y. Illustration. 


2, 776, 149. Holder for Writing Pad. Oscar K. Hobbs, Abilene, Tex 


Announcing the New 


TRINER 


Dass 
70 lb. Automatic Parcel Post Scale 


Featuring New Design 
New Construction Features 
New Extra-Large 
Color-Band Chart 


Stop costly postage 
errors. Speed mailing 
operations. Get the facts 
on the superb new Triner 
Imperial with new extra- 
large, eye-level, color-band 
chart that guides the eye 
instantaneously to the 
correct postage computa- 
tion. Famed Triner twin 
pendulum accuracy 

- no springs. 


Over 200,000 
Triner Scales 

in 38,000 

U.S. Post Offices. 


Write for 
Booklet 


TRINER SCALE & MFG. CO. 


2716 W. 21st Street + Chicago 8, Illinois 
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, oe SOFA 1075 
» NO. 450 AC 
_ 
CRAFTSMANSHIP 
Styled for perfect harmony with modern decor. Fashioned 
it; for luxurious wear. Customed for lasting comfort and 
Exemplified pleasure. Priced for every buyers purse. These are the 
factors which make BRIGHT creations a joy and satis- 
by faction to every one who buys. In a large selection of 
genuine leather and Elastic Naugahyde and a wide range 
BRIGHT of styles you will find just what you want for every 
customer. 
WRITE FOR THE BRIGHT CATALOG TODAY! 
545 W. 34th ST. NEW YORK 1, N.Y. 


NO. 90 EXECUTIVE 
POSTURE CHAIR 






MANUFACTURERS OF 

















) 


DUPLISTICKERS D 
SS Mg OeAC 


Dupliquik MaileAids, spes 
cial stock for use with 
**spirit’® or “liquid” pros 
cess duplicating mache 
ines. Can also be used 


Duplisticker Mail«Aids, 
for typewriter and mimeoe 
gtaph. Choice of 24 or 33 
addressing labels to each 
sheet. Finest gummed 
stock. 24 on sheets, 500 
to a box, 33 on sheets, 








25,100 and 500 sheet lots. 


y 
es 


with typewriter. 33 labels 
on a sheet packaged 100 
and 500 sheets, 42 labels 
on a sheet packaged 500 
sheets. 


DUPLIQUIK 


an For use with typewriter. 


Duplisnap carbon inter- 
leaved MaileAids. Made 
in sets of 2, 3, 4, 5and6 
sheets, 33 labels to each 
sheet, interleaved with 
smudge resistant carbon. 





EUREKA SPECIALTY PRINTING COMPANY 
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555 Electric Street, Scranton, Pa. 
DUPLISTICKERS, DUPLIQUIK, DUPLISNAPS, 
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Try This Chair for Size 
at NOFA Booth 137 








NO. 1700 
EXECUTIVE POSTURE CHAIR 


Test it yourself for comfort at the NOFA 
Convention. Then test it in your store for 
profitable sales to top executives. 


The No. 1700 Executive Posture Chair is 
the highest quality chair we produce. We're 
proud to have it bear the Craftsman name. 
Carefully crafted of warm genuine American 
Black Walnut, Quartered Oak and Northern 
Birch in choice of eight finishes. Foam rub- 
ber seat and arms with the best spring con- 
struction. Choice of top grain leather, Cali- 
fornia buff leather or elastic Naugahyde in 
a rainbow of colors. 


See this chair and the complete quality 
Craftsman line at Booth 137. John Eckert 
and Gus Krieg will be delighted to see and 
welcome you. If you can’t attend the con 
vention, write for our latest catalog. 


MEMBER WOOD OFFICE FURNITURE 
INSTITUTE 











2,776,178. Guard for the Release Catch of a Typewriter Shelf ey, 


Granted January 8, 1957 
2,776,646 Ball Point Pen. Walter £ 4 Ang assignor, by 
e assigr to Paper Mate Mfg ty alif : 
2,776,738. Collapsible-Arm and Locking Mechanism for Shorthand Typewriters 
and Like Machines. Jean Segui, Vince gnor to S te Anonyme dite 
tenotys } F France “IHlustrati on 
2,776 34 F ding and Aligning Mechanism for an Autographic Register. John 


signor to Var 

Granted January 15, 1957 

2,777,179. Clip. Joseph C. Miller, ( t f., assignor t t Envelope 

t AS Lalit 

2,777,245 Typewriter ring Case. Mart A B ' and Roland L 

arratt, Baint N. Y signors to Amer Plast Cor New York, N. Y 

2,777,386 Multiple on Receipt Printing Mechanisms seorge H eeney 

afcrd England, assignor The Nat i ash Register C Dayton, 

2,777 422. Ball Point Writing Unit. Eugene P. Cofield r Herbert W ams 
and Roy A. Woodward, Atlanta, Ga., assig t ript 

2 77 423. Fountain Pen of the Pump Type. Ernest B. Blockert, New York. and 

brook rn N y 

2,7 77 505. Kneeler Accessory for a Chair B W. Henrik i Benjamin J 
8) j Mich., assignors t ating ; 1 Rapid Mich 

27 77 557. Type writer Escapement Mechan sm hn E. Finct r., Jersey City 
N. J “ti stration ' 

2,777 55 8 Locked- in-Mesh-Rack-and-Pinion Mechanism for Typewriter hn E 

rsey City, N. J. Illustration 

2 177 559 Line Spacing Mechanism for Business Machines. Lora Evans Tapp 

r yd E. Tapp, Loretta je Tapp, Larry Wayne Tapp and Lucille 
Mar rs of said Lora Ev Tag eceased Tilustration 

2 777 560. T sbolating Mechanism for Calcula ating Machines. Frar o Campos 

r ignor to Societe Anony 7 Jes Brevets Logabax 


INlustration 
2,777 636. Mathematical Device for Writing Instruments k We 
Itlustration. 


Granted January 22, 1957 





2,778 299 Stencil Duplicating Machines Howe, Tottenham, England 
a er, Ltd., London, England. Illustration 
78 300 Duplicating Machine awed st ructure Wilt Ritzerfeld, Berlin- 
ahler erhard Ritzerfeld, Berlin-G >W sermany. Illustration. 
2 778 306 Se aled Stamp Pad. Cari C. Harr Jrange, Mass. Illustration 
2,778,337. Retractable Ball Pen. Charles « vejoy, Atlanta, G assignor to 
2,778,397 Cover for a Loose Leaf Notebook or the Like. Kathleen C. Carrasco 
Yew York N 
2,778,409 Control for Posture Chairs. Gustaf A. Soderberg 
jnor y a t and mesne assignment r thirty-three 3 
al d tni ty three a } \. tr er ent t eafried J . manr 
2, 778, 424 Strip a Machines ed Hagema ewist an ar 
i agara Fal! Y assig t B ne Forn Niagara 
i Illustration 
2 778 454. Portabie Rotary File. Rict holfield, White Plains, N. Y., 


ED FOR 
FILL THE GROWING NE 
PERSONAL FILES WITH TTT) nisi 





completely new ra s 

vered in a du 

ed to withstand moistur 

handles metal hinge j 
ors: Sand, Cinnamon and Gra 









+ ‘ 
Le. >| 1 
Je r ae 
1a > ping 
4 
R +, a + 
54 g o 





MODEL NO. 850 








AMBERG FILE & INDEX CO. 
Kankakee, Ill. 
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THREE TOP SPECIALTIES 
of Superb Quality 
STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


Corner Posts, 11 Gauge or 13 
Gauge 7°3” high...8’3” high... 
9'3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





TYPEWRITER TABLE 





Size 2642"H x 16”D x 22°W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2” rubber casters. Shipped K. D. one per 
carton. Weight 30 lb. 


STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 
carton, K.D. 
36" W x 18” x 78”H 
Weight 150 ths. 
MANY OTHER SIZES OF 

CABINETS AND SHELVING 


List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 


k-tack So 


miracle dises 












TAKE THE PLACE OF TACKS, TAPE AND GLUE. 

Stik-tacks are adhesive on both sides— 

stick to any surface including glass, wood 

and metal. . . .cannot harm displayed material, 

walls or background. . . .they’re completely out of 

sight when in use — may be easily removed and used 

over and over again. Stik-tacks sell steadily 

every month of the year — are in constant de- 

mand for office, home, school and industrial 
use. Keep them on display. 


THEY’LL SELL ON SIGHT. 
Retail — folder of 82 dises 25¢ 


THOMPSON-WINCHESTER CO., INC. 
1299 Boylston St., Boston 15, Mass. 





Please send Stik-teck prices ond packing infer- 
mation. 


Aevention GE cccccccccssccecesdveseseceosess 
. . BTPPerTTrrrrrr eT itt. 


Dealers and representatives — Soveet AGMrOsS 2... cccccccccsccesscesecesess 


Send for prices, literature and Pere ore eee 
packing information TODAY! C Bester CO Representative 





OA-3/57 217 


THE No* 8000 
MODULAR 
MODERN 





get new ip eas for 
modular groupings 
at NOFA space 224 


(Municipal Auditorium, New Orleans, 
March 27-31) 


Be sure to visit our NOFA convention space and see for 
yourself how beautifully the new No. 8000 Modular 
Modern fits various office arrangements and working 
problems. 


The eleven sleek, functional modern pieces combine in 
almost unlimited variety . . . give you the opportunity 
of engineering an entire office for the maximum utiliza- 


tion of space as in the artist's sketch above. 


Pieces also may be used singly to furnish the smart, 
modern executive office in the above photograph. 


Made of genuine American Black Walnut in choice of 
Mist Walnut or Walnut finishes. 


If you can't attend the convention, write 
for new catalog and details of Indiana's 
profit plan backed by over 50 years of 
service. 

















gnor Wheeldex Mfg. Co., Inc., White Pla f 
2,778 —_ _Numeral Wheel Registering Mechanis sm. Alva G. Russe tamford 
to Pitney-Bowes, Inc., Stamford, Cx 





2 78, 569 Split t Clearing Mechanism. Lawrence W. Brugma Chicago, and 
R K anston, | assignors to Felt & Tarrant Mfg. ( Chicago, | 
Ilus stration 
2,778,592. Support for Rotary Files. Richard F holfield, White Pla N.Y 
ry 


eererer 9 THE 
SA" oe - <page \\* 6yr— > = 
ge Gwe # 

a ee oe .. er if . 





2,776,738 
2.975.936 2,776,009 


2.777.587 



















— F 
4 ¥) ~e, 
oe ys 
2.777.559 
2,777,558 
o 7 4 . f ’ _ 
Gianna [yes , esti: 
7 ‘ 3a of ( ° A . “ 
r ‘ an A sa. 4 
1,777,636 Bar Vie . ea 
~ 20% ” 
= : =3 
2,778,300 
2,778,299 
Z Mfc C 1 Wh J \y 
“29 778 658. Fle xible Index Strips in Sheet Form Hall Young Kaia New York 
N.Y ible Records, In t 
2 778 659 Carbon Paper Tear-Off Knife *a Automatic aes ers. Russell Katz, 
dar anor Pau! Benningh nilton. Ohio 
Granted January 29, 1957 
2 rd 9,267 _ Printing Mechanism for a Calculat ng Machine Harold Cha San 
€ nor to Friden Calculating act > Illustration 
2 779 268 Stencil Assembly with “Protective Film Robert G. Brown, White 


/; NEW SELF-SELECTION 
FILE FOLDER PACKAGING 


Dispenser contains ten 
**Dozen Pack"’ file folders. 
Each *‘Dozen Pack"’ is cellophane wrapped 
and each contains its own product use 
message. 


This throw away dispenser measures only 12” front x 9%" high x 4<* 
deep. Available in square, one-half and one-third tab cuts, packed 
three boxes per carton (total of 360 folders). 


See our price list for full information or write us. 


THE SMEAD MANUFACTURING CO. 


HASTINGS, MINN. - LOGAN, OHIO 
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Wf Certified 

s Office | 
Planning 

b Service J 


Jasper Chairs 304 Group... 


A group of chairs just recently 
added to Jasper Chair Company's 
Puy Invitation Member line and already favorites. Rea- 
sons for this popularity: neat ap- 
pearance, rugged _ construction, 
moderate price. Available with 
upholstered seat or with plain 
hardwood seat as illustrated. 





Enblem of VISIT US AT BOOTH 14, NOFA SHOW, 

QRusiness Character MUNICIPAL AUDITORIUM, NEW ORLEANS, 
RICE LEADERS MARCH 27-31 
OF THE WORLD 

Re presents High Standing in THE RIGHT CHAIR —. < 
Name Sroduct Sotiey AT THE RIGHT PRICE 





Jasper Chair’ 


SPER, INDIANA 






6 CHAIR Co 
o*h mee 





4, 
REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR. 
HENRY DEUTSCH (SOUTHWEST) R. A. BROWNE (WEST) R. J. FREEMAN AND JOHN ®. FREEMAN 
11340 COX LANE 1527 £. 14th ST. (EASTERN) .385 MADISON AVE. 
r : DALLAS 29, TEXAS SAN LEANDRO, CALIF. NEW YORK, N. Y. 
“4@spee.inoie™ JAMES $. FOWLS, (SOUTHERN) JACK S. DORAN (NORTHWEST) Lester W. Brown (Chicago-Midwest) 
327 SUNSET DRIVE, NORTH 1527 E. 14th ST 666 LAKE SHORE DR. 
4 ST. PETERSBURG, FLORIDA SAN LEANDRO, CALIF. CHICAGO, ILL. SPACE 844 





CONS ISTENTLY 


RABLE STEEL OFFICE EQUIPMENT 
IMPROVED LINE : FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS ¢ PERMANIZED BAKED ENAMEL FINISH 



















=~ FAST SELLING! 

SPACE SAVER! 
'MODERN ISLAND BASE 
| SALESMAN'S DESK 


| Linoleum top (40”x2542”) 
soe Desert sage, 
mist green, grey 








EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 

FILING CABINETS 

BOOKCASES 

SECTIONAL BOOKCASES 





i - 















=) #93PS ~ = 
“U! NEW! PRICED TO SELL! 




















ROLLER FILES EXECUTIVE CONFERENCE DESK TOP vaLuE! 

TELEPHONE CABINETS Desert sage, mist green, grey mi S ~ 

SPECIALTY CABINETS ——— a 
Desert sage, | 


mist green, grey 






| 

TERRIFIC BUY! 
_ MODERN SALES DESK 
OVERHANG TOP DESKs 


Linoleum top (53”x2542”) 
Desert sage, mist green, grey 


WRITE FOR ILLUSTRATED CATALOG #33 AND DEALER PRICE LIST. 


URABLE METAL PRODUCTS co. 












38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y.- RA 9-3580 
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SELL The Best 








BRONZE OR 
CHROME BASE 


Write For New Catalog In Full Color 


TELEPHONE Di 3-7965 546 SOUTH ROCKFORD 


SELL More 
SELL 






BLACK 
PORCELAIN 
BASE 





CCPC OOS. 





ACPO COCO 


ad 
Qi woeeritng. 


TULSA 20, OKLAHOMA 
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ESTEY 
SPACEMAN 





779,272 mpr nter hn T. David yt f assig to 7 ] 
ter Illustration . 

779,313. In ane F R. Toune T 

779,450 Devi ce for Controlti ng Cont inuows Prefolded Forms for Accounting and 
ewriting Machine Eva Mad WwW 
779,451. Paper Feed Means for — e 


Corr 
LOrp 


ne 


NM ro 


T 


ND 


, a j V Illustration 
2,779,541. Adding Machine. Robert L. F Beach, Calif. Illustration 
2,779,542 Calcul at ing Loagy yrant eandr alif., assig 
to Fride I Illustratior 
2,779,593 Feeder for Checks and Like Reser 


Marchant Gets First Listing on ‘Big Board’ . . 





Marchant Calculators, Inc., is welcomed to the “big board’’ by 
G. Keith Funston (left), president of the New York Stock Ex- 
change. Here, Mr. Funston and Edgar B. Jessup (right), presi- 
dent of Marchant, and Francis G. Lauro (second from left) and 
Willard S. Irle (third from left), specialists in Marchant shares, 
scan tape showing first trade in the company’s stock. Mar- 
chant was the first stock to appear on the tape as the market 
opened on January 2. 


E / TIME /MONEY 


with ESTEY OPEN SHELF FILING 


Here are the contents of TWO conventional 
file cabinets, filed in ONE ESTEY Open Shelf 
Filing Unit, with more than two full shelves 
still empty and ready for use! 
Estey Shelf Filing is specifically engineered 
to make the entire filing operation more effi- 
cient. Recognition of the superior construc- 
tion of Estey Shelf Filing has meant a tremen- 
dous "swing to Estey!'’ More and larger sales 
for Dealers who handle Estey have been a 
direct result of the many design features that 
make for superiority to other shelving. To 
those in the know, Open Shelf Filing means 
“by Estey!" 

Write Dept. A for illustrated 

Brochure on Estey Shelf Filing 


istry 


CO RP OR A T 1 


350 Broadway New York 13, N.Y. 
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UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


‘LU 


Long life and service are assured you because —- 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 








Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
(Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 








ASSOCIATED 
COMPANIES: 














puts BFrPTrIciBanNCcyY 
into the 


office routine 

























wood desk trays 


of seasoned lumber with locked corners, 
set-in veneer bottom. Oak, walnut or ma- 
hogany finishes. Each tray individually 
boxed. Also in extra deep size. 


wood card files 
of seasoned wood with securely fastened 
clinch hinges. Oak, walnut or mahogany 
finishes. All sizes individually boxed. 





write today for catalog and prices on our complete line of filing accessories in wood, metal, paper 


Hed Os MANUFACTURING COMPANY 
“ 2931 Wentworth Ave. Chicago 16, Ill. 
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VAULT DOORS 
by 


R.C.Allen Guardsman 








Single and double vault 
doors sold direct to 
dealers. Underwriters 
Labels for 14-1-2-4-6 
hours. 

R. C. Allen also has a 
full line of Safes and 
Insulated Files. Single 
and double door safes, 
money chests and bank 
equipment. Available 
with A, B, C -T-20 
Underwriters Labels. 


Write for catalog today. 





Iilustrated: 
#7832-6 








SAFE and FILE DIVISION 


R.C.Allen Business Machines, Inc. 


680 Front Ave., N.W. Grand Rapids, Mich. 









| SCOOP OF THE YEAR! 


IN TIME FOR SPRING PROMOTIONS! 
NORTHWEST IS FIRST With The NEW 


ANILINE FINISH 
SADDLE COWHIDE 


Now Available in a Complete NEW line of 
























@ Frame and 
Lock BRIEF 
BAGS 


@ Multi-Pocket 
PORTFOLIOS 


@ Zipper 
Underarm 
ENVELOPES 


















Selis on Sight! Greater Profits! Peel 


WRITE FOR PRICE LIST! Swatches 
\ORTHWEST 


311 N. Desplaines St. ri 
Dept. F-10, Chicago & ANdover 3-4488 





Quality 
Craftsmanship 
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SEMC LE PINELLAS INT. AIRPORT 
) ny: | S ST. PETERSBURG, FLORIDA 
































to a desk 


small investment— BIG RETURN 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 


4 DECORATIVE COLORS 
green-blue-sandtone-gray 
© less time wasted 
e better efficiency 
e less than 1c a day for one year 
with long life ahead 
Send for free comprehensive report on sharp- 
eners, Booklet P. 


C. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 







e 


SEMCO’S “ 
ALL-STEEL 
ADJUSTABLE DROP-LEAF TYPING STAND 


Now you can offer the finest drop-leaf typing stand 
on the market. DURABLE, STURDY, with MODERN 
DESIGN, the SEMCO Adjustable Typing Stand will 
build business for you wherever it is shown. 

Offering a positive-locking, trouble-free adjustable 
Unit, this stand will accommodate any standard 
manual or electric typewriter. Also excellent for 
many types of office machines. 


MORE PROFITS for you WITH SEMCO 


Write for Free Literature! 
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NOMDA's 1956 ‘‘Who’s Who in the Office 
Machine Industry’’ Received by Members 
NOMDA’s 1956 issue of its roster, Who’s Who in the 
Office Machine Industry, has been received by the members. 
[This year’s book contains 46 more pages than the 1954 issue 
the growth in size due entirely to the great increase in the 
number of dealers now in the organization. 
[fo distinguish between books, this edition is in red and 
yellow, a color scheme that alternates with green and yellow. 
In addition to being a complete roster of members as of 







November 1, 1956, the book contains lists of current officers SAVES SPACE, 
of all affiliated local associations, a list of all directors and TIME—LABOR 
officers, a cross-reference of manufacturers and brand names, ie 

a list of publications serving the office machine industry, and MATERIALS 


a list of all NOMDA members alphabetically by names. This 
list also gives their cities and company names. 

The principal listing in the book is that of the company 
name, address, and owner’s name for every membership in 
the association, as well as detailed information concerning 








1/74 














products and services offered. = 
Extra copies of the book are available to all members and Any Cord Inserted Inte Plastic “SELF-INDEXER™ An Index Guide 
to companies wishing to use it for a mailing list. AICO’S Transparent... (shown above), becomes... At Guide Height | 





tena awh USERS OF CARD FILES Buy On Sight! 
The Demand Is Tremendous! 


It takes only seconds for you to show your prospect 
how to make an Index Guide out of any card in his file. 
Just slip one of his cards into the double lip at the 

top and into the bottom slot of 


Mrs. Elizabeth Stemp Wins Plaudits 

Mrs. Elizabeth Stemp, who operates the Stemp Typewriter 
Co., in Madison, Wis., is the first president of the new Madi- 
son OMDA and was honored at the charter night in which 
office machine dealers of Wisconsin and the Chicago Chapter 


recently participated. Nationally Adver- the Self-Indexer and the Com- 
NOMDA is hailing the tremendous activity of Mrs. Stemp tised In bination becomes an Index 

which resulted in: Management Meth- Guide at Guide Height. Elimi- 
1. A new local association joining NOMDA | ods: nates bulky Guides, Typing 
2. She won the NOMDA Christmas turkey for the woman | ge ana vor Titles, etc. Tough transparent 

signing the most new members by Christmas Eve. Fifteen | Yosaus re Plastic, “‘.—: ere In 4 

people, including Mrs. Stemp’s five children, four in-laws, her pn yee” Sa ’ ones, Cl. See wrt 

mother and four grandchildren, sat down to enjoy the festive | FREE: ee eae > 


bird. —At6o. send Sample Order fer Box 
3. She was elected by the Madison local to serve on of 58, 


44-16 23rd 5St., Long Island City 1, N.Y. 





NOMDA’s board of directors. INDEXES 426 S$. Clinton Street, Chicago 7, Il. 


INDIANA 





Dealer Imprint 


UNDER-COUNTER 
CASH DRAWERS 





With a Message! 


COMPLETE LINE Pia TIE 


Every time you sell Faymus rubber bands, you place your own 
advertisement in front of your customer—because the beautiful 
Faymus box can be imprinted with your identification and sales 
message. If you prefer to sell without imprinting, Faymus 
rubber bands are still your best buy, in either small or large 
quantities. 


4 Popular Models 






@ No stock to carry @ 
— we will make z 
drop shipment — in | 
24 hours. 


Faymus rubber bands, made only of finest 
quality rubber, are carefully inspected and 
tested during manufacture, then are well- 
wrapped to prevent drying out. They are 
accurately packaged by weight to assure full 
count and full quality. They stretch ... and 
stretch .. . and streteh! Order 
some today. 












D @ Full dealer discount. 


@ Finest product of 
its type available. 


Model R-1 
Has removable metal money 
tray with lock-on lid 
Available in V4 Ib. and 1 Ib. boxes, 
os and in 5 Ib. bogs. Also available 
in cellophane bags attached to this 


Te sell Indiana Cash Drawers all that is necessary is to display 
one. Your customers will like this high-grade product made of 
indiana hardwoods — with smooth finish inside and out. Quiet 
roller mechanism — warning bell that rings when drawer 
opens — high-grade disc tumbler lock. 

Write for bulletin. 


Oo INDIANA CASH DRAWER CO. 
P.O. BOX 236-E 


Shelbyville, Indiana 


easy -to-display cord 12 bogs 
to the cord. 






WRITE FOR NEW CATALOG WO. 80 


Faun DIV., Bankers & Merchants, In 


3229 North Sheffield Avenue . Chicago 13, Illinois 
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ys Salle Sop Quality 


ASH TRAYS — SMOKERS — COSTUMERS 
METAL — WOOD — TRADITIONAL — 
MODERN 
SEE US NOFA NEW ORLEANS BOOTH NO. 283 


Costumers in Satin Chrome, Grey, Tan. 


Smokers — Ash Trays in Walnut, Brass, 
Bronze, Anodized Aluminum, Chrome and 
Popular Colors. 


Write for Illustrated Catalog. 





























Model illus- Model illus- 
ge trated—No. 
metal smokers wolon soud 
th beaded Handi 
ae yowed Brass Handle 
with Tapered Og Bn 
Posts. Glass with Bra : 
liners, Snuffer s rd 
Sefe- creen and 

Type, or Metal Liners. 





ty Screen 


Tops. Some in tradi- 


tional design. 





No. 320 
No. 135X 


Pe of SLE PRODUCTS CO. 


2216 N. CLYBOURN AVENUE CHICAGO 14, ILL. 











THE NEW imPROVED 


COPY-RIGHT Copyholder 


for over 30 
years the 
“*mostwanted" 
copyholder ... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 






















ES 
— FEATUR 
ee cane 


e 2-Lever _ moves copy uP line 









space / 
poset at a time - _ velve - a 
broke lowers copy: : oe 
d Knee-Action _ a 
ae holds any weight 
Gripper, 4 
securely: 
° pared Page Clamp, holds a | , 


d pages- P a= neis 

back frishe ewriter, Cte coy: Ris” 6 
e Fastens Firmly to ony Typ 9 ovoilal’ wake 
quickly and easily: 


- asd vp to 36 
inches 
COPTRIGIT ) Kat Bebe eek h Rcnes Seek P eanen, 
if Copyholders — Duplicating Supplies — Carbons — Ribbons 


110 West 18th Street * New York 11, N. Y.* Cable: CURTYOUNG 
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Giants Top Keglers of Chicago Stationers 

When the Stationers Bowling League of Chicago completed 
the first half of the 1956-57 season, the Giants showed up as 
winners. Under the captaincy of Tom Gillice, Rockwell-Barnes 
Company, the Giants recorded 31 wins and 20 losses. Two 


teams — Braves, Bill Silberstorf, G. J. Aigner Company, 
captain, and White Sox, Tony Donofrio, Doro Manufacturing 
Company, captain — were tied for second place with 29 vic- 


tories and 22 defeats. Having a two-point higher average, the 
Braves received second-place rating. 

The Indians, led by Ed Deacon, Chicago Desk Pad Com- 
pany, won the high series prize, and the previously-mentioned 
third-place White Sox took the high game guerdon. Len 
Rempala, Office Furniture Clearing House, earned high in- 
dividual series, with 723, and Chuck Siegel, Acro-Adroit, 
Inc., was the high game winner, with 279. 

If the scores seem higher than expectable from non-profes- 
sionals, it should be explained that the figures given include 
handicaps. 





Neubauer Takes New Minneapolis Quarters 

Neubauer Manufacturing Company, Minneapolis, Minn., 
manufacturing steel shelving, file shelving and gymnasium 
basket racks, has moved from 2019 Central Ave., N.E., to 
525 Lowery Ave., N.E. 

In the new quarters, increased space is provided for pro- 
duction and in addition the firm has added its own steel 
enameling department. 





Mutschler Ceases Office Table Manufacture 
Mutschler Brothers Company, Nappanee, Ind., effective 
January 1 discontinued manufacture of the Samson office and 
directors’ table line, according to company announcement. 
Plant facilities required to manufacture and warehouse 
Sampson tables will now be used to supplement facilities 
urgently needed for the manufacture and finishing of Mutschler 
kitchen cabinetwork and school furniture lines. 


NOW...A NEW 
CASTER 


BY MASTER 


A complete line of quality 


casters now available for all 
types of metal and wood 
furniture. Beautifully 
designed for the 

highest efficiency 
Master-Made Cas- 

ters may be had 

either with soft 

rubber wheels 

or with hard 


tread wheels 


GUARANTEED TO SELL OR YOUR MONEY BACK! 





DOUBLE ACTION 


| Highly polished steel 
balls operate on two 
separate raceways 
_ that are locked per- 
manently together to form a solid 
unit. Steel bearings and bearing sur- 
faces are hardened to guarantee 
lasting performance. 


MIRACLE 
MARKED 
BOXES 


Every box names the chair the par- 
ticular caster fits, as well as the 
size and type of caster. Boxed four 
casters to a set. 


. AND IN ADDITION! An attractive discount schedule on 


all casters— means a handsome increase in your caster profits! 


MASTER MANUFACTURING CO. 9200 Inman Avenue 


CLEVELAND 65, OHIO 
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We sold nine sets at one time to 
teacher in a local school who saw 
your ad in a national magazine.” 


(Louisiana dealer) 


No. 2 of a series. 















Writes, Draws, Paints, 
Ink is self-contained, 
instant drying, water- 
proof and smearproof. Ten ink colors avail- 


able. GUARANTEED LEAKPROOF 


Dealers: Write for booklet “How to Boost Your Sales 
with The MARSH 77 PEN.” 


MARSH COMPANY, 83 MARSH BLDG., BELLEVILLE, ILL., U. 5S. A. 

















(Fim VALUABLE SALES 
=m FRANCHISES OPEN 


in America’s mushrooming 
market for top quality 
besx rororrice “Office management equipment! 


WASSELL ORGANIZATION 


Manufacturers of Effective Tools for 
Effective Management...have 
Profit-Laden Sales Opportunities 
Available for Patent Protected 
Products open to: 

@ Individual salesmen on an exclusive 


agency basis in a number of 
uncovered territories. 


® Individual salesmen in some 
covered territories. 


ee Sales organizations with an outside 
office methods selling force in 
smaller communities. 
All products backed to the hilt by 
National Advertising in mass-market 
publications, plus extensive Direct 
Mail and Sales Promotion Programs. 








For complete information, write to 


WASSELL ORGANIZATION, INC. 





SIG-NA-LOK VISIBLE Westport, Conr 
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Markwell Premium 
Here is the Quality Office Staplers 


NEW LOOK  — irigies, siyic 
that will bring Markwell and priced for every 
Dealers increased sales“ "*** 


» Markwell Office Staplers now furnished 
complete with Staples 


 ) New lower Dealer prices on Markwell Staples 
» New lower Consumer prices on Markwell Staples 
"> New and exciting Sales Aids 








if — 

5 divisions — 

quality + selection 
+ economy 


There are no unknown 
quantities in this equation. 
By establishing 5 divisions 
UNDER ONE ROOF, we 
enable our customers, both 
dealers and users alike, to 
get top quality office 
machines—any make and 
any model—at a tremendous 
saving. It’s a solution that 
proves worthwhile, everytime. 





The following are the 5 divisions available to you: -» 





Addressograph Banking Adding and Calculating Bookkeeping Duplicating 
Division Division Machine Division Division Division 


Apply this time proven equation to your office machine problems today! 
CALL OR WRITE DEP'T 0 


INTERNATIONAL OFFICE APPLIANCES, INC. 


326 Br way N 
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Safe in Fire 
= a, | 






See it at 
Booth 247 


N.0.F.A. 
Convention 


New Orleans 








ij a 
om 
MURPHY ™ 
MANUFACTURING CO. 128 £—. MAIN ST. 
cual’ actagde Sh rc LOUISVILLE 2, KY. 





A SUBSIDIARY OF THE MURPHY ELEVATOR CO 





Typewriter 
& Ribbon Box! 


YOUR IMPRINT 
RIGHT ON THE 
BOX! 


Plastic Box: Away with conventional label in box. 
NOW, PRINTING RIGHT ON BOX! 
:Metal Box: No rubber stamping — 

New litho process — 
and... one box for typewriter ribbon, 
one box for adding machine ribbon. 
Much more in the “NEW LOOK" for you! 
WRITE TODAY FOR COMPLETE 
P/L 655 1/1/57. 
¢ Inked Ribbons for All Machines. 
© Carbon Papers for All Purposes. 
© Carbon Paper Ribbons. 
® Duplicating Fluid - Supplies. 
2 PLANTS TO SERVE YOU .. . 


) >) pO YF) Fe les tlove-m ian em ere) 


MILLTOWN, N. J * Militown 8 1045 
ESPECIAL ERs Fog” 
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...and may we add another 





Your bag of ideas for increasing sales, Mr. 
Dealer, can result in bigger profits especial- 
ly if you investigate the ‘‘U. S. Line’’ of car- 
bons and ribbons. It’s a real profit oppor- 


Us. + 


CARBON & RIBBON MFG. CO. INC. 
621-623 CHERRY ST. PHILADELPHIA 6, PENNA. 


tunity! 














baka nk 


“see-at-a-glance™ 







PUT THE 
MAGAZINE IN, 
TAKE THE 

GUESSWORK OUT 


FINEST quality heavy-duty magazine binders. “Picture window” 
front of clear, semi-rigid Vinylite displays magazine cover. RIGID, 
FIRM backbone and back cover of top-quality binder board sealed 
between 2 layers of Spanish crush grain Vinylite. Colors, Navy or 
Flame Red. Scuff-proof, wipes clean. Wire-O metal rod makes 
quick, easy insertion. Order by magazine height. Wonderful for 
telephone book covers (to %” thick). 














Cat. + Max. Mag. Ht. Price 
Write tor cateleg #120A 8” Ret. $2.70 ea. 
on ene your lebber. #120B 914” Ret. $3.00 ea. 
#120C 10%” Ret. $3.30 ea. 
#120D 11%” Ret. $3.60 ea. 
#120E 12” Ret. $3.90 ea. 
#120F 13” Ret. $4.40 ea. 
#1206 14” Ret. $4.80 ea. 
# i , 
z COMPANY 


Flushing 58, N.Y. 
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oF hemor a quarter century : 
ki in the manufacture of 
“QUALITY” 


STEEL SHELVING and SHOP EQUIPMENT 


Most Important Business Show Ever! 


The 1956 National Business Show went way beyond 
anything ever held before: * Most Important in 
number of exhibits * Most Important in attendance 
* Most Important in enthusiasm. 
...and the 1957 Show promises to be still more important. 


Write for LATEST CATALOG 


NATIONAL BUSINESS SHOW © PRICE LIST AND DEALER'S DISCOUNT 


All the industry exhibits— All management attends 
OCT. 28th THROUGH NOV. Ist, 1957 
New York Coliseum, Columbus Circle, New York Neiman Steel Equipment Co., Inc. 


Rudolph Lang, Managing Director 
33 West 42 Street, N. Y. 36,N. Y. - Pennsylvania 6-6760 





Have You Seen Quality wood office furniture 


CRAM’S by 
New Modern | WORDEN of Holland 


= WORLD 
Air a is ATLAS 


Cram* t, 
World ,dlas gy r 


aS 


I ip . , Z R, $995 
Spotlight Mg v4 \ % 


on 














Quality 
260-OH (Top 66 x 42) 


WORDEN Company offers the office equipment deal- 


. bt oi er a complete line of wood desks, tables. chairs, 
Following the prepublication sale, repeat orders have been leather upholstered chairs and suites all manufac- 


far beyond expectations. Until you see and examine this tured with good oo as a —_ a — 

you to investigate the many advantages of selling 
latest and newest Atlas, you really cannot know how good Werden products. A complete catalog will be fur- 
it is. Send in a trial order today. nished on request. 


the WORDEN quem 


HOLLAND 





Be » Send for NEW Catalog No. 67 
fh 


THE GEORGE F. CRAM CO. INC. 


730 E. Washington St., Indianapolis 7, Ind 
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New Safeguard Catalog Released to Dealers... 


t _ —° -- 





RIDING THE CREST 


OF POPULARITY! 


) \ Over 7,000 dealers through- 
| ut the United States have 
', been having ‘Whale of Sale’ 
days with SPHINX—a na- 
tional leader in the typewriter 

{ paper field! 


Globe-Wernicke executives Bill Aylward, left, manager of 


A PAPER FOR EVERY OFFICE NEED! the company’s systems division, and Bob Sprott, general sales 
manager, look over the new Safeguard filing systems and 
supplies catalog recently released to the Globe-Wernicke Co. 


dealers. 





Silverman Joins Typewriter Equipment Co. 
Henry (Hank) B. Silverman recently joined the Typewriter 
Equipment Co., 25 Park Place, New York City, as a partner 
and vice-president. 
Mr. Silverman, who formerly was in sales and production 
for Superior Typewriter Co., Inc., New York, for a period 
of six years, is now associated with Charles F. Glueck, presi- 











dent of Typewriter Equipment Co. 

The firm is 32 years old and supplies a full line of type- 
writer and machine parts, specializing in old and obsolete 
SAXON PAPER CORPORATION parts. The company services dealers in the United States, 
240 WEST (8th STREET * NEW YORK Ii, N. Y. Canada, Cuba, France, Israel, Venezuela and other countries 
throughout the world. 













Rings up a sale every time a cus- 
tomer says “‘variable number- 
ing.”’ Prints or skips any number 
as many times as desired in a 
progressive series. Sells itself as 
soon as you demonstrate it! 


| et 
| [ene 08 : gion release 


a 
READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 

















Takes all copy up to 20 inches 








SS A money-maker that is easy to sell. \ 
yy" Now the RITE-LINE Copy holder has awiiee 

latencies the new Telescopic Eyeguide at no _ oe \ 
Peet extra cost. Takes all widths of copy — mite inp \ 
EYEGUIDE CONTRACTED from a machine tape to 20 inches. Focs 15 3 

ies es Self-contained, all-metal, compact, at- 40 cae 
n tractive. Requires no installation or eS, \ ——- 
ae service. Illustration shows it with LINE r oft i 

Soo MAGNIFIER attached. Magnifier i Write for Selector Catalog and Dealer Discounts 

EYEGUIDE EXTENDED extra equipment you can sell. 


For full particulars, discounts, efc., write to— 
RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D.C. 


WM. A. & CO., Incorporated 
L 
Pe 216 Nichols Ave 
ee Brooklyn 8, N.Y 
v 
4 NEW YORK e SS LLe te e SAN FRA 


N ‘ « MONTREAL 
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TOP QUALITY RESULTS 
with Duplicarbo 
Spirit Duplicators 

$195.00 Wa 


Plus FET 






Includes ‘‘Fluid 
Control! Dial 


8 Models from which to choose, 
HAND or ELECTRIC 9x14 to 18x20 
For working pleasure, order a DUPLICARBO. 
it combines long life economy with all of the 


finest features that insure the best results 
and easy handling. 


Dealer inquiries invited 


DU PRINTS, Inc. 


1502 S$. Main St., Los Angeles 15, Calif. 














Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 


728 E. 136th Street, New York, N. Y. 
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Write 


ote Nee oe ee 


, PENGUIN custom-built. 
5 Refrigerated Furniture 





Newest bar sensation in cabinets 
to fit modern, traditional and contemporary 
decor. One side contains @ specially 
designed refrigerated unit, the other 


serves as a liquor and glassware 
storage compartment. 


Illustrated brochure 
mailed upon request. 





Dealer Territories Still Available. 


Springer aati Ine. 


48-01 28th Ave., L. I. City 3, at 


| 


PROTECTED PROFITS FOR YOU 


WITH ADVANCOS POLICY OF 


SELLING THRU DEALERS EXCLUSIVELY 


_ — 


[CEIVED OF PETTY Cane 


LEE 























o-, 
LZ 
"a 


for General Catalog and Price List 
ADVANCO PRODUCTS Inc: 


MANUFACTURERS sss ‘erin ine rssgoine ccs winsome © ot 


UPPLIES 





76-05 Sist AVENVE, ELMHURST 73, L. |. NY. « Telephone Hickory 
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Substantial Plus Profit 
is easy to get with MtublRale / 


write once 


pegboard accounting systems 





The quick posting way for your customers to 
handle payrolls, receivables and payables. 
They write once instead of 3 times! 


We'd like to send 
you all the facts 
about Multi-Rite 
systems so you can 
see the many ad- 
vantages for your 
customers ... see 
the superior Multi- 
Rite features we 
have developed. 


SOME TERRITORIES are open for enterprising dealers to 
cash-in on Multi-Rite. Send for facts and for our profit- 
able discounts now. 


ATTACH TO YOUR LETTERHEAD for dealer 
information on Multi-Rite pegboard systems. 


THE C. E. SHEPPARD CO. 


44-07 2\st St., Long Island City |, N. Y. Established 1900 


PSS jo ©«<<== 
VALETS, WALL RACKS 


and FOLDING RACKS 


30 SECOND ASSEMBLY 
NO NUTS, BOLTS OR SCREWS 


Gingher Valets are ready to 
use in a flash. Just insert the 
upright post into the base and 
slide the top over the post. No 
wobble or wiggle but sturdy 
and rigid. Units can be locked 
together instantly side by side 
and/or back to back or 
changed to any required pat- 
tern. All welded, finest furni- 
ture steel. Finished in gray, 
desert tan, mist green baked 
on enamel. Umbrella holders, 
easy-to-empty drip drawers — 
all trimmed in aluminum. 





Where “Quality” is our 
most important aim! 


Wire or write today for complete 
information about this new line of 
quality valets and wall racks. 


GINGHER MFG. 





One of 
many models 


6 hats 314-328 Depot Street, Scranton 9, Pa. 
6 umbrellas : 

Descriptive catal at- Since 1924 Precision Manufaciurers of Ma- 
Ae ge your informa- chine and Electrical Products, Instruments 


tion & reference. and Components 


Ce 
230 





~ * 


ARD mini-space ! 
FOLDING TABLES 


Look to ARD for — 
Sturdy, dependable, made of finest ma- Director's Tables 


terials. Self-locking steel legs in aluminum- 


like finish, stainless steel moldings, 2” Lounges 
wood rim for added strength. Fold to 3” Lecterns 
height for quick, easy stacking. Chairs & Stools 
Costumers 
LOOK AT THESE LOW LIST PRICES! Special tures 
(Usual dealer discounts) Show Cases 


No. 830F (illust). 96” x 30” x 30”. Genuine 


Formica top, each oteese See 
No. 830M. Same, with Masonite Presdwood top 

: J et $39.90 
No. 836F. 96” x 36” x 30”. Genuine Formica 
top ... $75.00 


No. 836M. Same, Masonite Presdwood top $47.90 


ARD No. 327 END TABLE 


Simple and well balanced. Continuous chrome 
plated steel tubing, Formica top and shelf, 25/" 
high overall. List each.......... $24.50 





We sell thru Dealers only. Send for catalog. 





EVANSVILLE, INDIANA 








NEW 


Kolledge 


.,sTEEL WASTE BASKETS 


© Roll Edge rim 

_ Easy fo lift! 

¢ Inverted bottom 
© Tapered design 


® Popular size 
and colors 






CLICKSNAP 
STEEL BOXES 


One of Central's complete line of Cash, Bond and Utility boxes. 
Ten styles— One-piece construction—Heavy gauge steel—Rounded 
corners— Hammered silver finish. 

See your Jobber or write us for complete details. 


CENTRAL can company 


2415 WEST 19th STREET. CHICAGO 8, ILLINOIS 
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Fred Baumgarten Opens New Showroom, 
Warehouse and Office in Atlanta 

Fred Baumgarten, exclusive importer, has opened his new 
showroom, warehouse and office at 1000 Virginia Ave., N. E. 
in Atlanta, Ga 

[he company imports and distributes nationally from its 
Atlanta headquarters a wide va =ty of stationery and gift 
items. A large distribution organization is maintained from 
coast to coast and the line is advertised nationally to the 
stationery and gift trade. The company is represented at all 
major gift and stationery shows. 

One leader in the stationery supply line is the Dux preci- 
sion pencil sharpener with replaceable blade. It comes in 24 
models, including specials for artists and draftsmen, for sharp- 
ening all sizes pencils and crayons. Most models have spill- 
proof containers and the “Dux Combi” has a compartment 
holding a tape dispenser. 

Increasing business during the past year made necessary 
the opening of the new quarters. The company was formerly 
located at 675 Cooledge Ave., N. E. in Atlanta, 





Decorators Hold Conference in Dallas 

Marc T. Nielsen, national president of the American !n- 
stitute of Decorators, announced today that the 26th anual 
conference of the American Institute of Decorators takes 
place this year at the Statler Hilton Hotel, Dallas, Tex., from 
Sunday, March 31, through Wednesday, April 3, 1957. 





Carson Pirie Scott Appoints Taylor 

Carson Pirie Scott & Company of Chicago announces the 
appointment of Harold Taylor as assistant manager in charge 
of office equipment within the contract division. 

Mr. Taylor has been associated for many years in the 
managerial and purchasing side of office furniture, and in his 
new post will have complete responsibility for office furnish- 
ings sales and purchasing under Paul Bischoff, contract divi- 
sion manage! 


TRAINING IMPROVED 


WITH 


wie 


kt] ‘ OF Honcitetsf) —— 
“TYPE-WRITE” ADJUSTABLE TYPING STANDS . 
CALCULATOR AND BUSINESS MACHINE STANDS 
amp - BOOKKEEPING STANDS. POSTURE CHAIRS 
— 


~ 


q SEND FOR 


FREE 
“* > LITERATURE 
i : 
4 AND DETAILS 
> 
TO: 


Garrett Tubular Products, Inc. 


P.O. BOX 237 GARRETT, INDIANA 


ax 
ros 





-™ ubular /roducts, inc. 
GARRETT, INDIANA 
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NEW 
STACOR-MATIC 


the 

elidie 

table ee 
that makes sales sense 


@ Increase productivity, efficiency 
® Save man-hour costs © Reduce waste motion 
®@ A complete work-station in one unit. 


Get all the tucts — send for illustrated Bulletin 603 
and complete Stacor catalog 


STACOR EQUIPMENT CO. 


770 East New York Ave., Brooklyn 3, N. Y. 





TY we .¥ of of +) 


TENPAK 


ONCE THEY START using Acco Fasteners our customers 
will go on using them forever—forever building your sales. 
So Acco brought out the TENPAK — 10 Acco Fasteners 
#12 or #22 on a card — ideal for self-service counter 
display, ideal for introducing Acco Fasteners to more users 
— spreading your market, building your business. -Try 
a box of 10 cards (100 Fasteners) and watch ’em GO! 


ACCO PRODUCTS 


A Division of NATSER Corporation 
OGDENSBURG, NEW YORK 


In Canada: Acco Canadian Co., Ltd., Toronto 
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Your Room Space 


is 
CEILING HIGH 


when you use 


Adjusto- 
Deck 


BRACKET 
SHELVING 


Revolutionary 
New & Better 


} ‘ x 
Will carry tremendous 4 ? (* 
loads 





e re=)) 


Expands storage space upward. 2-sided bracket shelving adjusts to any 
depth or width, clear to ceiling. Installs without special tools. Uprights 
take rugged hold of ceiling & floor without bolting or threading of pipe. 
Costs 30% less than steel shelving. Saves on freight rates. Standard pipe 
& plywood may be bought locally to suit needs. Depths 26” to 96”. Widths 
48” to 96”. 

Without shelving, ADJUSTO-DECK also makes perfect Hanging Racks. 


Write Today for Full Information 
WALTER HAERTEL CO. 


2840 FOURTH AVENUE, SOUTH 
MINNEAPOLIS 8, MINN. 











STRENGTH » COMFORT + QUIET 





FOLDING CHAIRS 


Stronger . . . more comfortable . . quieter . 
because they are engineered by precision tool 
makers. Attractive . . . choice of six decorator 
colors and gold-bronze, copper and brushed 
chrome finishes; steel, plywood, padded and 
spring cushion seats. 





Write today for Special Dealer Proposal. 


BELT onsen 


J.& J. TOOL & MACHINE 


COMPANY 
9505'S. PRAIRIE AVENUE, CHICAGO 28, ILL. 
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EXTRA PROFITS customers 


PMA CHAIR SALES 


' WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 

@ FOLDING 

@ NON-FOLDING 

@ TABLET ARMCHAIRS 

@ AUDITORIUM UNITS 

@ FOLDING TABLES (ALL SIZES) 
@ SCHOOL DESKS 





. Steel or wood) 


Adirondack Chair Co. 


Dept. 22 —\1140 B'way, N.Y. 1, N.Y. MU 3-4834 





» SCHOOLS © CHURCHES @ CLUBS etc. 














For Even A Small Office. . . | 


F.O.B. Factory 
plus excise tax. 


electrically 
Stacker optional at 
nominal price. 


opens 200 to 

aon tetiors (Prices subject to 

per minute eae 
ARNOLD MACKENZIE, INC. 








3133 Overlook Drive, Minneapolis 20, Minn. 











Ue C uginil 


SINGLE ALuID 


INK and STAIN REMOVER 


—— NG it 









( fice 


Pellances 


Don’t Waste Time 
LOOK IT UP HERE} 


This is your ANSWER BOOK 
ng all your buying Needs 
- PRODUCT INDEX—over 1,500 prod- 


ucts classifie 

2. DIRECTORY OF MANUFACTURERS 
—over 3,000 with names and ad- 
dresses. 

3. TRADE NAME—TRADE MARK INDEX 
—Over 6,000 with names of manu- 
facturers. = 

4 MANUFACTURERS’ ADVERTISING— 5. TRADE ASSOCIATIONS— 
many use catalog-type advertising City, State and National— 
giving complete product informa- names and address of 
tion. officers and meetings dates. 


Keep your copy handy —use it offen 
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FOO OOOO OOOO OOOD OOOO HOODOO OOOOOOOOOOHOOHOOSOSOOHOOHOOSSHOOOS OOSOSOOOSOOOSOOOOSOOOOOE 


¢ Join those who say... 

$ «6 ’ 

“THERE'S MORE PLUS PROFIT 

° ” 

= IN LUGGAGE AND LEATHER GOODS! 

4 SSCSHSSSSSSSSSSSSSSSSSSSSHSHSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSE 

: attend the PACIFIC LUGGAGE & LEATHER GOODS SHOW 

: BILTMORE HOTEL, LOS ANGELES, CALIFORNIA MARCH 24-27, 1957 

. SOSHSSHSSSSSSSSSSSSSSSSSHSHSSSSSOSHSHSSSSSSSSSSSSSSSSSSHSSSSSSSHSSSSSSSSSSSSSSSSSSSSSOSS 

° COMPLETE LINES OF: /uggage, trunks, briefcases, personal leather goods, travel accessories, leather 
ovelties 

: SPONSORED AND MANAGED BY: LUGGAGE AND LEATHER GOODS MANUFACTURERS OF AMERICA INC., 220 FIFTH 

: AVENUE, NEW YORK |, NEW YORK 








ay andAISLAND UNITS 
uibt For the tationen 


WIRE OR PHONE— 


' 
stler Fixture Co. ~ | 
P.O. Box 123 'BHONE 3-1654 FRANKFORT, KY. 








SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 
weRitT— FOR Ciecula® 


L CAN: PROG,- 


33 € McWHLLIAMS ST. 
FOND OV LAC. wis 








20 SENTRY SALES 
A MONTH 
$10,500 PROFIT 
PER YEAR 


The Neal Safe & Equipment Co. of 
Jackson, Mich., is cashing-in with 
SENTRY—the only quality-built 
small safe priced to sell in volume 
to homes and small businesses.Why 
not you? Write today for full details. 


JOHN D. BRUSH & CO., INC. 


545 West Ave., Rochester 11, N. Y. 










s ested 
“est $6995 





Standard discount plus 
advertising allowance 
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FIXTURES. 


























You can earn good 
commissions selling 
our complete line 

of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 


g 
Dout 
PASS UP THOSE 


EXTRA 
COMMISSIONS 


Write for Information 


Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers “Dealer Con- 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc. 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, N.Y. 


mua 








Upholstered Furniture of 
Distinction For Offices, 
Hotels, Institutions 












Write For New 
Catalog 
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in LEATHER 


Wp FABRIC 


for the Executive Suite 


Hand Fashioned by Craftsmen of Experience 





moderately priced 


niemann inc. 


A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 


A Specially lem 
SELL MASTER SPEED KEYS 
TH 

Mie: Miethiiend 

Typewriter Key 


for old and new typewriters, 
bookkeeping and billing machines. 
Don’t Delay Refit: © 
ORDER TODAY! 
ADD THAT EXTRA PROFIT 
SPEED KEY CORPORATION 22.j,,c°"yZ Vet HARDBOARD Fasricators, inc. 
MO 


59 BRANCH ST $F ees F. 


BROCHURE AVAILABLE ON REQUEST 


*Downease Cushions available. 
*Trade Mark Registered 























Write for Dealer 
Literature & Prices 



































ee IN 


(QED) w-2 TAX FORMS 





WITH STATE FORM COMBINATIONS 


2S) THE FASTEST SELLING 
ama | W-2 TAX FORM. 


- 





For Perfect Lead Points 
BLUNT TO HAIRLINE 


Standard Model gives you points 
up to %” long without breaking. 
Just insert lead and rotate lid. 












Variable Taper Model 
iets You Dial the 
taper you want 





— 


FREE [hee = They’re the easiest to write, 


r. Big new catalog address, separate, mail and file. One 








2) of business forms typing takes care of all filing requirements. 
Ps tor every purpose. Every company must use W-2 Forms — Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 
©? Write for catalog cash in now with low cost REDIFIXT forms — 
 “R’ with your customer's imprint. WRITE FOR LITERATURE AND DEALER PRICES 











CONSOLIDATED BUSINESS SYSTEMS, INC. 






OR IN| ——— BIRE OU Ceili ti bem e ee 


BETWEEN BAKER STREET, COLOMA, MICHIGAN 


30 Vesey St., New York 7, N.Y. BArclay 7-3687 





STAND-B THE VERY BEST VALUE 
IN COPYHOLDERS 

@ Patented Knee-Action Grippers 
Hold All Copy Securely 


YOUNG CORPORATION 
Carbons Ribbons 


yf 
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FOR 
EVERY 
PURPOSE 





No. 17-33 
Y™ 


AAA 
ANT 






NOTCHING 
PUNCH 





TICKET PUNCHES 









THE HOGGSON & PETTIS MFG. CO., 141T Brewery St., New Haven, Conn 


TALLY PUNCH 





Nos. 17, 33- Notches cards, sheets, etc. No. 
17 dies not over 4%” wide, %&” deep; No. 33, 
not over %” deep 

No. 2—For %-%” round holes; 1%” reach 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take speci dies 
Talley Reeds -Registers number of punchings to 


99,999. Punches %”, %%” or %” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 











ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

A’ and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 





freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
step heights, and 4 widths. 


Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 


I. D. COTTERMAN “* %.,2evumgot 4v* 








Steady Repeat "BEST SELLER’ — 
BEACH'S : : 


‘‘Common Sense’’ 


EXPENSE BOOKS 


now shir D¢ 
in. thi 


to you 


Samples, Prices: 
BEACH 


PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 





Mamco 
CELLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders: 
bill-fold envelopes: stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markileo 
902p S. Wabash Ave. 










Chicago 5, Ill. 














THE LEADER 
IN PLATENS 


AND ‘OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


19132 Commerce St. 545 Mission St. 
AGENTS IN ALL PRINCIPAL CITIES 














D 

E 

A 

L 

E 

R 

5 > 
Theee _It costs less to draw from our huge 
sHow _ Stock of desks, chairs, steel furniture, 
ROOMS leather furniture and accessories. 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


NEW YORK 4.N_Y MIAMI FLORIDA 


74 BROAD ST S55 W FLA FR 830 Ww HIRE BLY¥ 
BOwling Green 9.8231 


828464 003 












coming your way soon with 


DIAGRAPHY 


STENCIL DUPLICATING 
COMPOUND 


THE PRINT-O-MATIC CoO., INC. 
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For campaign material 
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Can your business 
co-exist with '7O million 
captive people’? 





a 
| 
SS 2 EE ae 
- a 
s 


As long as an Iron Curtain shuts off the satellite countries 
of Europe, the framework and future of free enterprise 
will be in danger. 

There is proof before us every day that the world can pros- 
per fully only when men everywhere are free to choose their 
own way of life, build their own businesses and till their own 
land. Yet behind the Iron Curtain 70 million people are still 
virtual prisoners of the Communists. 

There are a number of ways you and other American 
businessmen can help these people, yourselves and the 
world. One of the most direct is through Crusade for 
Freedom, sponsor of Radio Free Europe. 

For six years, this powerful overseas broadcasting 
operation has been beaming the truth into five key satel- 
lite countries. It has been outstandingly successful. 

The Communists have spent fabulous sums trying 
unsuccessfully to jam RFE’s programs. The bill for 
this last year in Poland alone was estimated at 
$17,000,000. Two-thirds of this amount will support 
the entire RFE operation for another critical year! 

And we know from letters and reports that truth 
from Radio Free Europe has helped keep alive the 
desire for freedom. The proof is history. 

So give your generous support to Crusade for 
Freedom in aiding these 70 million captives. If 
you don’t send them the truth—who will? 


Some ways business executives have 
helped. Check the ones you are interested in. 


[] Display Crusade material on your company bulletin board. 


[] Plan a paycheck stuffer to inform your employees 
of the importance of the Crusade for Freedom. 


[] Plan to conduct an in-company solicitation. 


[] Match employee funds with your Truth Dollars. 


L 


and information write CRUSADE FOR FREEDOM, | | East 46th St., N. Y. C. 17% 
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See other side 
for Quick Service 
Inquiry Card 

sales aids in 

this issue 


covering new 
products and 
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QUICK SERVICE 


OAs: wauiRY CARDS 


NEW EQUIPMENT & SUPPLIES 


All new products illustrated and described in this issue 
in a section beginning on page 50 carry key numbers 

duplicated on the card below. If you are interested in 

an item, or several items, simply circle the corre- 

sponding key numbers on the card and mail at once. 

Your inquiry will be forwarded without delay. 


SALES STIMULATORS 


Manufacturers’ sales aids announced in a section of 
this issue beginning on page 62 all carry key num- 
bers duplicated on the card below. For additional 
information simply circle the key numbers on the card 
corresponding to the number assigned to the Sales 
Stimulator in which there is interest and mail the card. 
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Faster, more facile filing... smoother work flow 


.yours to sell with 


The new “Y and E” 


Now you can help your customers 
lighten a task that saps away time 
and effort they might better spend on 
broadening their business. 

Sell them the all-newPro-Dile, a 
file whose compartments open from 
the side to make filing or finding of 
records easier and faster. 

Clerks file from either side. Com- 
partments can be left open for quick, 
efficient accessibility. 

When closed, the Pro-Dile gives 


ProDile 


your customers’ valuable business 
records the protection and cleanli- 
ness only a closed cabinet can give. 

Available for both private and 
general offices in Neutra-Tone Gray, 
Driftwood Tan, and Surf Green, the 
Pro-Gile is another exclusive, pat- 
ented item under the “Y and E” 
franchise. 
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Letter size available in 2, 3 and 4 compart- 
ments—legal size in 2 and 3 compartments— 
Minimum compartment projection keeps cen- 
ter of gravity inside cabinet—makes stacking 
safe and efficient for maximum utilization of 
floor space. 


YAWMAN »? FRBE MFG.©. 


1045 Jay Street, Rochester 3, N. Y. 


*Patented 











competition 
thinks we’re 


crazy! 
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MODEL 76 


we 









We dared 

raise quality 

amd lower 
price 


Some 
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‘The Greatest Value Ever... 
in atop quality electric spirit duplicator 


The new improved Conqueror automatic electric is superior 
from every angle. Beats competition on design, features, per- 
formance and PRICE! This is unique news in today's market 
+» » Mews made possible by Heyer engineering know-how, 
precision mass production methods and savings from lower 
overhead . . . savings passed along to dealers and customers. 
Here's everything that's wanted in an automatic electric du- 
plicator at an attractive low price. 

We've created a magnificent new Feed Drive Mechanism, 
added an 11-inch and 14-inch cylinder stop, improved and 


THE Hi BbY ER corPORATION 
wew york * CHICAGO © LOS ANGELES 


relocated controls for more convenient operation and added 
many, many more mechanical features. The Model 70 has 
been improved too, a greater value than ever at $195.00. 
We've restyled and redesigned the CONQUERORS with the 
assistance of nationally known designer Jean Otis Reinecke 
...and enhanced their appearance with a new Futura 
Green color. 

We're out to sell a million! .. . Plan now to assure yourself 
of a good share. Sold only through Authorized Conqueror 
dealers . . . some territories still open. 


In Canada Distributed by: 


THE BROWN BROTHERS, LTD. 
Montreal TORONTO Vancouver 














